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MODEL 77 


Built to meet a popular | 
demand ... many outstanding | 
features...a size that will || 
bring 





A great new SKILSAW built by 
the world's leading manufacturers 
of electric hand-saws. Has 7 in 
blade.Cuts2'sin. deep. Light,com 
pact, efficient tale Melalet-lc mar aak ae 


SKILSAW, INC., 3330 Elston Ave., Chicago 














pioneered the grooved-bolt- 


and-washer centering de- 


The idea appealed to us 
because of its simplicity. 
practicability and extreme 


accuracy, 





500 MILLS AVE. 


Simplicity sce “ie supreme excellence” 





years ago BEAVER 


for pipe threaders. 








’ 


cut! It eliminates 


pense due to lost 


Inexpensive to renew! 





U. Ss. Patent No. 1605162 


Issued November 











Beaver “8-R” 


This improved 4-post Type Threader uses 
four sets of dies to thread | to 2-inch pipe. 
Ratchet drive is directly on the head giving 
a “straight line pull’”’—easier operation— 
longer life—less repair expense! Die-retain- 
ing spring fully encased! Patented work- 
holder eliminates loose bushings! Made of 
Air Furnace Malleable Iron to insure 
strength and long life. Net weight—143} Ibs. 


$12.00 Net 





2, 1926 


Various attempts have been made to improve upon this simple grooved-bolt-and- 
washer idea but these attempts have merely demonstrated that Longfellow was correct 
when he said: **Simplicity is the supreme excellence.” 




















Beaver “12-R” 


An excellent “one-piece” tool! No separate 
dies or bushings to lose! Threads 1 to 2- 
inch. Fully adjustable for over-size or under- 
size threads. Ratchet pull on die head in 
same plane with dies. Air Furnace Malleable 
lron—to insure dependability and rugged- 
ness. An outstanding tool—which will “sell 
itself” to any pipe fitter. Net weight—19 Ibs. 


$15.00 Net 


BEAVER PIPE IQGDLS 


The Quality Line—Since 1900 
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No moving parts to wear! 
No mechanism to get out 
of order! Either straight 
or drip threads may be 


ings and replacement ex- 








WARREN, OHIO 
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KEASBEY & MATTISON 
est In asbestos COMPANY amater, Penna. 





The K & M Line is complete: 


As Headquarters for Asbestos Materials, Asbestos Gaskets and Packings 
Keasbey & Mattison Company sells only through the 


Asbestos Pipe Insulation in sections 
established channels of distribution. Exceptional 


Asbestos Insulation in sheets and blocks 
physical properties, combined with durability, uni- 


formity and economy, have made K & M Asbestos and Asbestos Insulating Cements 

Magnesia Products leaders in the field. A complete “Featherweight” 85% Magnesia 

line, specialized for every requirement, backed by Wipe novtation, Glecks end lagging 
more than 60 years of pioneering in the development Refractory Cements, dry and plastic 


of insulating materials. Sold right... priced right! Asbestos Paper and Mill Board 


MILL SUPPLIES ® MAY 1936 
































UMI 


THESE 3 NEW ORILLS 


SET A NEW STANDARD 
OF QUALITY IN THE 


LOW PRICE 
DRILL FIELD! 












DEFENDER 
DRILLS 


® A brilliant achievement by America’s lead- 
ing quality drill manufacturer . . . offering 
new sales volume and profits for SKILSAW 
Distributors. SKILSAW has built “extra 
value” into these low priced drills. Analyze 
their specifications, power and _ drilling 
speed, and you will find a quality of con- 
struction and engineering refinements never 
before offered in the low price field! Get 
your share of the low priced drill business 
with these new DEFENDER Drills. 
They will win instant acceptance and 
make satisfied customers for YOU! 
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NOW 16 POWERFUL MODELS 


There is a size and type of drill made by SKILSAW for every 
drilling purpose . . . to suit every customer’s requirement. Na- 
tionally advertised and sold only through recognized distributors. 


WRITE FOR COMPLETE INFORMATION 


5 SALISAW. 


3330 ELSTON AVENUE, CHICAGO 
Manufacturers of SKILSAW—the Original Portable Electric Handsaw 
DRILLS e GRINDERS e BUFFERS e SANDERS e BLOWERS 





MODEL 40 SKILSAW 
Acompact. powerful ‘4 in. special duty 
Grill. Highest quality ball bearings in a 
all positions on armature and spindle 
Only 12in. overall; weighs onlyS 2 
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@ Presented in this book are the latest designs of the extensive 
line of power transmission equipment of the leading manufacturer 
of conveying and power transmitting machinery. 

It is the line that answers every need for dependable, low-cost 
power transmission service in all industries. A “natural” for the 
progressive mill supply house interested in volume sales, profits 
and satisfied customers. 

Built and backed by Link-Belt, a name synonymous with 
dependability and proved performance. 
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-| YOUVE BEEN WAITING FOR 


ew 
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@ Send for this new book, 
which will soon be off the 
press. It contains 208 pages 





COLia Rs of engineering data and cat- 
COUPLINGS ||) alog information of the new 
GEAR P | Link-Belt power transmis- 
GREASE Cups | sion line. Mail your request 


for a copy now. 








LINK-BELT COMPANY 


300 W. Pershing Road, Chicago Offices in Principal Cities 
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You Don’t BUY PRODUCTS— 
You CONTRACT for SALES 





when you make a 


SUPER DUTY 





FILE SALES FRANCHISE 














SUPER-DUTY 
FILES are 
SUPERIOR 
CUTTING 
TOOLS — H hen 
you sell them you 
do your customers 
a service and as- 
sure complete sat- 
isfaction; for you 
supply them a 
long-life tool that 
will speed up a 
fime consuming 


hand labor job, 


cutting production 
costs, 





—and this contract is not lightly assumed. We 
have a keen appreciation of our obligation to our 
many loyal distributors to make a Cleveland File 
Company Sales Franchise a most tangible asset, 
so we have set up to operate through :— 




















Sales—Upon an Exclusive Franchise, through recog- 
nized distributors, which squares thoroughly with 
what the astute distributor realizes as an ideal sales 
plan. 











Resale Policy—Strictly maintained resale prices. The 
2 distributor is entitled to and must have a proper 
margin of profit. This our distributors are assured, 
through our universally maintained resale schedules. 













‘6 Factory Cooperation—Through definitely planned 
3 factory helps, conscientiously and systematically car- 
ried through in fulfilment of our commitment and 
obligation to give our distributors the sales help es- 
sential to profitable file merchandising. 













4. Consumer Advertising—Concentrated in distributors 
Market. All Cleveland File Company advertising is 
pointed for direct immediate local reactions in dis- 
tributors territories. Direct mail, local publications, 
trade journals, ete., are the media used. 


Quality Products—Highest standards of material and 
workmanship constantly maintained and guaranteed. 
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**Once Tried 
They're Specified” 
so state SUPER- 
DUTY distributors. 
This means steady 
repeat business, file 
sales growth and 
profits for those 
distributors operat- 
ing under a Cleve- 
land File Company 
exclusive franchise. 
Y our Customers’ 
work Deserves 
SUPER - DUTY 
Quality. Write 
today for Complete 
information. 


a 
































‘Go | 





| welcome the opportunity afforded by the Convention 
of the Supply and Machinery Distributors’ Associations, of meet- 
ing in person the splendid men who represent the Mill Supply 
Distributors with whom we have been doing business—there are 
many of them. 


| shall continue my efforts to prove to them that their faith in us 


has been well founded. 


lt may be my privilege to meet others who know us only by 
reputation or through our advertising. 


Needless to convince those who now handle Clover Products 
that our pledge of high quality and loyalty to the Distributor has 
been lived up to—they know it! 


Having built our Coated Abrasives business on the solid foun- 
dation of 30 years of high quality and fair dealing in the manu- 
facture of Clover Grinding and Lapping Compounds, we have in 
eight years taken our place among the leaders in the Coated 
Abrasives Industry; thus we come into the Mill Supply Distribu- 
tor's picture and court his favorable consideration. 


Several of our executives will attend the convention—again, 
may | hope it will be our privilege to meet you all. 
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Green-Stripe Flint Paper 
Paper Reams 9 in. x 11 in. 
Paper Reams 834 in. x 10% in. 

‘aper 9 in. x 11 in. in Shelf Boxes 
Paper 834 in. x 101 in. in Shelf Boxes 
Paper Rolls 
Finishing Paper 


Household Packages 


Flint Paper 
Metal-Working Cloth 


Yellow-Stripe Aluminum Oxide Metal—Working Cloth 
Metal-Working Cloth Reams 
Metal-Working Cloth Shelf Boxes 
Mechanics Rolls—''J"’ Backing 
Mechanics Rolls—''X" Backing 
Metal-Working Cloth Rolls—‘‘J"’ Backing 
Metal-Working Cloth Rolls—"X"’ Backing 
Metal-Working Cloth Belts and Dises 


Yellow-Stripe Aluminum Oxide Wood-Working Cloth 
Wood-Working Cloth Rolls—'J"’ Backing 
Wood-Working Cloth Rolls—''X"’ Backing 
Wood-Working Finishing Cloth Rolls 
Wood-Working Cloth Belts and Dises 


Yellow-Stripe Aluminum Oxide Paper 
Cabinet Paper Reams 
Finishing Paper Reams 
Paper Rolls 
Paper Rolls—Economy Packages 
Paper Belts and Discs 


Yellow-Stripe Aluminum Combination 


Combination Rolls 
Combination Belts and Discs 


Clover Grease-Mixed Grinding and Lapping Compounds 





Red-Stripe Emery Cloth 


Cloth Reams 
Cloth in Shelf Boxes 


Orange-Stripe Gamet Paper 


Cabinet Paper Reams 

Finishing Paper Reams 
Paper Rolls 

Paper Belts and Discs 


Orange-Stripe Garnet Cloth 


Cloth Rolls—‘‘J"* Backing 
Cloth Rolls—'X"* Backing 
Finishing Cloth Rolls 

Cloth Belts and Discs 
Combination Rolls 
Combination Belts and Discs 


Blue-Stripe Silicon Carbide Paper 


Paper Reams 

Finishing Paper Reams 
Paper Rolls 

Paper Belts and Discs 


Blue-Stripe Silicon Carbide Cloth 


Cloth Rolls—''J"” Backing 
Cloth Rolls—‘'X" Backing 
Cloth Belts and Discs 


Blue-Stripe Silicon Carbide Combination 


Combination Rolls 
Combination Rolls—Economy Packages 
Combination Belts and Discs 


Clover Water-Mixed Valve-Grinding Compound 
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behind the Po dct. 


hirty years ago Clover Mfg. Co. started, in a small way, to 
manufacture Clover Grinding and Lapping Compounds—today these 


products are sold in every part of the globe—Clover is the recognized - 


world-wide standard. 

Eight years ago we invaded the Coated Abrasives Industry—today 
we are recognized as among the leaders in that industry—not the 
largest unit, but by no means the smallest. 

There is no finer nor more modern Coated Abrasive plant in exist- 
ence—no concern is better financed and more reliable than Clover 
Mfg. Co. 

We have national distribution—warehouse stocks in the principal 
distributing centers—our own men cover every nook and corner of this 
country. We are in position to give service. 

There is no finer product made than Clover Color-Stripe Coated 
Abrasives. 

Our policy has never changed over these 30 years—we keep faith 
with, and protect the distributor—we do not sell his customers. 

Price without quality is useless. But quality at the right price, and 
with the right margin, is well worth considering—especially when tied 
up with protection. 

We extend a cordial invitation to Distributors to visit our plant. 
Norwalk is just one hour from New York—let us show you the plant, 
andforganization that are back of Clover products! 


CLOVER MFG. CO. 


NORWALK, CONN. U.S.A. 
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Helping Salesmen Sell... 


ryy 

l HE extent to which the seeds of creative selling 
blossom into bumper crops of profitable orders depends largely upon scientific 
cultivation. 


In the mill supply field. the individuals who reap this harvest are many: 
salesmen, executives, stock men, counter men of distributors, and executives 
and salesmen of those manufacturers whom the distributor represents. Only 
when each factor functions properly can an intelligent sales service be rendered. 


The distributor's salesman working alone—-no matter how capable——cannot 
accomplish the goal of creative selling. He must have the backing of the inside 
men in his own organization and of his executives, plus intelligent cooperation 
from the manufacturers whose lines he sells. 


Great progress has been made these past several years toward better coordinated 
effort in the mill supply field. As a result, distributors have made definite 
business gains and stand to progress even further in the years ahead. 


Realization of this fact, plus definite action to consolidate gains, may be seen 
in the program developed for the Triple Mill Supply Convention convening in 
Atlantic City the eleventh of May. 


Distributors and manufacturers are agreed that this year’s discussion will be 
the most “sales minded” in the history of the Associations. Here, for the first 
time, is a program built entirely around sales management and sales promo- 
tion—ways of helping salesmen sell. 


Sales management is effective only when it aids the salesman to increase sales 
and profits. Hence the study of sales management subjects in Atlantic City 
should throw on the table many practical ideas for sales development from 
which every mill supply salesman and sales minded executive can profit. 


Sales promotion, obviously, is designed to help salesmen sell. A sound promo- 
tional campaign can do much to aid mill supply salesmen in digging up new 
prospects, developing inquiries, building prestige, and increasing business. 
Therefore, the Convention discussions on sales promotion should pay out hand- 
somely to those “listening in” either at Atlantic City or in the June Issue of 
MILL SUPPLIES which, as has been the case for more than 25 years, will report 
fully the Convention proceedings. 


To those in attendance at Atlantic City, we recommend the use of this issue of 
MILL SUPPLIES as a guide to Convention discussions, for the editorial pages 
give a broad picture of the industry’s thinking on the subjects to be studied. 
To the whole industry, we urge the retention and use of this issue in checking 
individual sales plans. 

It is our hope and belief that out of this Convention will come many practical 


ideas which will improve selling and build greater acceptance for the economic 
efficiency of the mill supply distributor. 


MILL SUPPLIES 


AC. ST aplrorwr 


MANAGER 
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DISTRIBUTORS who are thinking about the expansion of their industrial 


rubber goods sales are invited to look into the HEWITT profit franchise. 





HOS E @© CONVEY OR A N D 
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HEWITT is the talk of the industry. A powerful schedule of dominating advertising 
is creating new customers everywhere, and what's more the superior performance 
of HEWITT industrial rubber goods is making them permanent customers tor the 
distributor. Wherever you may call, the story of HEWITT cost cutting perform- 
ance will find a ready audience. And when the superiority of the HEWITT line is 
coupled with the greatest advertising campaign in the history of HEWITT, distrib- 
_ are actually offered a combination that is practically unbeatable. HEWITT 
is particularly proud of its distributor relationships ... each distributor’s association 
with HEWITT is an eloquent story of cooperation. Our policy is one that any 
HEWITT distributor will be glad to endorse ... it merits your investigation. 


If you are interested in establishing an increase in your sales of industrial rubber 


goods it would be a wise move to write us about the HEWITT profit franchise. 





TRANSMISSION BELTS @ PACKING 
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A Complete new line 
of Heavy Duty Drills 


by Van Dorn 


No matter what the job is-——- you can 
offer a Drill that will do it quicker, bet- 
ter, at lower cost—if you handle the 
Van Dorn line. Look at the features of the 
new Van Dorn Heavy Duty Drills. High 
torque, plus tremendous power. Longer 
spade and pipe handles for better lever- 
age. Comfortable, easy grip with safety 
trigger switch. New, sturdy, light-weight 
aluminum housings. Husky, long-wearing 
reduction gears. Ball bearings on motor 


19" Heavy Duty Drill—Jacobs key chuck 
5,” Standard Drill—Jacobs key chuck 
5,” Heavy Duty Drill—Jacobs key chuck 
4%” Standard Drill—Jacobs key chuck 
5 
hog 


” Heavy Duty Drill—Jacobs key chuck 


x 

4 

4 

a” Heavy Duty Drill—No. 2 Morse Taper Socket. . 
1 


Heavy Duty Drill—No. 3 Morse Taper Socket 


shaft and intermediate shaft. Ball and 
roller bearings to take up side and end- 
thrust. Universal motors for 110, 220 or 
250 volts — 3-conductor cord and plug. 
The seven new drills in this Heavy 
Duty line are seven more reasons why 
Van Dorn Jobbers throughout the coun- 
try are getting a big share of the new 
tool business. Write for particulars. The 
Van Dorn Electric Tool Co., 717 Joppa 
Road, Towson, Maryland, U.S. A. 


TIE UP WITH 
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STEADY PROFITS 
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RESULT OF THE 


PLUS ~= FACTORS 


in 
BETHLEHEM PIPE 


“'..and I want 


BETHLEHEM PIPE again 











——— that’s a clean-threading Pipe” 


er \N threading is one of the foremost of the plus 


factors of Bethlehem Pipe that are constantly 


bringing repeat business to mill supply distributors 
who handle it. This characteristic results from the 
uniform structure of the pipe—its freedom from 
hard spots, and its unvarying roundness. Thread- 
ing qualities alone are sufficient to make many in- 
dustrial users express a preference for Bethle- 
hem Pipe. 

Yet the ease and consistency with which it 
takes true, clean threads is but one of the plus 
factors that steadily pull for the mill supply dis- 
tributor and win the preference of industrial cus- 


tomers for Bethlehem Pipe, once they have become 
acquainted with it. Whether it’s Bethlehem Lap- 


¥ 
we 
r 
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BETHLEHEM STEEL COMPANY 


or Butt-Welded Pipe, black or galvanized, or 
Beth-Cu-Loy Copper Bearing, the distributor can 
offer Bethlehem Pipe with the assurance that in 
its bending and flanging properties, its strong, 
leak-proof welds, its straightness and freedom 
from scale, it will measure up to the very high- 
est standards. 

Once Bethlehem Pipe is introduced to indus- 
trial customers, profitable repeat business flows 
in steadily, because of the ease with which it can 
be fabricated, and the superior service it gives. 


GENERAL OFFICES: BETHLEHEM, PA. 
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MAKES 


POWER SAVINGS 


The Low Tension Rubber Belt 











18” 8-ply Condor 
Compensated Belt 
driving a tube mill 
in a cement plant. 


On a card-room 
(textile) drive. 


low-tension sag. 


On All Types of Drives 


On the many varying types of drives 
found throughout industry, Condor 
Compensated, the low tension rubber 
belt with equalized ply stresses over 
pulleys, has amply demonstrated its 
efficiency, economy and dependa- 
bility . .. Twelve outstanding advan- 
tages over standard rubber belting 
cause a rapidly growing number of 
manufacturers who are determined to 
get maximum operating economy 
to specify Condor Compensated. It 
handles peak loads without slip, 
holds fasteners three to four times 
longer, operation is not affected by 
atmospheric conditions or moisture, 
and plies do not rupture because 
they are equalized . . . The installa- 
tions shown are typical. A trial will 
convince your customers. 


Gonac 


Industrial Brake Lining and Brake Blocks 


OTHER MANHATTAN PRODUCTS 
Other Grades of Hose Tubing 


PRODUCTS 
Compensated Belt Textile Mill Specialties Sand Blast Hose 
Standard Belt Creamery Hose Sand Suction Hose 
V-Belt Dredge Sleeves Spray Hose 
Conveyor Belt C. |. Air Tubing Steam Hose 
Acid Hose Fire Hose Water Hose 
Air Hose Hydraulic Hose Chute Lining 
Brewers Hose Packers Hose Launder Lining 
Contractors Hose Paper Mill Hose Garden Hose 


Suction Hose Washers 
Oil Hose Molded Rubber Goods 
Packing Oilless Bearings 
28" 9-ply Condor Matting Belting of Every Description 
Compensated Belt Pump Valves Molded Hose for Every Service 
main drive in a 
paper mill. Note JOBBERS! 


The sale of one Condor product leads to 
the sale of others. Let us tell you all the 
advantages of the Condor Franchise. 





THE MANHATTAN RUBBER MFG. DIVISION 


OF RAYBESTOS-MANHATTAN, INC 





MILL SUPPLIES ® MAY 1936 17 





UMI 





Cameron Centrifugal Pumps 


Portable Compressors 














Birmingham 


Boston 
Buffalo 
Butte 


It is the logical line to handle 


Ingersoll-Rand pumps and compressors caf 
used in every manufacturing plant on which 
call. I-R portable compressors and Jackbits 
used by many manufacturers and by cont 
tors, mines, quarries and public utilities e 
where. All your customers are prospects for 
equipment. 


it is widely used the world over 


Ingersoll-Rand is known all over the world 
the quality of its equipment. Sales are ea 
because of the I-R name. Your customers 
better satisfied because the equipment ope 
longer and more economically. 


We give complete sales co-operati 


There are Ingersoll-Rand branch offices in 
United States cities and many others all @ 
the world. The trained sales engineers in th 
offices are always available to help you. F 
literature and all necessary sales and engine 
data are supplied on all I-R products. Const 
trade paper advertising and direct-mail a 
paigns to specific industries keeps the Inge 
Rand name before your customers and uncot 
new prospects for you. 


Scranton 
Dallas New York Seattle 
Denver Houston Philadelphia St. Louis 
Detroit Knoxville Picher Tulsa 


Chicago Duluth Los Angeles Salt Lake City Washington, 0 
Cleveland El Paso Nework San Francisco Mexico, D. F. 





‘THOR Distributors have experi- 
enced the greatest electric tool sales 
volume ever before realized, with 
the two greatest electric tool devel- 


opments ever introduced........... 


... the U14 is the smallest, lightest, 


electric drill ever built and estab- 





lished new sales records almost over 


night ... the U16 is really a one-hand 


bits screw driver that drives all sizes of 
. ( screws from No. 4 to No.12..... and 
for that’s never been done before.’’ 
Ks ° / 
r eee cs, 
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At the Convention, ask a THOR “Wy - 
Distributor what he thinks of %. 
THOR Portable Electric Tools. His ’ 





answer will be our only sales story. 


SAN FRANCIS 


ELECTRIC NUT SETTI 
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Dodge distributors are in a position to offer an exclu- 
sive service to industry. Because of the broad coverage 
of transmission requirements offered by the Dodge 
line, the distributor is not limited in his recommenda- 
tions. He can sell his customer the right drive for 
every job. 


The Dodge line is not only complete in the sense that 
it offers every appliance necessary for the mechanical 
transmission of power,—it offers babbitted, roller and 
ball bearings; iron, steel, wood and iron spider wood 
rim pulleys,—each product offering the best solution 
for each condition of service encountered in industrial 


plants. 


The Dodge distributor can take full advantage of the 
present day demand of industry for drives that will cut 
costs, and meet new production demands. Leading 
authorities agree that savings of from 20% to 50% 
can be made by many plants. Dodge advertising and 
sales co-operation are helping the distributor realize 


the greatest possible return from his effort. 




















Industry is fully awake to the possibility of converting 


loss into profit through modernization of power drives. 


Industrial executives are giving serious consideration 
to the many ways provided to get the power to the 
work in an effort to find the best and least costly. 


Dodge distributors are able to offer valuable assistance 
to their industrial customers and prospects. They can 
not only offer a complete line of power drives but a 


complete and specialized engineering service. 


Dodge drives are assembled from modern, standardized 
parts which are made together to work together. This 
means a drive backed by one responsibility rather than 
one made up of parts supplied by several manufac- 
turers. The result is added satisfaction and security 


for the buyer. 
ays 


Only Dodge distributors can offer this service. Only 
Dodge distributors have this opportunity to serve and 


profit. 
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THE TIME TESTED “TOLEDO” No. 999 


For seven years this positive scroll fed four-knife cutoff of the “TOLEDO” No. 999 has 
been making pipe machine history. 


Pioneer in design, and still the same, it has proven its superiority over single blade, dou- 
ble blade or spring fed cutoffs. 2” pipe is cut off in 14 seconds and smaller sizes propor- 
tionately fast. A straight, smooth, square end cut without burr is produced and reaming 
is hardly necessary. 

The four cutter blades are easily and positively controlled by a hand wheel. 

Only one of the many features you secure when purchasing this small, compact, highly 
efficient portable No. 999 machine. 

The No. 999 Improved Standard Model Power Pipe 
Machine complete with six non-opening die heads and 
,” to 2” right hand pipe dies, net price $285.00. 

The No. 999 Super-Model Power Pipe Machine com- 
plete with six quick-opening die heads and 14” to 2” 
right hand pipe dies, net price $350.00 subject to liberal 
dealer discount. 


Recommend a “TOLEDO” No. 999 when your cus- 
tomers really want dependability, portability and 


efficiency. 
“TOLEDO 
eed meosTomD 
PROVEN ve SUPERIORITY 


THE TOLEDO PIPE THREADING MACHINE Co. 


TOLEDO, OHIO NEW YORK OFFICE AND DISPLAY, 72 LAFAYETTE STREET 
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®Every distributor and most distributors’ 
salesmen know the general history of the 
Joint Merchandising Committee of the Mill 
Supply Business and of its successor, the 
Industrial Supply Research Bureau. They 
know of its origin five years ago, of its initial 
success and of its gradual “petering out.” 
Many have contributed generously of time 
and money during years when these two 
commodities were at a premium and it is 
quite natural that they should now be discour- 
aged to the point of saying, “Oh, let’s let the 
whole matter drop.” 

This feeling may be natural but it is un- 
fortunate, for the idea on which the Joint 
Merchandising Committee was founded is as 
sound now as it ever was and the need for 
promotion of the idea that the industrial 
distributor is the most economical link be- 
tween the manufacturer of industrial supplies 
and the industrial buyer just as urgent. As 
a matter of fact, it is even more so at this 
time with business on a decided upswing, for 
now tangible results can be obtained where 
only inactive acquiescence was forthcoming in 
the lean years. 

Perhaps errors have been made, perhaps 
bad judgment has been used in executing the 
basic idea but nothing will be gained by try- 
ing to blame some one man or group of men 
for partial failure. Let’s wipe the slate clean 
and make a fresh start on a plan which will 
try to avoid the pitfalls of former years. 

In the first place, experience has shown 
that the idea was conceived on too grand a 
scale. Wouldn’t it be better to start small 
and build up as actual results warrant it? 

Secondly, the organization whose job it 
was to direct the movement has always been 
cumbersome. Why not simplify this phase 
of the plan to a point where decisive action 
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SAVE THE RESEARCH BUREAU IDEA 


is possible with a minimum of expenditure” 

In the third place, bona fide advertising to 
industrial buyers, which will sell the advan- 
tages to be had in buying from distributors, 
is a recognized need. It seems logical to use 
the facts about the field which have been 
gathered, to prepare and distribute advertis- 
ing at once and to use every available penny 
for such advertising effort. Let the volunteer 
group responsible for this effort appoint an 
advertising agency to prepare the copy, re- 
duce overhead to the very minimum, and even 
the smallest fund will bear fruit. 

Finally, the complaint is heard everywhere 
that afew distributors and manufacturers 
are carrying the load for the industry. Get- 
ting back to the first point, let’s make the 
basic contribution small so that every dis- 
tributor and manufacturer cannot fail to get 
more than his money’s worth. At this stage 
of the game, the amount of money available 
is not really so important as is the number 
of distributors wholeheartedly backing the 
movement. Once distributors indicate their 
interest in making the plan effective, you won’t 
have to worry about manufacturers doing their 
part. They have carried most of the financial 
burden so far and they will continue to do their 
part. 

Regardless of what plan of operation is 
adopted, however, it is important to every 
distributor and every distributor’s salesman 
that the idea be retained. Every man in the 
business needs all the help he can get during 
the coming years to help him solidify the fine 
position reached during the last five years. 

If the surgeon’s knife is necessary to save 
the patient, let’s use it, but whatever we do, 
let’s keep the soundest industry movement 
ever tried alive, that it may help all of us to 
increased volume and profits. 
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THE REPUBLIC 
3-POINT POLICY 


A line of rubber items sufficiently 
complete to permit effectively sup- 
plying the requirements of the 
trade solicited. 


* 


A quality of product uniformly 
good and capable of delivering 
service results that should reason- 
ably be expected. 


” 


A price basis inducing and mak- 
ing possible aggressive competi- 
tion with reasonable profit return. 


* 


Freedom from competition from his 
source of supply, either direct or 
indirect, among the trade covered 
by his day to day solicitations. 


* 


Selling helps of reasonable a- ; business. 
mounts so that his sales force may ' 
be given the advantage of spe- 
ciclized training and a knowledge 
of the product sold. 


* 

























% There are many distributors for whom 
Republic’s cooperation in the sale of me- 
chanical rubber products would act as a 


vital, stimulating force to increase their 


They would be given complete, nation- 
ally advertised lines of superior quality, 
constant sales promotion, thorough sales in- 
struction, expert technical aid and full free- 
dom of activity without factory competition 
on large or small accounts. 

If you are ready for a long, forward step 
in sales expansion—we are alert and pre- 
pared for that opportunity to support you 
with the most enterprising, cooperative pro- 
gram that the mechanical rubber industry 


affords. 


THE REPUBLIC 
RUBBER CO. 


MECHANICAL RUBBER PRODUCTS FOR 
EVERY INDUSTRIAL REQUIREMENT 


YOUNGSTOWN, OHIO 
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HE man who is attending his first Triple 
Convention (and it appears that there will 


be many) may feel like the proverbial “square 
peg” when he stands in the lobby and watches old 
cronies in the supply business greet each other 
with enthusiasm. He shouldn’t. These men who 
renew their acquaintanceships every year will 
welcome the stranger with open arms if only he 
is prepared to do one thing—give as much as he 
receives. This giving requires no free drinks or 
lunches but rather a free pouring out of his ideas 
and experiences. After all, the meetings at a con- 
vention are important but more important are the 
informal exchanges of ideas which have character- 
ized these gatherings for years. Don’t hang around 
on the outside looking in. Lay some of your prob- 
lems before distributors from other sections of the 


country. It is more than possible that one of them 
will have a solution for meeting the situation. 





@The June issue will contain a 
complete, illustrated story of the 
convention. Due to the nature of 
the scheduled meetings, there should 
be much of interest to every sales- 
man and executive in this report. 
All meetings feature marketing 
and sales. Most of the speakers 
have been selected from the ranks 
of distributors and manufacturers 
who know the business thoroughly. 
The combination is a “natural” to 
produce many worthwhile and work- 
able ideas for bringing about in- 


creased sales and greater profits. 


@ Industrial supply salesmen who 
have noticed an increasing difficulty 
in making Saturday calls, will be 
interested in a survey recently com- 
pleted by the National Industrial 
Conference Board. The survey 
covered 2,452 business establish- 
ments in manufacturing, mining, 
transportation and communication, 
wholesale and retail trade, finance 
and public utilities. Wage earners 
in 1,404 companies with 2,767,000 
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employees are on the five-day week 
—a total of 57%. A five-day week 
for clerical employees was reported 
by 1,110 companies, or 45° of the 
total. This trend will undoubtedly 
eliminate Saturday from the busi- 
ness days sooner or later and re- 
quire more careful sales planning 
for the remaining five days if all 
customers are to be 
regularly. 


contacted 


@ Speaking of sales planning, every 
salesman will want to study the 
results of the survey reported in 
the article, “Ten Questions on Sales 
Control Answered” in this issue. 
While every man’s territory is a 
little bit different, an average of 
the number of accounts handled by 
each salesman, the frequency of 
calls and the number of calls per 
day form a basing point from 
which each man can figure his 
sales effectiveness. All salesmen, 
too, should study the article on 
sales promotion. Each must realize 
that every effort to build good will 
and to create orders is bound to 
react in his favor and the more he 
knows about such promotional 
efforts, the more efficiently can he 
tie in with them. 


@A sales tip worth noting came 
out of the flood experiences of 
Pittsburgh distributors. It was 
found that fire extinguishing liquid 
proved very effective as a dryer for 
water-soaked electric wiring. Store 
this away in the back of your head 
-it may come in handy. 


@The applause for Sig Ostenson, 
salesman, Woodbury and Company, 
Portland, Oregon, who wrote that 
fine story “Systematic Analysis 
Helps Sell Grinding Wheels” in the 
April issue, must be burning that 
fellow’s ears. Salesmen, distribu- 
tor executives and manufacturers 
of grinding wheels all acclaim the 
article as sound and instructive. 
This spontaneous reaction would 
be very discouraging to the man 
who still uses the old battle cry, 
“the distributor’s salesman is just 
an order-taker.”” MILL SUPPLIES 
wants more contributions of this 
character. The industry as a whole 
wants to know the methods of your 
salesmen who are turning in well- 
planned, intelligent sales jobs every 
day on all of your lines. 
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HE industrial 

primarily a 
such, it seems logical for him to 
examine the methods of successful 
merchants in other fields for sug- 


distributor is 
merchant. As 


gestions and tips on good mer- 
methods. Certainly, 
such firms as our large department 
stores and the chain groceries use 
methods which are worthy of the 
distributor’s careful study. 
Without exception, these organ- 
izations are large and consistent 
advertisers. They tell people every- 
thing about the articles they have 
to sell and they tell them often. 
They advertise the prestige of their 
companies, they tell the world about 
the experience and ability of their 
buyers, they describe in print and 


chandising 


over the radio the size and com- 
pleteness of their stocks. 

Yes, the industrial distributor 
could well take a leaf from the 
books of these aggressive mer- 


chants but only in theory. For, 
where the department stores and 
constantly to 
bring customers into their stores, 


the yrocers strive 


26 


How Can the 


Waste circulation makes local newspaper 
advertising exorbitant but aggressive 
supply houses have produced results 
economically with catalogs, letters, 
shows, house-organs and proper use of 
manufacturers’ advertising literature. 





Frick-Reid Supply Corporation 
Pittsburgh, Pa. 


of your new catalog to the following 


(PLEASE PRINT OR TYPE) 





the distributor must “go out after” 
most of his orders. Further, these 
organizations can sell their mer- 
chandise to everyone in their 
localities, for everyone must eat 
and wear clothes, while the dis- 
tributor’s market is limited to the 
industrial plants of his territory. 

The two problems are much the 
same in principle but radically dif- 
ferent in practice—just as the 
problems of the distributor and the 
local hardware merchant are dif- 
ferent. The distributor would find 
regular use of newspaper space or 
radio time a great extravagance 
since a large majority of readers 
and listeners would know nothing 
of the products he was advertising. 
So, he must look elsewhere for his 
examples. 
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Request for 
INDUSTRIAL CATALOG 40 


You may send cop _ 


A list of the sup- 
plies, tools, machin- 
ery and equipment 
included in Frick- 
Reid’s new catalog 
ena? was included in this 
self-mailing promo- 
tion piece. The en- 
closed card insured 





accurate distribu- 
a tion. 
The distributor’s promotion 


problem is probably more closely 
allied to that of the manufacturer 
of industrial supplies who is sell- 
ing nationally to a selected market. 
Unfortunately, however, the dis- 
tributor has none of the national 
industrial magazines from which 
to select and must rely on other 
means. 

To many, the problem seems un- 
surmountable. To others, the neces- 
sity for advertising to take up the 
slack between salesmen’s calls and 
to add to the effectiveness of those 
salesmen, is not at all apparent. 
But, a survey just completed in- 
dicates that some distributors have 
“taken the bull by the horns” and 
are producing real results with the 
promotion media available to them. 

















Distributor Advertise? 


What, then, do these distributors 
consider suitable media for dis- 
tributors’ advertising? Catalogs, 
industrial exhibits, direct - mail, 
house organs and the distribution 
of mailing pieces prepared by 
manufacturers have all been used 
with more or less success. How 
some distributors are using them is 


described in the following para- 
graphs: 
Catalogs 
Every distributor of any size 


furnishes his customers and pros- 
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pects with a catalog, illustrating, 
describing and giving list-prices on 
the lines he carries in stock. Ex- 
pert cooperation on the part of the 
catalog builders has raised the 
quality level of these books to a 
high point and reduced the difficul- 
ties of compiling to a minimum. 

Unusual results from the dis- 
tribution of catalogs have been 
obtained by some distributors, not 
so much from the data contained 
in the books as from the means 
used to merchandise the contents, 
to MAKE the buyer look inside. 


The Frick-Reid Supply Corpora- 
tion announced its new Catalog 40 
with an attractive mailing piece in 
color, sent to all customers and 
prospects. Very briefly the mail- 
ing piece (see illustration) listed 
the lines covered and merchandised 
the value of the contents. It en- 
couraged the buyer to request (on 
an enclosed blank) extra copies for 
others in his company who he be- 
lieved should have a copy. 

When the R. C. Duncan Com- 
pany, Minneapolis, published its 
last catalog, “Russ” Duncan had 
copies distributed personally by 


his salesmen to principal cus- 
tomers. The salesmen were in- 
structed to go through the new 


catalog with buyers, to make sure 
that all knew what items were car- 
ried in stock and which lines Dun- 
can handled. (See 


next page) 





SALESMAN'S LIST 
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Left—On the reverse side of this card (folded over front 
cover) those who receive the original copy of a new 
Ryerson catalog are requested to submit names of others 


who should get the book. 


Inquiries for specific items 


are also solicited. Above—Each Strong, Carlisle and 
Hammond salesman has a bound list of every customer 
in his territory on this form. When a particular item 
is to be advertised, he checks the proper man’s name. 
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Printed on light-weight stock, 
these enclosures merchandise 
the services rendered by West- 
ern Iron Stores to industry. 


Joseph T. Ryerson and Son, In- 
corporated, used an unusual card- 
board binder for its new Catalog 30 
recently. Folded at the ends, as 
shown in the illustration, the 
binder consisted of two parts—one 
the announcement of the new book 
and the other a return postcard, on 
the reverse of which, space was 
provided for listing the names of 
others in the company who should 
get a copy and for enumerating 
tools on which immediate quota- 
tions were desired. Affixed to the 
front cover, it was difficult to miss 
the card. 

The Lewis Supply Company, 
Memphis, Tennessee, in announcing 
its latest catalog, used a full page 
in a local newspaper. T. W. Lewis, 
in discussing this advertising ex- 
plained that for a purpose such as 
this, he felt that wide publication 
of the news was beneficial. 

One distributor’s salesman never 
carries his own catalog into a 
buyer’s office. He always makes a 
point of taking his company’s cata- 
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log from the buyer’s file and ob- 
taining necessary information on 
the spot. If further data is needed, 
he always has his complete Kala- 
mazoo binder catalog in his car. 
He feels that by continually point- 
ing out information in the catalog 





which is always at hand, he helps 
to educate buyers to look first in 
his company’s book whether he, the 
salesman, is present or not. 

Several distributors make it a 
point to merchandise the con- 
tents of their catalogs in direct- 
mail. When specific products are 
mentioned, letters refer buyers to 
a particular page for more specific 
information. 

The above methods of mer- 
chandising distributors’ catalogs 
have been found effective by dis- 
tributors and salesmen who felt 
that their catalogs were valuable 
selling tools and that anything they 
could do to promote their extensive 
use was worthwhile. 


Industrial Exhibits 


Department stores, with their 
ever-present problem of getting 
people into their stores, were men- 
tioned above. These merchants 
realize that once a prospective cus- 
tomer is inside, they have an ex- 
cellent chance to sell him or her 
more than the articles they origi- 
nally intended to buy. 

Buyers for industrial plants do 
not make a practice of shopping 
around from supply house to supply 
house to see what is in stock. There 
is no doubt but what they would 
see many items needed in their 
plants if they did make such visits. 
How to get them there? 

The answer has been supplied by 
aggressive distributors—industrial 
exhibits or clinics. These shows, 


Four-page, 84x11, color mailing 
piece merchandising  Frick- 
Reid’s service. Inside spread 
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FRICK-REID Supply Corporation 
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many of which have been described 
in detail in recent issues of MILL 
SUPPLIES, are designed primarily 
to promote the sale of merchandise 
by getting the potential buyers into 
the distributor’s warehouse or an 
exhibit hall to see various items of 
industrial supplies and equipment 
displayed and demonstrated and in- 
cidentally to notice how many dif- 
ferent items are carried in the local 
stock. 

Almost without exception, these 
exhibits have worked out to the 
satisfaction of the sponsoring dis- 
tributor. The money they have 
spent has been returned to them 
many times over in increased busi- 
ness. 

In recent months, some manufac- 
turers have expressed the opinion 
that “this exhibit business” was 
being done to death and that it 


was beginning to cost them too 
much money. On the other hand, 
many others feel that the oppor- 
tunity which such shows gives them 
to demonstrate their products to 
potential buyers is worth many 
times the money it costs. 
Industrial exhibits are promo- 
tion devices of the best type, but, 
like all good promotion, they re- 
quire careful planning to insure 
success. Immediately following this 
article are detailed descriptions of 
two Indianapolis exhibits (In- 
dianapolis Belting and Supply Com- 
pany and W. J. Holliday and Com- 
pany) held late in March. A study 
of the invitations, door cards and 
other devices used to build at- 
tendance and of the plans of opera- 
tion will give any distributor a 
clear picture of the steps which 
must be taken to insure success. 





Red Star Wheelbarrows 





* Clemeswe® 
STAR 





scmsaw BLADE wate 


Wire 









Handling Equipment 


BULLDOG 
BRASS PIPE 











Eight page, 84x11, folder 
which consolidates the 
advertising of seventeen 
different manufacturers. 
Easy to file, this mailing 


piece supplements. the 
general catalog admir- 
ably. 


To Kuow the splendid merit of the Quality Group 


is to appreciate its economic value. 
‘A Source of Supply responsive to your needs adds 
materially to that value. 
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Direct Mail 


Every distributor and every 
salesman realizes that it is im- 
possible to discuss every line 
handled on each call or to touch 
on more than one or two of the 
many advantages to be had when 
all industrial supplies are  pur- 
chased from the distributor. Many 
realize the value of mailings 
directed to individuals in the plants 
of their customers to supplement 
their sales calls and to make them 
more effective. Few, however, have 
set up a workable system to do 
the job. 

Let’s first consider mailing lists 
—the heart of any direct mail 
campaign. The survey mentioned 
above brought out the fact that 78 
per cent of distributors maintained 
a mailing list of some character. It 
also revealed the fact that only 48 
per cent had lists which were 
classified by industries and prod- 
ucts used. (See next page) 
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Distributors who have studied 


the problem, have thrown the 
burden of accuracy of the list on 
their salesmen. They require peri- 
odical checks of each man’s territory 
or instantaneous reports on every 
change. Some methods used follow: 

The Strong, Carlisle and Ham- 
mond Company, Cleveland, main- 
tains an advertising list for each 
salesman (see illustration). Sheets 
as shown are bound in a loose-leaf 
cover. Every customer in the sales- 
man’s territory is listed. Under 
each firm name, the names of all 
men who influence purchases are 
noted. When a mailing on valves, 
for example, is planned, salesmen 
check the men in each plant to 
whom they wish the advertising 
sent. Constant checking in this 
manner keeps the list up-to-date 
and reduces waste by limiting mail- 
ings to those known to be inter- 
ested. The complete list is revised 
every six or eight months. E. EF. 
Stvan, manager, supply depart- 
ment, reports that checking takes 
each man but ten or fifteen 
minutes. 

Somers, Fitler and Todd Com- 
pany, Pittsburgh, uses an almost 
identical system. A one year’s 
supply of lists (two mailings per 
month) was mimeographed at a 
cost of about fifty dollars. Before 
each mailing, salesmen are required 
to check names of those who should 
receive it. 


S evera distributors furnish 
their salesmen with report cards, 
which are to be filled out when 
changes occur in any plant. Check- 
ing of these cards and corrections 
of the mailing list is then carried 
out in the office. As mentioned 
above, 48 per cent of the distribu- 
tors replying to our recent survey 
have mailing lists broken gown by 
industries or types of individuals 
to be contacted. 

The Ross-Willoughby Company, 
Columbus, Ohio, breaks its list 
(1,500 names) into several types of 
industries with a special classifica- 
tion for those plants which operate 
power plants. 

The William H. Taylor Company, 
Allentown, Pennsylvania, is now 
engaged in putting on stencils sepa- 
rate lists of purchasing agents, 
superintendents, engineers and 
other buying officials. 


The value of such breakdowns is 
obvious. First, it reduces waste by 
limiting mailings to those who are 
interested in the particular item or 
service advertised. Second, it in- 


creases the respect with which 
potential buyers receive the ad- 
vertising. 


In preparing direct mail litera- 
ture the distributor has the choice 
of two general subjects: (1) the 
services he has to offer the buyer, 
and (2) the products he wishes to 
push. 

In preparing mailings in the first 
category, the distributor has a 
tremendous amount of material on 
which to draw. As an example, 
look over the eight page insert 
prepared by the Industrial Supply 
Research Bureau in the April issue 
of MILL SUPPLIES. It contains 
many sound arguments for supply 
house distribution. Examine the 
copy used by the Smith-Courtney 





Company in a notebook issued an- 
nually (see MILL SUPPLIES for 
February). 

Frick-Reid Supply Corporation, 
Pittsburgh, has used a four-page, 
84 by 11, mailing piece to carry 
the story of services rendered (see 
illustration). The inside two pages 
carry advertising of two of this 
company’s principal lines. 

The Western Iron Stores Com- 
pany has used effectively a series of 
small, single-sheet enclosures, de- 
signed for distribution with corre- 
spondence (see illustration). Note 
the simplicity of the copy used. 

A postal-card campaign (two ex- 
amples illustrated) stresses the 
services offered to customers by the 
Ellfeldt Hardware and Machinists 
Supply Company, Kansas City, Mis- 
souri. A similar campaign is 
now in process at the Hartford 
branch of Hunter and Havens. 

The Ross-Willoughby Company, 














Getting Industrial Supplies 


FROM MANUFACTURERS TO USERS IN THE 
MOST ECONOMICAL WAY— 


THAT'S OUR JOB— 


“Our stockrooma are the local warehouse for 

several bundred well known manafacturers. Our 

stock is selected to meet the daily needs of your 
lant and other local industries. Our salesmen 
now your needs and can help you 


B, etc. 


fiur Wlusteated Catalog On Your Desh 


is the ‘display room’ for our entire stock. Our 
telephone gives you the immediate service that is 


plant in minutes—or « few hours at the most 
“How else could you secure such supply service— 
day im and day out-—but from your industrial 
distributor.” 
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A regularly-mailed four 
page folder used by 
Trimble and Lutz to mer- 
chandise its services and 
individual lines. Color is 
used throughout _ this 
letter-size mailing piece. 
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Penny post-cards used by 
Ellfeldt Hardware and 
Machinists Supply Com- 
pany to merchandise its 
services to industrial buy- 
These are produced 
in black and red. 
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Columbus, Ohio, has used mimeo- 
graphed mailings to good effect to 
get the “service” story over. The 
H. Channon Company, Chicago, re- 
cently mailed out an attractive 
four-page folder, entitled “Why 
The Supply House” (see March 
issue). 

Several distributors are using 
blotters to tell the same sort of 
story on the principle that they 
will be used over a long period. 

When it comes to advertising 
particular products, the distributor 
has three choices. He can use ma- 
terial sent him by manufacturers, 
he can prepare his own mailing 
pieces, including several items or 
he can use a combination of the 
two. 

A full discussion of the use of 
manufacturers’ mailing pieces will 
be found in an article to appear 
in the June issue. 


The eight-page broadside re- 
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“D> i” Says... 


Humn is edited by our Sales Manager, D. M. 
remarks on timely 








cently distributed by Frick-Reid 
Supply Corporation (see illustra- 
tion) is a good example of the 
effective use of several advertise- 
ments in one mailing piece. 

Some distributors accompany all 
such mailings with an individual 
letter, others feel this to be un- 
necessary. The inclusion of a re- 
turn postcard, however, is con- 
sidered essential by most if results 
are to be checked with any degree 
of accuracy. 


House Organs 


Several distributors have found 
house organs, individual magazines, 
to be of great value in building 
goodwill. While somewhat costly, 
this form of promotion un- 
doubtedly gets the company’s name 
over, offers ample space for an 
effective presentation of services 


offered and carries the advertising 
of many lines. 
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Thirty-two page house 
organs of Interstate 
Machinery and Globe 
Machinery. Editorial 











material is mixed with 
advertising throughout. 
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Outstanding examples are the 
magazines of the Globe Machinery 
and Supply Company, Des Moines, 
Iowa, and the Interstate Machinery 
and Supply Company, Omaha, 
Nebraska, _ illustrated herewith. 
Both are 32-page books, six-inches 
by nine-inches. 


Cost 


Obviously, the industrial supply 
distributor is unable to indulge in 
extensive promotion campaigns on 
the margin of profit allowed him 
by manufacturers, nor is it to his 
interest to encourage too much of 
an increase in this “spread” for 
this would force him out-of-line on 
price. 

W. C. Hunter, president, Ross- 
Willoughby Company, in discussing 
explains that his company 
formerly budgeted one-half of one 
per cent of gross sales for promo- 
tion but that this amount has been 
doubled for 1936. 

Several other 
now operating on a_ budget 
close to this figure. 

With small appropriations it is 
necessary to achieve maximum re- 
sults with each bit of promotion 
used. For this reason, great care 
must be taken in preparing copy 
and selecting lists. 

Another major item.of expense 
is postage, of course. Third-class 
mail and postcards have been found 
very effective by many. Their use 
in place of first-class letters enables 
the distributor to greatly increase 
the number of mailings and _ still 
stay within his budget. 


cost, 


distributors are 
very 


Results 


By supplementing the work of 
his salesmen with regular, inexpen- 
sive mailings to selected lists, the 
industrial distributor can increase 
the effectiveness of his selling 
organization and do so at minimum 
cost. 

Advertising pays! We have only 
to look back to the successful de- 
partment stores, grocery chains or 
manufacturers mentioned at the 
beginning of this article. They 
“tell them everything” and “they 
tell them often.” The executives 
of these companies are not spend- 
thrifts. They realize that only so 
much can be done by a sales force. 
Any selling organization needs the 
support that only consistent, in- 
telligent promotion can give. 
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Questions 


On SALES CONTROL 


Answered 


Salesmen and sales-minded ex- 
ecutives will find much useful 
information in this comprehen- 
sive survey of sales manage- 
ment methods in use by distrib- 
utors in all parts of the country. 


By 
EDWARD Jj. McOSKER 
Western Editor 


HE distributor in Colorado or 
Texas, or any other part of 
the country where distances are 
great and calls few and far be- 
tween, faces a much different set 
of selling conditions from those 
faced by his brother in business 
in the crowded industrial region of 
a Chicago or a Pittsburgh, where 
customers and prospects’ are 
separated by only a few doors. 
The distributor in Cincinnati, a 
great metal working area, finds a 
much more important market for 
metal cutting tools than does the 
house in Memphis, which, in turn, 
has a greater potential for wood- 
cutting saws than the house in the 
Queen City. Even among distribu- 
tors within the same city there are 
radical differences in sales manage- 
ment interests and objectives due 
to variations in the size of the 


pi ie a 





houses, their set-ups, or their sales 
programs. 

Sound sales management is ex- 
tremely important among progres- 
sive industrial supply houses today, 
so important that major atten- 
tion will be given it at the Triple 
Mill Supply Convention in Atlantic 
City this month. 

Personal contacts with distribu- 
tors throughout the country by 
representatives of MILL SUP- 
PLIES and surveys conducted by 
this magazine show a very strong 
trend toward the concentration of 
sales activities on lines with good 
potentials, adequate profit margins, 
and carrying sufficient advertising 
and sales support from the manu- 
facturers. With this is found 
direction of effort toward accounts 
which offer good sales potentials. 

“What, where and how to sell” 
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This sales report segregates re- 
ports of calls and notations as 
to prospective business. It 
provides an easy way for a 
salesman to record his itiner- 
ary for the home office. 


is the livest subject on the distribu- 
tor’s program today. With it goes 
proper development of sales direc- 
tion and control, education of sales- 
men, sales promotion and record 
keeping. And, may it be said here, 
the time and expense involved in 
the maintenance of an elaborate 
system of records can be justified 
only by the proper use of these 
records and by definite evidence 
that they are bringing justifiable 
results in the way of sales and 
profits. 

The results of this sales man- 
agement survey constitute a well 
worthwhile clearing house of ideas. 
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Each distributor will have to be 
the judge of whether methods de- 
scribed by cooperating houses are 
suitable for his own business. 


How Many Leaders? 


The average number of leading 
lines handled by each distributor 


is sixteen. While the smallest 
number reported is 2 and the 
largest is 60, the bulk of the 


answers run from 15 to 25. 

One distributor makes the com- 
ment that “their leadership is 
established by the demand for such 






















lines existing in the territory 
covered.” 
“CONFIDENTIAL INFORMATION SHEET” 





CUSTOMER'S NAME we 


Below: Easy to fill out 
with provision for in- 
formation on competitive 
sources of supply. Bot- 
tom of page: A good 
check on the presenta- 
tion of leading lines and 
reasons why accounts are 
not buying. 
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Sales Aids on Leaders 


About 55 per cent of the manu- 
facturers whose lines are sold as 
“leaders” are providing the dis- 
tributor with the information he 
needs to sell their lines properly. 

A considerable number of dis- 
tributors report that all of their 
leading line manufacturers are 
providing them with helpful sales 
information. At the same time, a 
1esser, but considerable number re- 
port they are not receiving any 
help of this kind from their manu- 
facturers. Some report 90 per 
cent, others 75 per cent, still others 
10 per cent of their manufacturers 
cooperating, and so on. 


The range in percentages from 
0 to 100, however, with a good 
many distributors in each bracket, 
suggests that it might pay some 
manufacturers to check up to see if 
they are providing the helpful in- 
formation they have available on 
their lines to all distributors who 
are pushing these lines. Distribu- 
tors who are not receiving adequate 
help might also make sure they are 
obtaining the information that 
may be available. A distributor 
who reports 100 per cent coopera- 
tion adds the comment: “if you 
request it.” (Turn to next page) 


At the left: A report effec- 
tive for office checking on 
individual lines discussed, 
competitive sources of sup- 
ply, and new prospects con- 
tacted. Below: There is 
space for information and 
instructions; it is easy to re- 
cord individual seen and to 
cover all aspects of the call. 
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Training That Sells Leaders 


An analysis of the replies to 
“What methods are most effective 
in educating salesmen to sell lead- 
ers?” brought out these facts: 
88° report they employ calls with 
manufacturers’ men; 85% _ report 
they hold sales meetings; 17% use 
written examinations; send 
their men to the manufacturers’ 

employ other 


5% 


plants; and 7% 
methods, including home study of 
all available literature and circular 
letters. 

Many distributors employ two or 
more of these methods. A high 


percentage uses combinations of 








sales meetings and calls with manu- 








ing, at which manufacturers’ men 


facturers’ men, while some dis- often speak. 
tributors employ both of these “We conduct a_ school nearly 
methods plus written examina- every Friday evening during al] 
tions. 

One house pushes 2 of its 24 
leading lines each month, and the 
drive on each pair of lines is al- It is easy to compare the 


ways preceded with a sales meet- 




















































monthly sales to an account 
with those in the corresponding 
month of preceding years. 
Sales for the last six months 
of each year are recorded on 
the reverse. 
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This customer’s record (at top) 
shows monthly purchases by 
lines. The same distributor 
uses a duplicated form (center) 
for reports of surveys on his 
principal lines. Another dis- in two ways by distributors. Some 
tributor records sales (at bot- answered it by explaining how they 


ates. Gear anos questions, and they must write in check to insure that each leading 
by symbols. the answers. The papers are line is being presented to every 
graded later and returned to the prospect by the salesmen. Others 
individual.” told how they made every effort to 
One distributor whose men work be sure each leading line came to 
months of the year except June, with manufacturers’ representa- the attention of all prospective 
July and August,” says one lead- tives “‘constantly” and who holds purchasers through sales promo- 
ing central western distributor. an annual sales meeting the first tion efforts, as well as calls by 
“At these schools we have discus- week of June each year remarks: salesmen. 
sions and examinations on our “At our annual sales conference, The analysis will be based on 
leading and important lines. On manufacturers we represent give both interpretations. Many dis- 
some of these lines we use as many our organization the same program tributors are using sales promotion 
as four consecutive nights for they use in their own sales con- letters, cards, circulars, and so 
study and examination. We gen- ference.” forth—etfectively in bringing lead- 
erally make up a list, with the help ing lines before all prospective 
of our source of supply, of 25 buyers, preparing the way for 
questions, with answers, and an To Insure Intensive Selling salesmen’s calls, or following them 
entire evening may be used in dis- up. No attempt will be made to 
cussing the questions and answers The question, “What method do tabulate percentage on that point. 
in one lesson. On the following you use to insure that each lead- The results of the analysis, other- 
Friday evening, our men are given ing line is being presented to wise, are: 31% of the distributors 
a set of papers, containing only the every prospect?” was interpreted push certain leading lines during 
MIL'. SUPPLIES ® MAY 1936 35 





REPORT OF SALES FOR MONTH OF Saw 
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SALESMAN'S DAILY CALL REPORT 
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specific periods; 27% use personal 
check-ups of salesmen to determine 
whether they are presenting lead- 
ing lines to all prospects; 20% 
rely on salesmen’s written reports 
for this information; 18% check 
records of individual accounts to 
be sure they are being sold all pos- 
sible leading lines; 13% offer 
bonuses or stage sales contents; 
11% conduct surveys of accounts; 
and 80% depend on various kinds 
of records kept of progress on in- 
dividuals lines. 

Some distributors use more than 
one method. A leading Ohio dis- 
tributor goes into considerable in- 


teresting detail to explain his 
method. He states: 
“In from six to eight months 


each year, we put forth a special 
effort on our leading and more 
important lines, one month per 
line. We set up a quota for each 
man and give extra remuneration 
for sales in excess of the quota. 
We generally obtain the special as- 
sistance of the factory representa- 
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tive during the time the line is 
being pushed. Direct mail adver- 
tising is sent out to our customers 
on the line that is being pushed 
for the month. 


Feed of Cattle « doled Nace 


salesman’s report. 








TERRITORY 


















This distributor uses three forms: At the left is the 
On the monthly record (above) 
the small figures, over the sales figures, show the num- 
The monthly itemized record of sales 
on leading lines (upper left) separates sales from 
stock (“A”) and buy-outs on mill shipments (“B”) 
shows the profitable lines, and gives gross and net 
totals for the month and year to date. 


One Missouri distributor has an 
unusual set-up. Judge for your- 
self : 

“We do not handle any major 
lines unless the manufacturer is 





Below: Ordinary sales 
report. Right: For 
more detailed reports. 
A third form (not 
shown) is used for 
mailing list data on 
new accounts. 


Gentlemen: 
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willing to keep a sales representa- 
tive in constant contact with our 
men. We also arrange to have the 
manufacturer treat our representa- 
tives on the same basis as he does 
the members of his own organiza- 
tion, so far as sales literature, 
bulletins, price books, and so forth, 
are concerned. 

“The manufacturers accordingly 
send our men everything they send 
their own sales representative that 
applies to consumer sales. At our 
annual sales conference, we sched- 
ule only ‘factory development and 
design engineers’ — headquarters 
product men, not manufacturers’ 
field salesmen. 


How Many Calls A Day? 


The average industrial supply 
salesman makes 10.7 calls a day, 
judging by the reports submitted 
by houses in all sections of the 
country. However, the number of 
calls submitted as “average” 
ranged from 3 to as many as 20. 

It is impossible to strike an 
“average” that will apply to all 
types of houses and to houses in 
various sections. Salesmen in the 


Rocky Mountain district or many 
parts of the south, for instance, 
cannot be expetted to make as 
many calls as salesmen in the New 
York, Cleveland or New England 
areas. 

Then there is the difference in 
the amount of time required for 
calls on various accounts, where 
many people must be contacted, or 
where considerable time must be 
spent with individuals. Yet one of 
these calls might produce far more 
business than that obtained from 
10 other and shorter calls. It is 
the sales potential that determines 
the amount of time that can be 
profitably spent in making any call 
as well as frequency of calls on a 
customer. 

Finally, consideration must be 
given to the set-up of the house 
and the nature of its men’s sales 
efforts. A house with a very limited 
number of specialty lines would 
logically be expected to make fewer 
calls than a house with a very 


broad line. At the same time, 
salesmen for a_ general house, 
making a _ concerted effort on 


certain items, might take longer 
for a call than he would on a 
routine visit. 
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The use of this salmon 
colored card as a call re- 
port (above) and as a 
follow-up (left) is de- 
scribed in this article. 
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One Illinois distributor says: “It 
is poor policy to require an 
‘average’ number of calls per day 
from salesmen. There is danger 
of men not spending enough time 
with certain customers, and thus 
neglecting them.” 

Most houses which have both 
“city” and “country” salesmen 
look for a different number of calls 
from these two groups. One house, 
for instance, expects 18 calls per 
day for city men, and 12 calls per 
day for country men. 

A small house in a Nebraska city 
expects eight calls from its city 
men and six from its country men. 

A Virginia house, with 2,500 ac- 
tive accounts on its books, expects 
only 6 calls a day from its men. 


How Long Between Calls 


Analysis of the answers to this 
question produces the following 
very interesting results: 1.54% of 
all accounts are contacted daily; 
7.4% are contacted twice a week; 
33.21% are contacted weekly; 
25.36% are contacted every two 


weeks; 22.38% are _ contacted 
monthly, and 10.05% less fre- 
quently. 

The frequency with which ac- 


counts are contacted is governed 
by the importance of the account, 
the nature of the territory covered 
by a supply house, and the number 
of plants it serves. Note, however, 
that 67.5% of all accounts are 
contacted at least every two weeks 
and that practically 90% are con- 
tacted once a month. 

One Indiana house (2,000 ac- 
counts) contacts 50% of its local 
accounts weekly, the remainder 
every two weeks, and country ac- 
counts every two to three weeks. 
This frequency is typical. 

Distributor with 2,000 accounts 
remarks: “Each territorial sales- 
man makes up his own call list and 
frequency schedule. These vary 
with the season and each cus- 
tomer’s operating schedule, as well 
as our salesman’s judgment.” 

Says another from the Rocky 
Mountain’ district (1,000  ac- 
counts): “We schedule our sales- 
men and route them, according to 
the importance of the account, as 
to the number of calls made per 
week or month. In some 
(Continued on page 114) 


day, 
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Good Promotion 
Put This Exhibit Over 


Indianapolis Belting and Supply Company uses five piece promo- 
tion plan and unusual prize-card for “Get Acquainted Days” 


PEN “Get Ac- 
quainted Days” were observed 
by the Indianapolis Belting and 
Supply Company with a notably 
successful industrial exhibit and 
special showing of the Dodge 
“Power Round-up” in its building 
at 30-36 South Capitol Avenue, In- 
dianapolis, Friday and Saturday, 
March 27 and 28, from 10 o’clock 
in the morning until 10 at night. 
A check of the signed attendance 
cards for prize drawings showed 


house and 








that a total of approximately 1,450 
interested visitors attended the 
affair. Officials have traced some 
fifty orders for various items ac- 
tually placed during the show. The 
company also has well over 200 new 
prospects for one or more items as 
a result of the show—a total of 


about 500 individual! item pros- 


pects which it has on record for 
follow-up. 

This “Get Acquainted” aspect of 
evident im- 


the occasion was 
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Two letters, cards (left) dis- 
tributed by salesmen, and a 
post-card follow-up insured 
a good attendance. The 
“prize” card (lower right) 
was punched at each booth. 


On it visitors noted the 
numbers of the catalogs they 
wished. 


mediately upon entrance into the 
building, for a committee was on 
hand at the door to welcome 
visitors and start them on their 
tour of the building and exhibits. 
After seeing the displays in the 
first floor display room, the visitor, 
on the way to the third floor ex- 
hibit space, passed through various 
departments and stock rooms. 
Guide signs and descriptive mark- 
ers supplemented the explanations 
of salesmen and others who told 























visitors about the well-arranged de- 
partments. On the second floor 
was arranged a counter at which 
luncheon was served gratis to the 
guests of the occasion. 

Thirty-one manufacturers’ ex- 
hibited their wares with moving 
displays or displays compelling at- 
tention through other means. One 
or more manufacturers’ men were 
on the job in every booth. Dark 
green curtains formed a_ back- 
ground for the booths, providing a 
pleasing atmosphere. 

The Dodge “Power Round-up,” 
in a separate room on the third 
floor, was presented Friday evening 
before 92 interested people. 

Throughout Saturday this ex- 
hibit was well filled with visitors. 


One of the most effective ideas 
of this “I.B.S.” show was the “Ex- 
hibitors ‘Get Acquainted Days’ 
Prize Card.” To be eligible for the 
attendance prize offered by the In- 
dianapolis Belting and Supply 
Company, visitors were asked to fill 
in their names and companies. 

On the other side were listed the 
names of the various manufac- 
turers exhibiting at the show, each 
of whom offered a special prize. 
These prizes were displayed in a 
show-case just inside the main 
entrance to the store. To win one 
of these manufacturer’s prizes, the 
visitor had to have the card 
punched at that manufacturer’s 
booth. Space was provided op- 

(Continued on page 92) 














1. Fred V. Hallam, Clipper Belt Lacer 
Company; E. W. Sanders, The Good- 
year Tire and Rubber Company. 2. 
Representative Christopher of the 
Johnson Bronze Company. 3. 

Fries (left), The United States Elec- 
trical Tool Company. 4. Luke J. 
Snyder, The Lunkenheimer Company, 
punching a visitor’s card. 5. Joseph 
J. Sweeney, Botfield Refractories 
Company; Everett W. Rapp of I. B. & 
S.; Bill Wagner, Belmont Packing and 
Rubber Company. 6. S. C. Frearson, 
Link-Belt Company; C. B. Steffey, 
Ames-Baldwin-Wyoming Shovel Com- 
pany. 7. George C. Miller, Jr., Dodge 
Manufacturing Corporation, presents 
the Dodge “Power Rourd-Up.” 8. All 
I. B. & S. Company people. Front row: 
Roy L. Bailey, A. W. Claffey, G. M. 
Bockstahler, W. K. Smith. Back row: 
J. C. Mitchell, R. F. Hodgdon, H. B. 
Ketcham, J. O. Sadler, E. W. Rapp, 
R. J. Branham, J. J. Woods, P. S. 
Hildebrand, E. W. Best. 9. Louis M. 
Pecsok, “The Osborn Man”; R. B. 
Rader, Keystone Lubricating Com- 
pany. 10. Frank F. Seaman (rear), 
Robbins and Myers, Incorporated. 
11. F. L. Rasch, National Twist Drill 
and Tool Company, and two visitors. 
12. M. R. Clark, Abrasive Company; 
J. J. Woods of I. B. & S. 





DRATION 
— 


ORE than 4,000 people 

visited W. J. Holliday and 
Company, Indianapolis, March 27- 
28, to view the double-barreled at- 
traction provided by Holliday’s 
Eightieth Anniversary Industrial 
Exhibit and the formal opening of 
the new cold-finish mill of the 
Monarch Steel Corporation, a 
Holliday subsidiary. 

At the Holliday-Monarch plant, 
545 West McCarty Street, the 
visitors enjoyed the exhibits of 45 
manufacturers. Then, conducted 
in parties by experts, they ex- 
amined the large, well-kept Holli- 
day steel warehouse, and at the 
Monarch cold finish mill saw steel 
bars drawn, turned and ground. 

Color was used effectively to 
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make a lasting impression. From 
the flower-banked reception room 
there was a well-planned decora- 
tive scheme set-up by the company 
itself, good lighting effects and 
colorful combinations supplied by 
the exhibitors. 

The exhibition space—a room on 
the third floor—had a blue curtain 
background for the booths, crepe 
around the posts and lamps and a 
color scheme of blue, gold and silver. 
The booth lighting was aided by a 
spot light provided by Holliday. 

A prize of $25 for the manufac- 
turer with the most interesting 
and attractive display was awarded 
to the American Rolling Mill Com- 
pany. Three local purchasing 


(Continued on page 210) 















































1. At the left, without hats, W. H. Cropper, Black and 
Decker; F. J. Miller, Carborundum. 2. E. G. Groves 
Stockham Pipe and Fittings Company; W. R. Vosper, 
Toledo Pipe Threading Machine Company; a visitor; 
R. W. Warnke, also of Toledo. 3. Bert L. Webb, L. S. 
Starrett Company; P. E. Crothers, Safety Belt Lacer 
Company. 4. Phil Aspery, Manufacturers Brush Com- 
pany; next (in group) Howard Roelofs, Hazard Wire 
Rope Company; George L. Stalker of Holliday, and 
Frank O’Brien of Hazard; (at right) F. Hemphill, 
Reading-Pratt and Cady Company. 5. James A. 
Ridgely of Holliday (without a hat). 6. W. J. Hamer- 
stadt (left) and Paul Peeg. (right) of Rockwood 
Manufacturing Company. 7. A. Wilcox and A. C. 
Kingston, Jr., Boston Woven , 63 and Rubber Com- 
pany. 8. J. R. Hopkins (left) and Floyd Hance (greet- 
ing visitor), Chicago Belting Company. 9. The Holli- 
day shop crew. 10. F. A. Dewey (facing camera), Yale 
and Towne Manufacturing Company. 11. R. 

Schmitt, E. C. Atkins and Company. 12. R. C. Bender, 
Hollup Corporation; George Davis, Steel Sales Cor- 
poration; O. L. Howland, Hollup Corporation. 


PARTY 
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Holliday’s 80th Anniversary Industrial Exhibit 
and 
Monarch Steel Co.'s Cold Finish Mill Opening 
March 27-28, 1936 
9:00 A. M. to 9:00 P: M. 
543 W. McCarty Se. Indianapolis, 
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The third page of the in- 
vitation (above) listed 
exhibiting manufacturers. 
Admission cards were 
sent with the invitations. 
—— printed in two 
, colors were enclosed with 
and opening of all mail and distributed 
by the salesmen. 


‘a SAAnGM yaae and we want you to come. 
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8 9 10 111213 4 Holliday’s 80th Anniversary Industrial Exhibit 
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Heaviest and strongest 
conveyor belt ever 
built, a 63,000-lb., 54- 
in. stepped-ply con- 
struction of 42-o0z. duck 
with 14 plies at the 
center and 16 at the 
sides plus two breaker 
strips. Top cover is 
% in. thick, bottom 
cover yx in., making 
total thickness 1} in. 
The belt was vulcan- 
ized together on the 
700-ft. center-to-center 
conveyor, which lifts 
200 long tons of stone 
an hour 147 ft. Lumps 
weigh as much as 100 
lb. apiece. Hewitt and 
Robins 


A coal conveyor, show- 
ing troughed belt and 
one of the types of 


metal splices. Good- 
year 
Conveyors collecting 


and disposing of muck 
from excavators for 
the mammoth Grand 
Coulee Dam on the 
Columbia River, Wash. 
A large-scale applica- 
tion. Jeffrey 


Left—Series of con- 
veyors handling ce- 
ment on a large mid- 
western construction 
project. Goodrich belt 
on Barber-Greene con- 
veyors. Right—Sand, 
gravel and cement are 
carried up an 18-deg. 
incline at 300 f.p.m. on 
this 224-ft. conveyor. 
Belt is 30 in. wide and 
is carried on roller- 
bearing _ rollers. A 
gravity takeup main- 
tains belt tension. Ca- 
pacity 240 tons per 
hour. Stephens-Adam- 
son equipment at Am- 
erican Builders Supply 
Co., Louisville, Ky. 
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SUALLY, the distributor first 
hears about a new conveyor 
installation when its belts require 
replacement. What causes them 
to fail and what recommendations 
should be made in replacement? 
How do you figure belt capacity, 
number of plies, belt width, 
capacity, and so on? It is the 
intention of this article to answer 
all these questions and to give the 
general information necessary for 
the required understanding of con- 
veyor belts and conveyor systems. 
Most conveyor belts are cotton 
duck, 28 to 42 oz., in widths of 12 
to 48 in., and covered and impreg- 
nated with rubber. The duck is 
laid in layers, called “plies,” one 
on top of the other, with a strip 
of “breaker fabric” folded over 
the edges to strengthen the belt 
there and give closer bond between 
plies and covering. Belts subjected 
to particularly abrasive materials 
often have the breaker fabric run- 
ning entirely across the belt over 
the plies, and heavy-duty belts may 
have a ply or two extra along the 
outside edges. This gives greater 
tensile strength while permitting 
a thicker cover in the center. Such 
additional plies normally are 
“stepped” in width toward the 
center. 
Selection of the proper conveyor 
belt for a given new job is a com- 
plex engineering procedure that 
should normally be submitted to 
the engineering staff of the belt 
supplier. But replacement belts 
can usually be supplied easily. If 
the belt has given satisfactory 
service, the order will be for “some 
more of the same,’ involving no 
difficulties, but if the belt has 
failed in some particular respect, 
a different grade should be sup- 
plied. Often the old belt itself will 
give the clue. If it stretched ex- 
cessively, recommend more plies 
for the new belt. If the top or 
bottom cover, or both, wore out, 
while the fabric carcass stayed in- 
tact, better-quality or thicker 
covers are needed. If plies are 
separated, a higher-quality fric- 
tion is needed. Consider, in sug- 
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BELTS 


Tips for the Distributor Supplying Replacements 


gesting the replacement belt, the 
nature of the material carried, the 
feed, belt alignment, tension, 
whether or not a tripper is to be 
used, exposure to the elements, 
condition of idlers, and care in 
lubrication. Any one can cause 
trouble. 

Now to select a belt: First con- 
sider width. For fine material, 
width is governed by _ required 
capacity, but for lump material, 
the belt must be wide enough so 
that the chute will not clog. Table 
I indicates normal belt widths. 


Table I—Normal Belt Widths 





Width of Belt, 
In. 


12 18 24 30 36 42 48 





Uniform _ sized 

material,in... 1} 3 4} 7 9 i 44 
Maximum size 
unsized pleces, 
in.. th areca 1 8 14 18 20 24 





Speed should normally be the 
slowest that will carry the load, 
thus keeping the belt full and re- 
ducing breakage of material and 
belt wear. Belts to 16 in. wide 
should not ordinarily travel above 
300 f.p.m., 24 in. wide up to 450, 
and over 36 in. wide not over 600 
f.p.m. Wear on a belt is not so 
much a function of the speed at 
which it travels, but of the num- 
ber of times it passes under the 
loading chute and over the idlers, 
for loading is harder on it than 
the load. 

The number of plies is a factor 
of the tension in the belt, or of the 
tendency to crease between pulleys. 
One manufacturer’s recommenda- 
tions are indicated in Column A 
of Table 2. This indicates good 
practice except when very light 
materials are carried. Number of 
plies may run as low as three in a 
food-material conveyor belt, or as 
high as 13 for a belt to take very 
heavy tension. 

In Table 2, Column B refers to 
the number of ounces per yard of 
cotton duck 42 in. wide. Except 
for extreme tension or very heavy 
materials, 28-0z. duck is good prac- 
tice on belts up to 30 in. wide, 32- 


oz. in wider belts. On extremely 


wide belts carrying rock and ore, 
36-0z. duck may be advisable, and 
42-0z. for extremely high tensions. 
The capacity of a conveyor is 
proportional to its speed, the for- 
mula being Capacity - P< M>X<S, 
6,000 
where W is the belt width in 
inches, M the weight of the ma- 
terial conveyed in lb. per cu.ft., 
and S conveyor speed in f.p.m. 
Column C of Table 2 is based on 
a troughed belt loaded 80° of its 
width, with coal weighing 50 lb. 
per cu.ft. or stone weighing 100 lb. 
per cu.ft. Material weights, in lb. 
per cu.ft., are: heavy ore 150, 
average ore 125, crushed stone 100, 
wet sand and gravel 100, dry sand 
and gravel 90, cement 90, cement 
clinker 95, dry earth 70, clay 63, 
crushed coal 50, damp ashes 43, 
salt 45, granulated slag 53, wet 
earth 90, coke 30, wood chips 20, 
damp wood pulp 30, water 62, 
wheat 48, shelled corn 45, barley 
38, flour 56, oats 26, rye 45. If the 
belt cannot be run full, a cor- 
responding amount of width must 
be allowed in figuring delivery. 
Horsepower required to drive a 
belt is the sum of the power re- 
quired to overcome bearing fric- 
tion (multiply values in Column F 
by the length of conveyor in feet 
center-to-center) and that required 
to lift the load (multiply values in 
Column F by the number of feet 
difference in elevation between 
head and tail pulleys, and add 5 ft. 
for each tripper). Considering 
X as the power required to move 
the empty belt, Y the additional re- 


A positive, self- 
aligning idler for 
troughed convey- 
or belts — the 
whole support 
swings on a cen- 
tral pivot. Link- 
Belt 
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quired to move the load horizon- 
tally, and Z that to elevate the 
load, for a horizontal conveyor the 
power required is equal to X -+- Y. 
To lift material it is X +- Y ++ Z, 


and to lower material it is 

X + Y —Z. X can be determined 

from X GX FxX<SX< L,Y from 
~ 33,000 

4 LXFX<C, and Z from 
1,000 


Hx C 

1,000, where G is the weight of 
idlers and belt per ft. of conveyor, 
F is 0.04 for roller or ball-bearing 
idlers and 0.06 for plain greased 
idlers, S is conveyor speed in 
f.p.m., L length of conveyor in ft. 
center-to-center of head and tail 
pulleys, C is capacity in tons per 
hr., and H difference in elevation 
between points of loading and dis- 
charging (add 5 ft. per tripper in 
lifting, subtract 5 ft. per tripper 
in lowering loads). 

Maximum working tension is 
based on a unit tension of 25 Ib. 
per in. of width per ply for 28-oz. 
duck, 274 lb. for 32-0z. duck and 
30 Ib. for 36-0z. duck. Maximum 
horsepower of belt, Column G, is 
based on the horsepower the belt 
is capable of handling without ex- 
cessive stretch. 

Here is an example to indicate 
methods of using Table 2: Assume 
we are to carry 160 tons per hr. 
of crushed coal (maximum size is 
6 in.), a distance of 400 ft. to an 
elevation of 75 ft. Minimum 
width (from Table 1) is 24 in. 
Column D, Table 2, shows a 24-in. 
belt will carry 48 tons per hr. at 
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100 f.p.m., but we decide to 
operate this belt at 400 f.p.m., per- 
missible for this belt width. This 
makes capacity 4 * 48 or 192 tons 
per hr., a reasonable margin over 
the required 160 tons. Assuming 
plain bearings, the horsepower re- 
quired is 0.0083 (Column FE) X 400 
(center-to-center distance in ft.) 
equals 3.32 friction hp. at 100 
f.p.m. Add to this 0.048 (Column 
F) X 75 (ft. of vertical lift) 
equals 3.6 hp. at 100 f.p.m. required 
to lift the load. 3.32 + 3.6 — 6.92. 
Now enter Column G, finding the 
next higher figure, which is 7.6, 
the figure for a tandem drive 5-ply 
belt with bare pulleys. 

Top covers for fine light ma- 
terials are normally 1/32 in., but 
if materials are abrasive increase 
this to 1/16 in. Abrasive lump 
material increases this to 4 in. and 
to 3/16 or 4 in. for abrasive ore 
or coke. Package-handling belts 
for indoor use away from mois- 
ture are commonly made without 
a cover, the fabric surface being 
well adapted to permit sliding off 
packages at deflectors. Extremely 
heavy lump materials require in- 
sertion of a breaker fabric con- 
sisting of a cord network in the 
cover, to prevent cuts and gouges 
from tearing the rubber loose from 
the carcass. 

The cover thickness should also 
be poporticnally greater on short 
belts because they are loaded 
oftener, and most of the wear 
takes place at the loading points. 
Paradoxically though, heavy top 
covers are money wasted where the 
belt must withstand particularly 
abusive conditions. If operating 
conditions are ideal, the extra- 
heavy cover will pay its way, but 
if the belt is treated “any old 
way,” it will usually have to be 
scrapped about the time the normal 
cover is wearing through. 

Normally, back covers need not 
be more than 1/32 in. thick, enough 
to cover the fabric, seal against 
moisture, and insure good pulley 
grip. If there is a likelihood of 
injuries or excessive wear on the 
pulley side which will permit the 
entrance of moisture, this thick- 
ness can be increased to 1/16 in. 
Don’t advise purchasers to order 
greater back thicknesses with the 
idea of reversing the belt when the 
top cover wears, because under 
fairly heavy tensions, there is a 
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tendency for a thick back cover to 
creep and blister due to the action 
of the driving pulley. 

When hot fine material is 
handled, don’t suggest a_ thick 
cover—1/16 or 3/32 in. is enough, 
for the thinner rubber has less 
tendency to crack off when it 
hardens. Normally plies should be 
stitched to prevent separation, Hot 
lump material, however, does not 
bake the life out of the rubber, but 
burns it in spots, hence a thick 
cover is necessary to prevent the 
lumps from burning through to the 
fabric. In any case materials over 
200 deg. F. should not he handled 
on a rubber-and-fabric belt. 

Vulcanized step splices are best 
for joining conveyor belts under 
heavy duty, but many other types 
are commonly used. For small and 
medium size belts, belt hooks with 
staggered prongs (“Bristol” type) 
are used, the prongs, if possible, 
clinching sidewise. Plate-and-rivet 
fasteners (“Crescent’” type) are 
also used extensively. Belt ends 
are usually pulled together with 
belt clamps, the ends being cut off 
square (along a steel square or 
straight-edge) and the ends tacked 
to a board. Plates should extend 
an equal distance on each side of 
the joint, and prongs or rivets 
should be driven in from the top of 
the belt. Thick belts in heavy 
service usually use plate and 
button (“Flexco High-Duty” or 
“Jackson” type) fasteners. 


Training a Belt 


Excessive wear of a belt may be 
due to improper’ training — in- 
dicated by a belt that runs crooked 
or out of line, causing the belt 
edges to be worn or torn off 
against supports, frames, or other 
obstructions outside its normal 
course, and the bottom to be worn 
or cut by riding on the rims of the 
outside idlers. 

If one part of the belt runs out 
of line all along the conveyor line, 
the belt is crooked. If the crooked 
part appears at a joint, the splice 
is not square. If, on the other 
hand, the belt runs out of line at a 
certain point or over certain idlers, 
the second or third idler before the 
run-out point is usually at fault. 
If the whole belt tends to ride up 
on one side, it is not being loaded 
equally across. This causes the 
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overloaded side to work down into 
the trough. Correct this at the 
loading chute, being sure the dis- 
tributor loads the belt evenly. 

Occasionally, other things cause 
crooked running. A _ stuck idler 
tends to deflect the belt, as does 
bad alignment of a temporary or 
insecure support. Be sure, too, 
that idlers are square with the 
belt. Start checking at the load- 
ing point and work in the direction 
of travel in checking this. Be 
sure, also that the belt is not so 
stiff it does not contact the middle 
rollers, for they serve to steer it 
straight. And keep the tail pulley 
in exact alignment with the head 
pulley—unequal adjustment of the 
takeup screws is a mistake. 

Outside conveyors may some- 
times run crooked due to wind 
pressure variations, or due to 
changes in volume, sizes, per- 
centage of lumps, and/or moisture 
content. Such temporary varia- 
tions can be controlled by using 
self-aligning idlers. Once a belt is 
trained properly, rigid side guide 
idlers, pilot boards or other guid- 
ing means that press constantly 
against the belt only hasten edge 
wear, thus exposing the plies to 
entrance of moisture and dirt and 
causing premature failure. 

Skirt boards at loading points 
should not touch the belt. The 
boards should be closest at the 
point where the belt first en- 
counters them, and the space be- 
tween should increase in the direc- 
tion of belt travel so that pieces 
will work free instead of jamming 
and gouging the belt or pushing it 
to one side. They should not be 
used at all unless absolutely neces- 
sary. Trippers should be set so 
the belt runs true over their pul- 
leys and so it does not touch the 
tripper frame. Tripper pulleys 
should be large as convenient. Belt 
tension should be only sufficient to 
permit proper driving. Excessive 
tension increases the power needed 
to drive the belt, strains both belt 
and driving mechanism, and re- 
duces the troughing action, causing 
the belt to run off-center. 

At the point of loading, the ma- 
terial should slide onto the belt 
rather than dropping on it — in 
other words the loading chute 


should be parallel with the axis of 
the belt and so inclined that the 
material is traveling in the direc- 











tion of the belt and at about the 
same speed as it is loaded. How- 
ever, the lip of the loading chute 
should not touch the belt. Often, 
a coarse screen at the end of the 
lip will lessen belt wear by allow- 
ing the “fines” to fall on the belt 
first and thus create a cushion for 
the lumps. Unless the belt is 
loaded square with its direction of 
travel, the cover will be abraded 
and there will be a tendency for 
the belt to ride up on the opposite 
idlers. 

Discharge scrapers also cause 
excessive wear, because lumps 
wedge under them and gouge the 
cover. Longer wear is obtained by 
having the conveyor discharge 
directly over the end pulley. When 
a damp, gritty material is con- 
veyed (such as wet crushed coal), 
revolving brushes should be used 
to clean the belt at trippers or 
discharge points and steel scrapers 
to clear the faces of snub pulleys 
and bottom tripper pulleys. 

Pulleys should be 2 in. wider 
than the belt, and drive pulleys 
should have 3 in. of diameter per 
ply of belt. Return idlers should 
normally be spaced 10 ft. apart, 
but working idlers are spaced at 
half that distance or less, depend- 
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ing upon service. The following 
figures give idler spacing in inches 
for light, medium and heavy duty 
and various belt widths: Up to 16 
in. wide 66, 60, 54; 18-20 in., 60, 
54, 48; 24 to 30 in., 54, 48, 42; 
wider than 36, 48, 42, 36. Wider 
spacing than these limits causes 
sagging of the belt and shifting of 
the load, thus increases power re- 
quirements considerably and belt 
wear. 

Takeups normally will be re- 
quired to handle only about 2% 
elongation with good belts. Rubber 
lagging on the drive pulley in- 
creases the coefficient of friction 
(or pulley “grip’) about 20%, 
thus is advisable for a pulley on 
which the belt persistently slips, 
or when a belt grows old and can’t 
stand former tension. Normally, 
lagging on a pulley facing the back 
cover of the belt is lagged three 
times as thick (7/32 instead of 
1/16 in.) to compensate for the 
difference in cover thickness, 

Regular inspection, lubrication 
and maintenance are essential. 
Periodic lubrication reduces power 
requirements and increases belt 
life because it lessens the chance 
of a sticking idler. But keep oil 
and grease off the belt—both rot 
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rubber rapidly. At the same time, 
any material which may have 
caked on the roller surfaces should 
be removed and the belt lacings 
should be checked. Present-day 
steel lacings wear through before 
the belt does. When this happens, 
the other side of the lacing must 
take the load until the lacing lets 
go entirely. This strains the belt 
and may cause spoilage of a con- 
siderable length. Also, there is a 
tendency for the belt to rot where 
the lacing passes through because 
this provides an opening through 
which moisture can get to the 
plies. 

No belt should be stopped under 
load if avoidable, because the addi- 
tional pull required in starting up 
again under load may tear or 
strain the belt. If a belt carries 
hot materials, this is particularly 
likely. Temperatures over 170 
deg. F. cause trouble, and over 200 
deg. spoil even special heat-re- 
sisting belts. 

Other operating problems may 
result in occasional questions or 
requests, but the foregoing ones 
are most common. Specialized 
complaints or problems should be 
referred to service engineers of 
your particular belting supplier. 
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Maximum tons Horsepower required per ft Horsepower | Maximum horsepower | Spacing 
Bek | Maximum | per hour center to center distance required per ft. | of belt of idlers 
working at 100 ft. ___at 100 f.p.m. belt speed _ vertical lift at 100 f.p.m. top row, 
A B | tension, per minute Plain | Roller be _— | es — in. 
Width | Weight | Ibs. a ___bearings bearings elt spe __ Simple drive Tandem drive | 
and plies| of duck | | 5 : : ; ; | Bare | Lagged Bare | Lagged 
| Coal Stone | Coal Stone Coal | Stone Coal Stone | pulleys | pulleys | pulleys | pulleys | Coal | Stone ° 
12-4 ply| 28 1200 12 24 | .0029 | .0036 | .0019 | .0024 | .012 ou | 2, | 2.3 3 33 | 60 | $4 
14-4 “ | 28 | 1400 16 | 33 .0036 | .0047 | .0024 | .0031 | .016 | .033 2.3 | 2.7 is) £6 60 54 
164 ° 28 1600 21 43 | .0043 | .0056 | .0029 | .0037 | 021 043 | (2.7 ‘ok, ES 4.4 | 0 | 54 
16-5 «| 28 | 2000 21 43 | .0043 | .0056 | .0029 | .0037 021 043 | «3.3 3.8 S19) SS | « | $4 
18-4 “ 28 1800 27 54 | .0054 | .0070 | 0036 | 0047 | 027 054 | 3 34 YS 54. | 4K 
is * | (28 2250 27 «| «84 0054 | .0070 | .0036 | .0047 | .027 054 | 3.8 4.3 5.7 6.2 5448 
0-4 * 28 | 2000 33 | ~=—(66 .0063 | .0084 | .0042 | .0055 | .033 | .066 | 3.3 3.8 5.1 5.5 54, 48 
20-5 * 28 2500 33 66 | .0063 | .0084 | .0042 | .0055 | .033 066 | 4.2 4.8 6.3 | 6.9 | Sa | 48 
24-4 “ 28 2400 48 96 | .0083 | 0112 | .0056 | 0075 | .048 | 1096 | 4 4.6 6.1 | 6.6 | 48 4 
24-5 * 28 3000 48 96 | .0083 | 0112 | .0056 | .0075 | 048 | .096 5 58 | 76 | x3 | 48 42 
| | 
24-6 * 28 3600 48 | 9% 0083 | .0112 | .0056 0075 048 | = .096 | 6 | 6.9 | oa 9.9 | 48 42 
47 * 28 4200 48 96 -0083 | .0112 | .0056 | .0075 .048 096 | 7 ¢ | #7} nse} ale 
4-7 * 32 4630 48 | 96 | .0083 | .0112 | (0056 0075 048 Oe | 7.4 | 8.8 | 1.2 | 12:2 48 42 
os «| 28 3750 75 150 0116 | .0161 | .0077 | .0107 075 mei 68! 221 88 | wa 48 42 
0-6 * 28 4500 7 150 0116 | 0161 | .0077 | 0107 | 075 150 7.5 | 86 | 11.4 124 | 48 | 42 
30-6 * 32 4950 | 75 | 150 0116 | 0161 | .0077 | 0107 | .075 150 79 | 9 | 12.0 13 48 O44 
30-6 “* | 36 5400 75 | 150 0130 0175 .0087 | .O117 075 150 8.3 | 9.5 12.5 13.7 48 42 
30-7 “* 28 5250 | 75 | 150 0130 0175 .0087 | .O117 075 150 8.9 10 13.3 14.5 | 48 42 
7 ° 32 3780 | 75 150} .0130 | 0175 | .0087 | .0117 075 | .150 9.2 10.5 14 15.2 | 48 | 42 
36-5 “ 28 4500 | 108 216 0179 | 0244 | 0119 | .0162 . 108 216 | 7.8 8.6 | 11.4 | 12.4 | 42 | 36 
36-6 * | 28 5400 108 216 0179 0244 0119 | .0162 | .108 216 | 9 10.3 13.7 14.9 | 42 36 
36° | (32 5940 | 108 216 0179 | 0244 | 0119 | .0162 | .108 216 9.5 | 10.8 | 14.4 | 15.7 | 42 | 36 
6-6 * 36 6480 108 216 0179 | .0244 | .0119 | .0162 108 216 9.9 11.4 15 16.4 | 42 | 36 
36-7 * 28 6300 108 216 0179 0244 0119 | .0162 . 108 216 10.5 12 16 17.4 | 42 | 36 
36-7 * 32 6830 108 216 0179 0244 0119 0162 | .108 216 il 12.6 16.8 18.3 | 42 36 
} 
42-6 “ 32 6940 147. | 294 0226 | .0314 0150 0209 147 | .294 11 12.6 16.8 63 | @ 36 
42-6 * 36 «| = 7560 147 | 294 | .0226 | .0314 | .0150 | .0209 | .147 | .294 | 11.6 | 13:3 | 17.5 | 19 | 42 | 36 
42-7 * 32 8100 147 294 0226 0314 | .0150 | .0209 -147 | .294 12.9 14.7 19.6 21.4 42 36 
42-7 * 36 8820 147 294 0226 0314 0150 0209 147 294 13.5 15.5 20.4 22.2 42 36 
48-6 * 32 | 7900 192 384 .0281 0395 0186 .0263 192 . 384 12.6 14.4 19.2 20.8 42 36 
| | 
48-6 “* 36 | 8640 192 384 .0281 .0395 0186 0263 | .192 .384 13.2 15.2 20 21.8 42 36 
48-7 * 32 | 9250 192 384 .0281 .0395 0186 0263 .192 384 14.7 16.8 22.4 24.4 42 36 
48-7 * 36 | 10100 192 384 .0281 .0395 0186 0263 .192 384 15.4 S78 23.4 25.4 42 36 
48-8 * 32 | 10560 192 384 0281 .0395 0186 0263 -192 . 384 16.8 19.2 25.6 27.8 42 36 
48-8 * 36—CiS| 11520 192 384 .0281 .0395 0186 .0263 .192 .384 17.6 20.2 26.6 28 42 36 
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There was four feet of water on the first floor, but this Pittsburgh 
distributor kept open continuously during the flood. 
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In Wilkes-Barre; three feet of 
water on the first floor. 


AFTER THE FLOODS 


Emergency conditions lasted for a week or ten days in the 


flooded areas. 


HOSE who have worked night 

and day to get done those 
things that have to be done in a 
community - wide calamity often 
have not much to say. In their 
usual contacts with distributors, 
the editors of MILL SUPPLIES 
have been told dramatically in- 
teresting stories of what distribu- 
tors did in the flood days. Others 
in the mill supply field will want 
to know what happened and what 
the after effects were. 

You have to be on the ground to 
realize what it means to have a 
river come into your office and 
warehouse. Words tell poorly of 
the night that the Standard Ma- 
chinists Supply Company people 
spent in the upper floors of their 
building. A sign over the door 
tells the story better. The upper 
part of the sign is blackened and 
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In Springfield, Massachusetts, 

Charles C. Lewis Company — 

three feet of water—used boats 
in serving customers. 
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After that there was still much to be done. 


well burned away; on the lower 
half the big gilt letters are nearly 
as good as new. The water came 
just that high — within a few 
inches of the first floor ceiling; 
above was fire from oil and gasoline 
that had spread on the water. 

Nearby buildings were com- 
pletely burned. Standard Ma- 
chinists’ men used fire extinguish- 
ers to put out fires that started on 
woodwork. There were gasoline 
fumes inside the building, but be- 
cause the water level at the time 
of the fire happened to be between 
window openings, the fire did not 
get into the building. The “C” on 
the sign is broken now. “That is 
where the boat hit it when I was 
getting out that second-story win- 
dow,” says W. R. Martin, vice- 
president and manager of the mill 
supply department. 




















Standard Machinists had both 
water and fire. In other cities and 
states many had water in their 
places of business—some ten feet, 
some six, some three. Some had 
water in the basement only. Many 
operated under emergency condi- 
tions even though they were on 
high enough ground so that water 
did not come in. In many cities 
there was no electricity or tele- 
phone service for anyone in the 
community. 

The big job was to operate a 
business without elevators or lights 
or telephones—and often to handle 
a greatly increased volume. To 
learn this trick usually meant hard 
labor by desk man and salesmen 
carrying things up and down stairs, 
lowering stuff by hand out the win- 
dows, and down elevator shafts. 

This sort of work started before 
the flood. In most areas people 
knew the water was coming, even 
though —as in Pittsburgh —the 
estimate was for less water than 
came. While they still had elec- 
tricity, distributors moved every- 
thing they could either upstairs or 
to buildings on high ground. Some- 
times they had time to move nearly 
all they wished to; sometimes they 
were lucky to save the office 
records. This work continued for 
hours as water drove people higher. 
There were problems, too, of pro- 
viding food and cots for people 
who knew they would have to keep 
right on the job in the premises. 

It would take many pages to tell 
each distributor’s story; some of 
them were briefed in the April 
MILL SUPPLIES. 

At the Harris Hardware and 
Supply Company, Wilkes-Barre, 
Pennsylvania, practically all 
perishable merchandise was saved 
even though the water was three 
feet high on the first floor. As in 
many other instances, the heavy 
goods in the basement—valves, fit- 
tings and bolts—were completely 
submerged, Robert B. Harris re- 
ports. 

In the badly stricken Johnstown 
area, Homer W. Cable, treasurer, 
The Thackray Company, says that 
the “after the flood” activities in- 
cluded cleaning mud from bins, re- 
paring the remaining buildings, 
and drying out office records. In 
spite of the damage, they im- 
mediately made deliveries on the 





(Continued on page 86) 











To Buyers of 
INDUSTRIAL SUPPLIES 


We are organized for the task of supplying the needs of industry 
with first quality supplies, tools and equipment. 


To avoid any possible danger of supplying the users of Roebling 
Wire Rope with flood-damaged material we have disposed of 
our entire stock. New stock will be available in a few days... 
in the meantime we are able to supply all needs from nearby 
Roebling branches. 


The service of distribution continues to fulfill its obligations. 


FRICK-REID 


SUPPLY CORPORATION 


ET, N. S., PITTSBURGH, PA. 














Some distributors used the mails to remind all customers that they 
were open for business. Frick-Reid advertised its stock of new wire 
rope. Below: The building at the left, surrounded by fire and water, 
is that of Standard-Machinists Supply Company, Pittsburgh. 


Courtesy of Johnson and Johnson 
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GUESS WHAT! 


All salesmen will want to try their hands at 


checking the correct answers. 


When you have 


finished, turn to page 208 for the author’s list. 





1. A die is: (1) a female hardened- 
steel interrupted thread used for 
threading bolts or pipe, (2) the 
female element mating with a metal 
punch, (3) a shaped and hardened 
steel cutting or forming element, 
(4) something that is cast, i.e. 
“The die is cast,” (5) end of a life. 


2. A bucking bar is: (1) a bear 
trained as a broncho, (2) a bar 
that kicks up periodically, (3) a 
steel bar held against a rivet dur- 
ing riveting, (4) a bar used to 
move freight cars, (5) a device for 
preventing bucking of a horse. 


3. Welder’s goggle frames should 
be: (1) easy to sterilize and non- 
corrodible, (2) able to keep out 
stray light, (3) light in color so 
you can find them easily, (4) fitted 
with silver nosepieces, (5) fixed 
for clear view at the sides. 





1. A plant’s lighting bill is: (1) 
90% for current, 10% for lamps, 
(2) too high, (3) an important 
element of cost, (4) trouble in 
Paradise, (5) something terrible. 


5. Sheet metal is best fastened to 
wood by: (1) gluing, (2) welding, 
(3) soldering, (4) nailing, (5) 
screwnailing. 


6. Galvanized pipe should be: (1) 
painted to prevent rusting, (2) 
threaded well beyond the fitting so 
the galvanizing does not corrode, 
(3) welded with low-melting-point 
bronze rod, (4) painted with alu- 
minum, (5) coated with zinc. 
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7. Aluminum paint hides: (1) in 
peculiar places, (2) in one coat, (3) 
in spite of any efforts to find it, 
(4) the true color of the material, 
(5) by leafing over. 


8. A tap is: (1) another name for a 
faucet, (2) a light knock, (3) a 
place to buy beer, (4) an inter- 
rupted-thread metal bar for cutting 
female threads, (5) what a wood- 
pecker does. 





9. How coarse should a hacksaw 
blade be? (1) As coarse as possible, 
but with two teeth in the work. (2) 
As coarse as the guy who uses it. 
(3) It shouldn’t be coarse; the finer 
the better, because that gives more 
teeth to cut. (4) Coarse enough to 
cut light metal. (5) Very coarse. 


10. A bastard file is: (1) made by 
an illegitimate manufacturer, (2) 
coarser than a mill file, (3) a hard 
one to use, (4) unfair to organized 
labor, (5) made of good iron. 


11. Upsetting is: (1) the annual re- 
port of the board of directors, (2) 
dumping something, (3) spilling 
something, (4) hammering metal 
back upon itself to expand it, (5) 
changing the properties of steel. 





12. Ball bearings were invented by: 
(1) Henry Ford, (2) nobody, (3) 
Thomas A. Edison, (4) the Chinese, 
(5) Leonardo da Vinci. 


13. What is the difference between 
a gate valve and a cock? (1) The 
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first is used to open a gate, the 
second is a rooster, (2) No differ- 
ence, (3) Gate valve is a nice name 
for a cock, (4) The gate has a lift- 
ing disk, the cock a turning plug, 
(5) The gate valve is more modern. 


14. A grinding wheel is weakened 
most by: (1) reducing its diam- 
eter, (2) thinning the sides, (3) 
enlarging the hole, (4) wetting it, 
(5) running it at 3,000 s.f.p.m. 





15. Vises for maintenance men 
should be: (1) playing poker, (2) 
eating between meals, (3) pretty 
strong, (4) marked “For Mainte- 
nance Only,” (5) combination pipe- 
bench types. 


16. Why do machine workers stand 
on wood platforms or mats of other 
materials? (1) Because concrete is 
hard on shoes. (2) To get closer to 
their work. (3) To reduce shop 
noise. (4) To increase efficiency. 
(5) To provide insulation. 


17. The efficiency of a belt drive: 
(1) is reduced by creep, (2) is 
usually pretty low, (3) is not very 
important, (4) cannot be calcu- 
lated, (5) is not the distributor’s 
business. 


18. A non-sparking wrench is: (1) 
one that doesn’t monkey, (2) one 
that doesn’t flirt with a job, (3) 
made of beryllium copper, (4) 
dangerous in a powder mill, (5) 
painted to avoid sparking. 


19. A “fast-thread” bolt is: (1) one 
that is threaded easily, (2) used in 
fitting up, (3) not used in fitting 
up, (4) fine-threaded, (5) a stand- 
ard-thread bolt. 


20. Metal spraying is: (1) coating 
a metal with paint, (2) spraying 
moiten metal, (3) no longer used, 
(4) suitable for joining two pieces 
of metal, (5) an electrical process. 
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POWER TRANSMISSION 


On the Use of Case Studies 


® The case studies which have been 
furnished you are cast in a definite 
form for a_ particular reason. 
Every fact of engineering and eco- 
nomic significance has a definite 
place in each study, the reports 
proceed in strictly logical order, 
and the summaries may be com- 
pared, figure for figure with 
similar summaries. 

But—simply because these case 
studies are all cast in a prescribed 
form, you are not necessarily re- 
quired to use them in that form. 
In fact, to get the utmost benefit 
from them, to understand them 
completely, and to secure valuable 
sales information from them, you 
should summarize them in your 
own language, and endeavor to see 
just what the figures mean. 

For instance, in a recent issue of 
STEEL, the editor of the Power 
Drive Department made a case 
study tell a beautiful sales story, 
as follows: 


Power Drive Costs 


@ “Tests made on several lineshaft 
drives in an eastern metal-work- 
ing plant indicated that they lost 
about 2% of the entire power load. 
Additional losses from creep and 
other factors difficult to measure 
were estimated at 1.5% more; in- 
dicating a total power loss of 3.5% 
of the power bill. 

“Estimates of power consump- 
tion on this same group of ma- 
chines, if unit driven, showed a de- 
crease in motor efficiencies of an 
average of 12.5°, below that of the 
group drive motors, because in- 
dividual motors usually operate at 
approximately 40% to 65% of full 
load rating compared with 75% to 
90% on group drives. This gives 


CLUB NEWS 


Conducted by 


VICTOR A. HANSON 
Chief Engineer 
Power Transmission Council 


an operating efficiency advantage 
of 9% to the group drive. 

“In addition, in this same plant, 
the low load factor of the unit 
driven motors would have added a 
power factor penalty of 26.8%. 
This, with the increased consump- 
tion because of the inefficiency of 
underloaded motors over group 
drive losses, would have increased 
the power bill by 35.8%. Also, the 
annual fixed charges, which are 
based on original cost installed, 
and maintenance expenses, added 
to the increased cost of power, 
would have more than doubled the 
annual operating costs; a high 
premium to pay for individual 
drives in these days of keen cost 
competition.” 

This is an extremely simple 
condensation of a case study, in 
which the high spots are picked out 
and the detail eliminated. Try this 
yourself on various case studies. 
You will gain a new conception of 
the sales value of these engineer- 
ing reports. 


From the Annual Report 


@There has just been distributed 
to the subscribing members of 
Power Transmission Council and 
Mechanical Power Engineering As- 
sociates a. booklet entitled, ‘The 
Story of a Profitable Cooperative 
Industrial Idea.” This _ booklet 
combines the functions of an an- 
nual report to the subscribers and 
a comprehensive story of the de- 
velopment of the Idea which under- 
lies our entire program. 

Among the facts stated in it is 
this: During the past two years 
750. pages of editorial space have 
been devoted, in over fifty leading 
business magazines of this country, 
to mechanical power transmission 
subjects. This space was given 
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freely by editors for one reason 
only: The interest of readers of 
these publications had grown to 
the point where they wanted to 
know about mechanical power 
transmission. Hundreds of differ- 
ent authors and editors wrote the 
pages of information—and_ the 
space so used in the publications, 
if translated into the value of 
equivalent advertising pages, 
amounts to more than double the 
actual cash expenditures for ad- 
vertising space made by Power 
Transmission Council to date. 

With a value of over $100,000 
in such editorial space, plus the 
$49,000 spent by the Council in 
paid advertising, it is reasonable 
to assume that the interest of 
industrial executives in mechani- 
cal power transmission is very 
much alive. Our problem now is 
to hitch our immediate sales efforts 
to this interest at once, and to 
capitalize on it by strengthening 
our cooperative work all along the 
line. Never have our opportunities 
been so great. 


Midwest Power Show 


@ The third week in April saw an- 
other major industrial exposition 
at which our Modern Group Drive 
Demonstrator held a center of in- 
terest. Assisted by Regional Engi- 
neer Clendinning, the Chicago 
Power Transmission Club put on 
an excellent display at the 7th 
Midwest Power Show in the Inter- 
national Amphitheatre, Chicago. 
A feature of the exhibit was 
modelled enlargements of several 
of the charts in the Red Book, 
devised by the Technical Com- 
mittee of the Chicago Club, under 
the direction of J. R. Hopkins of 
the Chicago Belting Company. 
The New York Club will have 
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SALESMEN SELL MORE 
TO INDUSTRY 


@ THAT’S THE JOB OF MANUFACTUREI 
AND DISTRIBUTOR... 


M OSBORN HAS BEEN HELPING 
“BRUSH CONSCIOUS” DISTRIBUTORS 
DO THAT JOB... 


™...AND IT HAS BEEN HIGHL 
PRODUCTIVE OF RESULTS... 


ThE OS80RN MANUFACTURING COMPANY 
5401 HAMILTON AVENUE e CLEVELAND, OHIO 


Sales Offices: New York * Detroit * Chicago «* San Francisco 


to look smartly to its laurels at 
the Power Show to be held this 
December in New York to equal 
the enterprise of the Chicago Club 
at the Midwest Show. 


Demonstrator Showings 


@While we are on the subject of 
exhibits, it is interesting to note 
that the Modern Group Drive 
Demonstrator has been shown to 
over 1500 Power Transmission 
Club members, 6500 plans execu- 
tives, and 2000 students and pro- 
fessors at technical schools. One 
or more of the staff engineers of 
the association have been in atten- 
dance at all times. To date the 
Demonstrator has been given 
showings in 68 cities under the 
auspices of the Power Transmis- 
sion Council and various 
Transmission Clubs. 


Power 


A Typical Week With a Regional 
Engineer 


@You may have wondered (par- 
ticularly when you have had to 
wait a few days for an appoint- 
ment to take one of our engineers 
to see a customer) what a Regional 
Engineer does with his time. The 
following is a typical week for Roy 
Smith. 

Monday, March 30. Arrived in 
3uffalo and conferred during the 
day with Club officers, reviewing 
Club educational program and 
plans for future activities, and 
discussing local plant surveys to 
be made. In evening attended Club 
meeting, and made principal ad- 
dress—inspirational in character. 

Tuesday, March 31. Buffalo. 
With various Club officers called 
on seven distributors, manufac- 
turers and utilities for the purpose 
of stimulating Club membership 
and building good will. 

Wednesday, April 1. Buffalo. 
Survey of local plant to determine 
basis for making a recommenda- 
tion for improving drive 
tions. 

Thursday, April 2. Syracuse. 
While in Montreal recently, Smith 
had learned of a big job pending 
in a metal-working plant. One of 
the principal contacts to be made 
was in Syracuse. Consequently he 
spent the entire day on April 2, by 
appointment, selling the idea of 
M.G.D. to the prospect’s engineer, 
whose influence would be of the 


condi- 
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utmost importance in the Montreal 
job. 

Friday, April 3. Buffalo, finish- 
ing the local plant survey started 
on April 1. In evening gave a talk 
on P.T.C. and M.G.D. to the entire 
sales force of a local distributor. 

Saturday, April 4. Syracuse to 
meet Regional Engineer Clendin- 
ning (who was in Syracuse on that 
day in connection with the Coun- 
cil’s educational program) to give 
him the details of the Montreal 
job and the interview with the 
Syracuse engineer, so that Clen- 
dinning would contact and sell the 
engineers of the prospect company 
in Chicago. 

Summary: One 
two evening talks, one _ plant 
survey, three conferences, eight 
calls on organizations to stimulate 
Club activities, and three nights on 
sleepers. Typical, I said, of all us 
engineers; and most of it planned 
weeks ahead. So, when you want 
us, bear in mind that an early re- 
quest gets the worm. 


Club meeting, 


Clendinning Uses This Method 
Successfully 


@® The purpose of quoting the above 
version of a case study report is 
to show you that a thorough un- 


W. R. CLENDINNING 


derstanding, in your own language, 
of the contents of case studies 
is essential to the working out of 
a specific drive modernization 
problem. 

For instance, Regional Engineer 
Clendinning recently used this 
method in analyzing a job which 
will yield orders for about $10,000 
worth of drive equipment. The 
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case (not actually finished as yet) 
involved the question of driving 
several groups of automatic screw 
machines in a mid-western plant. 
The survey was made carefully, 
and the analysis of two different 
systems of drive was drawn up in 
the form of a case study. But in 
presenting this study to the pros- 
pect, Clendinning summarized the 
pertinent facts in his own terms, 
putting sales punch into his recom- 
mendations by emphasizing the ad- 
vantages to be derived by the pros- 
pect from the use of M.G.D. Thus 
he was able to turn the prospect’s 
interest in the facts of the case to 
a genuine desire to profit by the 
adoption of specific recommenda- 
tions. 

This job is one of the most in- 
teresting machine tool propositions 
on which we have had the oppor- 
tunity to work, and when it is 
finally completed, the details will be 
published so that you may use them 
to stir up additional machine tool 
business, 


The Salesman and M.G.D. 


® Men who have spent their lives 
selling competitive commodities 
only have had to rearrange much 
of their thinking in order to 
understand that the real problem 
today is to sell cooperatively a cor- 
rect system of power transmission 
first, and items of equipment after- 
wards. 

But Club members who have 
grasped this idea, and have fitted 
themselves to talk intelligently to 
their customers and prospects about 
the system, have found in M.G.D. 
a wonderful sales tool. And here 
is what happens: 

A. The salesman who talks about 
M.G.D. talks about the benefits the 
buyer will receiver, and thus cap- 
tures the buyer’s interest. 

B. The M.G.D. story creates an 
atmosphere favorable to a _ con- 
sideration of the salesman’s own 
commodity, and the result is in- 
creased sales of his company’s 
products as well as Modern Group 
Drive. 

The insistent use of this new, 
cooperative approach by Club sales- 
men, plus the advertising and edi- 
torial campaign of buyer education 
sponsored by the Council have 
given a new direction to plant 
modernization which is bound to 
bear fruit in the future. 
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B. W. H. SPEAKING! 


From the largest plant in the world devoted 
exclusively to the manufacture of mechanical 
rubber goods, B. W. H. greets the Mill Supply 
Distributors of America at their Annual Con- 
vention in Atlantic City. 


For more than a quarter of a century the 
interests of the mill supply jobber and those 
of B. W. H. have been identical—cooperation 
in the strictest sense of the word, for better 
service to the industrial consumer and for 
dispatch and economy in distribution. 


May the Convention sessions be productive of 
clear, forward thinking and definite accom- 
plishment, and the leisure hours filled with 
good cheer and good. fellowship! 


BOSTON WOVEN HOSE 
AND RUBBER COMPANY 


CAMBRIDGE, MASS. 
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100—Average monthly sales, 1923-1925 


March Sales Push Sales Indicator to New High of 






86.6. Tops September 1935 Record 


WENTY-SIX working days and generally im- 

proved business during the month of March 
pushed the Sales Indicator to 86.6, a new high point 
in this three-year history of the supply business. The 
next highest was registered in September, 1935, when 
the index touched 85.5. The reading for February, 
1936, was 67.9. 

The improvement over February was noted in all 
territories. The North Atlantic Indicator becomes 
the third to “break 100,” registering 104.1, as com- 
pared with 86.2 the previous month. In the Southern 
States, business pushed the index to 93.1 from 76.6. 
Although dragging behind other sections, the Middle 
Western Indicator reads 71.3 after dropping to 60.0 
in February. The Western group gained slightly, 





from 91.9 to 93.5, while the Indicator for the Pacific 
Coast went soaring off the chart to 119.2, a full fifteen 
point gain over the previous month. 

The gain was made in the face of a slightly smaller 
proportion of Government business, sales of this 
nature amounting to 5.5% of total volume, as com- 
pared with 6.5% the previous month. 

Orders for the month were both larger and more 
numerous than during February. The average order 
during the short month amounted to $15.75, while 
in March this figure was $16.30. The average 
reporting distributor received 2,772 orders during the 
month of March against 2,321 in February. Figuring 
26 working days this amounts to an average of 107 
orders per day as opposed to 93 the previous month. 








Average number of orders received per house during month ........... 
Average number of orders received per house each working day......... 


Average size of order, all houses. ...... 
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arways in service three 
Former trap troubles elim. 
. Practically no maintenance 


‘A former trap required valve and 
seat renewal every two week. 
#... 
DERAL PRO the Yarway Trap that replaced it 
has been in service 6 months and 


“Had continual trouble with seats, is still as good as new.” 


discs and other parts on another 
make of trap. Tried Yarway. 
Result—repeat order for $570 STEEL COMPANY 


worth.” 
“Three years of severe service 


proved to us Yarway's superiority. 
We are going to put Yarway Traps 
in two more of our plants.” 


TRANSPORTATION COMPANY 


“Very fine results with Yarway 


Traps over two years of service.” PAPER MILL 


“Yarway Traps keep oil heaters 
hotter than ever was possible be- 
fore... we're enthusiastic rooters 
CITY BOARD OF EDUCATION and expect to buy many more.” 
“Eighteen months’ experience with 
Yarway Traps has convinced us 
we should standardize on this Trep eet seal 
r various school buildings. 


for ou “Yarway Traps, draining super- 


heated steam coils on wool comb. 
ing machines, keep machines hot 
_.. Yarway bar-stock bodies dont 
LAUNDRY ‘breathe’ like former cast body 
“Have used all makes of traps. traps - hence leakage cone chrend 
Never found one to equal the connections has been eliminated. 


Yarway.” 
MEAT PACKER 
“Always had trap trouble on large 
nit heaters - -- Yarway Traps 
“ the problem. .- - will specify 


solved ie 
tion to plant. 


on addi 
sai comMPA ny them 


24h 
“Oi ke heated 
Oil tanks Traps. Sta 


= peratoined S00 in service.” peer non 
~~ “Yarway Trap* used to replace 
another typ? trap on tc 
Dryers kept hotter. Trap ma 
nce reduced.” 


ours faster 
rted with 


na 





Results speak 
User Satisfa, ti 





louder than words, 


of Yar, 4s n with many thousands 
arway oteam Traps bem -) ataler=) Te 





osition carefully, and upon knowin 

in advance that the Product is righ 
the merchandising assistance ample 
and sound, and the sales policy defin- 


ite and permanent 
—worthy o 
confidence. cali: 






the story ¢ 
~ : r / f Profit possibilities for you 
t TOO! that Yarway , 
oe ¥ 1rway Traps not only 
ro ~~ ey stay sold, and build rea] 
ae | I SIN 2¢¢ ( 
usiness for Yarway Dealers. 
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t} ery day this is reflected in tr : ete this —— 
ne size and lrequency of re-st; ok | Teese lighter, with only one 
cides stocking moving part, that is applicable to prac 






tically al] trap re 





Almost every 
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‘gi Ae y ther pr minent packaged for Mitesh merchandise 
= Goveleumie ic I ea ee Do yqu know what Yarway is puttin 
growing Yoru s ae, into th rap ly behind this product to make it one " 
air Re nee my he uses the most profitable lines Gp ae 
aa prop supply house may < arry? Get the facts! 
YARNA WARING CO. mM 
-\., Mermaid Place Philadelphia P 


Se | ee 2 y . 
| UMI | 








TERRITORIAL SALES INDICATORS 
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North Atlantic States 


The distinction of being the third group of distributors to “break 
100” goes to this territory, the March Indicator reading 104.1, as com- 
pared with 86.2 the previous month. Government sales accounted for 
6.9% of the total. Size of the average order jumped from $13.10 in 
February to $17.73 in March. 


Southern States 


Registering a nice gain, the Southern States Indicator rose from 76.6 
in February to 93.1 in March. Sales to Government agencies amounted 
to only 4.9% of the total, a slight drop from the previous month. Orders 
were slightly smaller than the high average of $18.89 noted in February. 


Middle Western States 


Although this territory lags behind the others, the Sales Indicator 
for March registered a very substantial increase over the previous 
month—from 60.0 to 71.3. Government sales were small, accounting 
for only 4.4% of the total. Orders were slightly smaller in size, the 
March average being $14.90, against $15.30 the month before. 


Western States 


Traveling at a very even pace, sales among Western distributors 
pushed the Indicator up slightly to 93.5 from 91.9 in February. Average 
orders, based on rather scant returns, averaged only $9.24, about the 
same as the $9.21 reported in February. 


Pacific Coast States 


Bigger and better all the time, the Pacific Coast Indicator reads 119.2 
for March after dropping to 104.6 the previous month. Sales to Gov- 
ernment agencies amounted to 8.6% of the total volume of reporting 
distributors. Orders averaged only $16.59. 
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Established 1872 Established 1823 


BEHR-MANNING 
“Lightning” Abrasives Sharpening Stones 





NORTON ABRASIVES 


The Mill Supply Salesman will find no resistance to these two firmiy 
established abrasive lines that have never compromised with quality. 
To remain in business for 113 years, or even 64 years, is convincing 
evidence of constant attention to quality of product, service to the 
consumer, and fair dealing with the distributor. 


AND NOW.” Lightning” ELECTRO COATED ADALOX and METALITE 
represent the latest in scientific improvement in coated abrasives and 
service to the consumer. Oh yes, industry DOES know and appreciate 
all that these two names stand for in RELIABILITY and PROGRESS. 


Both lines are available from one source 


BEHR-MANNING = (not¥it%@siw) TROY, N. Y. 


A few territories are still open. See us at the convention or return the coupon. 









LT Le TTT ce eee me ee mm me ee ee oe ee 


BEHR-MANNING ” Troy. N.Y. . , ‘ af 3 
We should like to know if representation in our territory mighi be arranged on Behr-Manning Sandpapers and Norton Abrasives. 
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TEN YEARS AGO IN MILL SUPPLIES 


4 of £3 





Bye, BYE ED. IF 
I DON'T MEET YOU faye’ 


IN EUROPE, 


I'LL 


SEE YOU AGAIN f* 


IN THE GOOD 


OLD U.S.A. 





WHEN B.H.ACKLES OF THE RAYL COMP- 
ANY, DETROIT, WAS RE-ELECTED PRESIDENT 
OF THE NATIONAL SUPPLY AND MACHINERY 
DISTRIBUTORS ’ ASSOCIATION, HE 
BECAME THE SECOND 
PRESIDENT TO HAVE 0 
BEEN ELECTED THREE 7 eta 


TIMES. ik ' 








E.P. WELLES OF \. 
CHARLES H.BESLY AND \ 
COMPANY, CHICAGO, AND 
CHARLES E. HANSSEN OF \ 
LOUIS HANSSEN AND SONS. 
DAVENPORT, IOWA, WERE [- 
LEAVING FOR EUROPE ON } 
DIFFERENT BOATS A } 
DECADE AGO THIS 
MONTH. 


~-Néws - 

‘WEED AND COMPANY, BUFFALO, PURCHASED WAL- 
BRIDGE AND COMPANY, WHICH AT THAT TIME WAS 
ONE OF WESTERN NEW YORK'S LARGEST HARDWARE 
AND MILL SUPPLY ORGANIZATIONS. 


A NEED FOR MORE SPACE WAS WHAT TOOK THE 
MECHANICAL SUPPLIES COMPANY, CINCINNATI, FROM 
220 EAST THIRD STREET TO A FOUR-STORY 
BRICK BUILDING AT 205-207 VINE STREET. 


(ROUND WAS BROKEN FOR THE ERECTION OF A 


2-STORY BUILDING FOR DUNCAN AND GOODELL 
COMPANY, WORCESTER, MASSACHUSETTS. 





First PRIZE" FOR 
BEST STORY OF THE 


THE 


ATLANTIC CITY CONVENTION 


i WAS AWARDED W.T. 
TODD OF THE SOMERS, 


H FITLER AND TODD COMPANY f= 
a WHEN HE TOLD ABOUT THE 


REMARK AN “INLAND ” 
BRIDEGROOM MADE TO 
HIS WIFE UPON FIRST 
GE WINSHIP, FULTON SuP- | SEEING THE ATLANTIC 
PLY COMPANY, ATLANTA, WAS ALL 
SET TO PRESIDE AS PRESIDENT AT 
THE ANNUAL CONVENTION OF THE 
SOUTHERN SUPPLY AND MACHINERY 
DEALERS’ ASSOCIATION IN 
ST. LOUIS. 
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A TRADEMARK 
THAT MEANS SOMETHING 


alma solehrohilels Mol am Nal-Tauilolio Ml oldele liar Mm iolamel lol Ita amelale Ml ol-tacelgiilelsla-Mliimolaelaliael iby 
oll Mulale (UE Siato] Mn il-1fok ME 10) ololoM CMe lal MEiaelol-luilola Mec dllammo Mei lollth Amlalictelaip Ane lale ME Siclile) 
ing which few manufacturers enjoy. Behind it are more than fifty years of 
a -31-1o] aes Wmol-0'2-1 eo) olnnl-a mol alo MN 1-10 21 -Tamm Bal -1 1-0 folel fold Mam ol -Jall alo Mle Ml oldelol Ula mmaol slate), 


be bought. Neither can they be achieved within a short space of time. 
| at-Mreka iN Z-Mm ole ia mle) leh Z-To Ml ob Mm Mal-lauilollo Mm olgcloltlar Mila MliilolaohalaleMmilciaalolaliae] Mel ol tae) 


tion, reducing maintenance costs and simplifying production problems entitles 


aT -Tas CoM ial-Waa-X3el-Ttid0] Matol al tiol-ieohilel «Moh Mel l-lam oll Til-1 7 Mulolilolel-Til-lale 


The Thermoid line is a proven volume and profit builder because of three 
important, factors: (1) its standing with industry at large, |2) its completeness, 
ohacelaeilateMulolabame)*) SoA alli + elem lUlaedalel Tiare Mm Tdellolll-t Molle MECIMIT Mule lilitalehla- 


fo) MoMA lol -Tael Mo] cohilmuilolAel lM ALiame iol late Melt tialolUlilelam ele) lai -t) 


THERMOID RUBBER COMPANY, TRENTON, N. J. 


Thermoid 





TRANSMISSION BELTING WATER HOSE SAND BLAST HOSE SHEET PACKINGS 

CONVEYOR BELTING AIR HOSE WELDING HOSE ROD PACKINGS 

ELEVATOR BELTING STEAM HOSE SUCTION HOSE TUBING - GASKETS 
INDUSTRIAL BRAKE LININGS 
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SALES SLANTS 
AND PERSONAL NEWS 


FROM DISTRIBUTORS’ SALESMEN 


@It seems good to hear encourag- 
ing reports on building activity 
again. J. Norton, salesman, Buford 
Brothers, Incorporated, Nashville, 
Tennessee, reports building supply 
producers (sand, gravel, brick 
plants, cement mills) very active 
in his “neck of the woods.” He’s 
selling them, too—leading items are 
conveyor belts, wire rope and paint 
spray equipment. On this much- 
discussed problem of manufac- 
turers’ missionary men, Norton 
points out that it is pretty difficult 
to make calls with all of the factory 
representatives who come to work 
the territory. He feels that the 
factory salesmen who make calls 
alone (except in cases where direct 
help is needed) are more helpful 
all around. Many salesmen dis- 
agree with this view. Wouldn’t be 
surprised if the personality and 
methods of the factory men were 
not the deciding factors. 


@ Paint, hose and tools are the lines 
that H. Wiggers, salesman, Housh 
Industrial Supply Company, Evans- 
ville, Indiana, is moving best. Ma- 


Charles H. McComsey of Herr and 
Company, Lancaster, Pennsylvania. 
Mr. McComsey is in charge of filling 
factory supplies in the store counter 
sales. 


62 


J. R. “Slim” Janssen, power plant 
specialist of Carey Machinery and 
Supply Company, Baltimore, Mary- 
land, gets down to brass tacks with 
R. R. Nickerson, sales engineer of 
Worthington Pump and Machinery 
Corporation. 


chine shops in his territory are 
“better than average” in activity. 
“If, by some supreme edict, the 
words ‘in conference’ and the re- 
sulting long waits could be removed 
from business, wouldn't the supply 
salesman’s life be grand?” he asks. 
Certainly is discouraging, the 
amount of time a fellow has to 
spend between productive visits, 
but it seems like there’s no positive 
cure. Best suggestion yet is to 
make every call so productive of re- 
sults that the luxury of the “waits” 
can be afforded. 





@The woodworking plants and 
wagon factories are the best-pros- 
pects around Bowling Green, Ken- 
tucky, according to H. A. Womack, 
salesman, Housh Industrial Supply 
Company. He makes it a practice 
to carry samples of some kind on 
most calls but finds that there are 
some places were buyers do not care 
to bother with them. These are 
probably the same buyers who 
elicit from Womack the following 
healthy “growl’’: “My pet peeve is 
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the office where you send in your 
card with the office boy and the 
P. A. sends it back with the nota- 
tion, ‘don’t need anything in your 
line.’ ” 


@ Disastrous as that “ole debbil’ 
flood was, F. J. Kaufman of 
Brookville, Pennsylvania, has dis- 
covered one good by-product. “All 
the old worn-out belts which should 
have been replaced three or four 
years ago were ruined,” he says. 
His experience has been duplicated 
by hundreds of other salesmen in 
the flooded areas. Manufacturers 
and distributors have kept belt ex- 
perts busy day and night ever 
since. Kaufman’s pet peeve against 
buyers is the fellow who inter- 
views you at the rail in front of 
other salesmen. Have any of you 
others a more violent goat-getter? 


Best wishes of the salesmen’s fra- 
ternity go to J. M. Jegglin, who is 
chasing TB bugs at Talihini, Okla- 
homa. He ofters a hint to other sup- 
ply salesmen—see your doctor once 
a year, you’ll find “chasing orders” 
more profitable and pleasant than my 
present occupation. After reading 
the April grinding wheel article, he 
recalls that a steel foundry he called 
on gave him a “swell” volume on 
snagging wheels. The tip is free. 





@wW. G. Smith, power plant spe- 
cialist for Hagerty Brothers, got 
into a “scrape” a little while back. 
He had a hunch that he could sell 
a certain large plant a “whale of a 
lot” of refractories if he could only 
get “inside” but he was being 
stopped at the gate where he was 
forced to talk to the P. A. over the 
‘phone. Disgusted, “Smitty” put 
on some old clothes, tossed his bag 
(Continued on page 86) 








POINTS (.. 
JOBBERS/ 





This complete line is set up to make 
more money than ever before for 
jobbers. The quality of Paasche 
products is known and accepted 
everywhere. The following poin’s 
of manufacturer-jobber-cooperalion 
will put you in a position to cash 
in on a reputation of 30 years’ 
standing: 

Exclusive territory arrangements for 
qualified jobbers. 

National advertising to many trades. 

Reference of inquiries directly to the 

nearest jobber. 

Engineering assistance to 
jobbers in designing and selling 
special installations. 

The backing of Paasche 
prestige earned as_ the 
pioneer in major develop- 
ments of this field. 

Widespread Paasche 
service organization main- 

COMPRESSORS — tainine satisfaction, bene- 
Paasche Aircompressor ities . fits jobbers. 

j i acits 
9 iypes ee Wont ington , Write for the 1936 "'stream- 
Pump and Westinghouse Motor features with Paasche lined” jobber proposition. 
specialized knowledge of airfinishing. Type P52 


Water Cooled Single Cylinder Compressor is shown— 
4 to 168 cu.ft. of free air per minute. 


RUBBING MACHINES—Paasche Airsanding and 
* Airrubbing Machines used in many industries for fine 
finishing jobs—pumice slush, felt, sandpaper, etc. 


1902 Diversey Parkway, Chicago, III. 
Pioneers in Airpainting, Airrubbing, Aircoating, Airdusting, Air polishing, Ventilating and Spraying. 
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Norman Durrie Joins 
Chicago House 
@®Norman Durrie has resigned as 
executive secretary of the Central 
States Mill Supply Company to join 
the organization of the Supply and 
Hardware Corporation, Chicago. 
Coincident with Mr. Durrie’s asso- 
ciation with the firm comes the an- 
nouncement that Supply and Hard- 
ware will increase its industrial 
sales activities. 
Wendell H. 
Harris and Company, Chicago, 
president of Central States, an- 
nounces that the office of the lat- 
ter organization will be maintained, 
as in the past, in the Daily News 
building and will be in charge of 
Miss Elizabeth Williams, secretary 
to the president of the club, who 
has been associated with Mr. Dur- 
rie in the work of the organization 

since it was founded. 


Clark, of Samuel 


J. R. Williamson 

Vice-President of 

Williamson Bros. 
@J.R. 
been 


Williamson, treasurer, has 
elected vice-president of 
Williamson’ Bros., Incorporated, 
Bridgeport, Connecticut. Other of- 
ficers are H. H. Williamson, presi- 
dent, and J. K. Williamson, secre- 
tary and treasurer. 

R. Pease has joined the sales 
staff of the company. Mr. Pease 
formerly sold contractors’ machin- 
ery and supplies. 

The line of hose and rubber man- 
ufactured by Electric Hose and 
Rubber Company has been added by 
Williamson Bros. 


64 


New Supply House in Dayton 


@C. F. Woessner, who has been 
with the M. D. Larkin Company, 
Dayton, Ohio, for the past 24 years, 
in charge of sales and purchasing 
as well as manager of the mill sup- 
ply division, resigned the first of 
this year to open a mill supply 
house in Dayton, Ohio. 

The new firm is known as the 
Dayton Supply and Tool Company, 
and is located at 413 East Third 
Street. Connected with Mr. Woess- 
ner in this new enterprise are 
Messrs. Hart and Sheets, both for- 
mer salesmen with Larkin Company 
for ten years or more. 


Norman Firth Joins 
Mill Supplies as 
Associate Editor 


@® MILL SUPPLIES has added to 
its editorial staff Norman C. Firth. 
Mr. Firth has been for some years 
editor of “System.” 

After graduating from Worces- 
ter Polytechnic Institute and serv- 
ing during the War as a second 
lieutenant of engineers, MILL 
SUPPLIES’ new editorial repre- 
sentative went to work for the 
A. W. Shaw Company of Chicago 
as associate editor of “Factory.” 
Later he became executive editor 
of the Shaw publications. While 


NORMAN C. FIRTH 


his principal interest was in 
“System,” he was also concerned 
with all Shaw Company activities 
and planned the editorial program 
when that company began publish- 
ing “Industrial Distributor and 
Salesman.” 

As editor of “System”, Mr. Firth 
took an active part in the work of 
many of the management associa- 
tions and spoke at their meetings. 
Recently he has been on the staff 
of the American Management As- 
sociation and has contributed to 
“American Business” with which 
“System” was merged last year. 





At the time the MILL SUPPLIES’ photographer called on **e Corpus Christi 
branch of the San Antonio Machine and Supply Company, all were present, 
with J. B. Roberts, branch manager, in the dark suit, second from right, in 


the front row. 
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EMPIRE 
Rowena 





AY, (¢. ty 
i : 
a 2 a Bread 


a a ey 


There is no substitute for experience. Nearly a century devoted to 


the making of bolts and nuts has given all R B & W products the 
benefit of that intensely valuable and practical, yet invisible, 
element—experience. 

It takes more than good materials and skilled workmanship to 
achieve a position of leadership and to hold it for over ninety years. 
It takes control of the selection of raw materials, unswerving adher- 
ence to high standards of practice in production, fair dealing with 
customers, sound policies underlying operation and management. 
In all these, experience is a dependable guide and counsellor. 

Experience is reflected in R B & W products because it has been 
handed down from father to son, together with traditions and ideals 
which have won the enviable distinction of leadership with 


EMPIRE Brand Bolts, Nuts and Rivets. 





BOLTS: Carriage + Machine - Lag + Plow - Stove « Elevator - Step - Tap - Wire 
Wheel & Rim - Battery - U-Bolts - Semi-Finished - Automotive Replacement 

NUTS: Cold Punched + Semi-Finished - Hot Pressed - Case Hardened - Slotted - Castle 

RIVETS: Standard - Tinners’ + Coopers’ - Culvert SCREWS: Cap « Machine - Hanger 

WASHERS: Plate + Burrs PINS: Clevis + Hinge 

MATERIALS: Alloys « Steels - Non-ferrous Metals RODS: Stove + Seat + Ladder 

PLATED PARTS: Cadmium - Zinc : Chromium - Nickel - Hot Galvanized + Copper « Tin 

SPECIAL UPSET AND PUNCHED PRODUCTS 


are 
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ZY, 


EMPIRE 
MACHINE BOLTS 
EMPIRE Machine Bolts and 
Nuts are carried in stock in 
all standard sizes and in 
many special sizes. Their 
threads are produced to close 
tolerances under constant 1n- 
spection. They have a clean, 
smooth fit to a gauge and 

never jam or strip. 

The accuracy and unvary- 
ing high quality of RB& W 
EMPIRE products are of 
great assistance in speeding 
up assembly in all types of 
industrial production. The 
cooperation of the RBAW 
E:ngineering Service is always 
available. 











NEWS 


Johnston Company 
Revamps Show Room 


@The Wm. T. Johnston Company, 
210 Vine Street, Cincinnati, Ohio, 
has revamped its show room in 
order to carry small lots of various 
materials on its show room floor. 


The accompanying photograph | 
shows a small corner devoted to} 
the Delta line, South Bend lathes, 
grinders, and so forth. 

The counters are placed in the 
back of the room so that pur- 
chasers pass by the displays to 
reach counters. H. H. Johnston, | 
vice-president and treasurer, states | 
that since this new arrangement | 
has been put into effect, the counter | 
business has been increased con- | 
siderably. 
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Manufacturers Supply 
Increases Capital Stock 


@®The capital stock of :Manufac- | 
turers Supply Company, Grand 
Rapids, Michigan was increased | 
from $15,000 to $25,000 recently. | 
The officers of this company are 
E. H. Idema, president; Henry 
Idema II, vice-president and Mary 
P. Idema, secretary and treasurer. 

New lines taken on by the com- 
pany are “Hexacon” electric solder- 
ing irons, Osborn brushes and 
Shakeproof lock-washers. 


Nelson Company Adds 
Heating Engineer 


®The manufacturing division of 
the Nelson Company, Detroit, Mich- 
igan, announces that Ed Root has 
joined its staff of heating and air | 
conditioning engineers. Mr. Root 


Statistics show that 29% of industrial 
accidents occur in handling objects. Industrial executives, 
troubled by that 29%, seek every effective means to reduce it. 
The Plymouth Cordage Company—through its advertising— 
is telling these buyers that Plymouth Ship Brand Manila Rope 
is the pre-eminently safe rope, because Plymouth maintains the 
highest uniform, controlled quality through superior methods of 
fiber selection, re-grading, preparation, lubrication, and spinning. 

Distributors will find that pushing Plymouth Manila Rope 


means more rope sales and more satisfied industrial customers. 


PLYMOUTH CORDAGE COMPANY 


NORTH PLYMOUTH, MASS. AND WELLAND, CANADA 


Sales Branches: New York, Boston, Baltimore, Philadelphia, 


Cleveland, Chicago, New Orleans, San Francisco. 


PLYMOUTH - 40.0 2th: 
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T. S. McSHANE, Vice Pres. 
American Machinery & Supply Co. 
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Goodrich Distributor tJ yiket Qh 
ing Data, Industrial Rubber Goods 




























is backed by complete 
magazine and direct-mail 
advertising campaigns 
by which he benefits in 
sales and inquiries. Here 
are typical direct-mail 
sales builders supplied 
the Goodrich Distributor. 


B Goodrich ** | 


wv 


i. 
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McGILL Lamp Guards are 
PROFITABLE 


Approved by 


Underwriters’ 
Laboratories 


BULLDOG 





No, 4675 Wood Handle Guard 


i 























No. 1425 
Loxon Guard 














No. 1600 
Gripon Guard 


Rubber Handle 
Guard 


Practically every place where lamp 
bulbs are used, McGILL Lamp Guards 
can be sold—in shops and factories of 
all kinds. Foundries. Stores. Ware- 
houses. Institutions. Garages. In fact, 
the field is almost unlimited. 


McGILL Lamp Guards pay for them- 
selves over and over in savings they 
make. They prevent lamp breakage 
and theft. They eliminate certain dan- 
gers to employees, buildings and ma- 
terials — injuries, shocks, fires, explo- 
sions. 


McGILL Lamp Guards are well 
known to your trade. They outlast or- 
dinary guards many times. They sell 
the year around, and repeat in volume. 
They are priced right, carry good dis- 
counts, and they sell only through job- 
bers! 








COMPLETE LINE 


— Shown here are only a few of 
; the wide McGILL line—there’s 
a type and size for every pur- 
pose. If they are not already 
included in your stock items, 
we will be glad to explain our 
Jobber Policy. 




















WRITE FOR CATALOG 








‘No. 1439 
Wall Guard 


(P.O. Box 669) 











a * 
Steel Wire Lamp | 
Lamp Guards @ Coloring Fluid 
” 2 


Portable 


NEWS 


is well known in the heating in- 
dustry both from his former con- 
nection with the Detroit Safety 
Furnace Company, and from his 
association as lecturer at the short 
course in air conditioning that is 
held for heating and air condition- 
ing contractors each year at the 
State College in Lansing, Michi- 
gan. 


Personnel Changes in 
George Motter’s Sons Supply 


® The following changes in the per- 
sonnel of George F. Motter’s Sons 
Supply Company, York, Pennsylva- 
nia, were recently announced: 

George C. Ruby, sales manager, 
has been elected vice-president in 
charge of sales, and S. S. Brenner 
appointed assistent sales manager. 
A. M. Lewis has been appointed 
purchasing agent. 

Walter G. Miller has been added 
to the sales force. Mr. Miller will 
specialize in electrical sales, and 
prior to joining the company was 
associated with York Ice Machinery 
Corporation and the Martin-Perry 
Corporation of York. 

New lines added by Motter’s 
Sons Supply are Link-Belt chain, 
sprockets and reducers; Ohio Val- 
ley sheaves and V-belts, and “Key” 
aluminum paint. 


Expands Tool Line 


@A complete line of metal cutting 
tools and accessories has been added 
by R. C. Neal Company, Incorpo- 
rated, Buffalo, New York as fol- 
lows: Tomkins-Johnson Company’s 
complete line of air cylinders, air 





Harry Witmer, manager of the mill 
supply department of Warren Bal- 


ash was B&B [sb mm BAS 


MANUFACTURING CO. 


Electrical Specialties of Quality —. 
ESTABLISHED 1004 Exc. 


VALPARAISO + INDIANA 


Soldering Flux derston Company, Trenton, New Jer- 
* 


sey, and “Doc” Coleman, Toledo Pipe 
Threading Machine Company. Our 
guess is that Mr. Witmer is giving 
“Doc” an order, or else his observa- 
tions on the state of business. 


Stationary 
Wall Type 
Lock-On, Etc, 
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From|:| (sli speed to|_0 \\ speed 


EASIER, MORE PROFITABLE 
SALES WITH THE NEW 


VARI-PITCH 


TEXROPE SHEAVE 


You know the advantages of selling a line with 
established acceptance. The advantages of selling 
a completely rounded out line are also clear. 

To the established acceptance of Texrope prod- 
ucts, the new Vari-Pitch Texrope Sheave adds the 
advantage of making it the most complete multiple 
V- Belt line in the power transmission field. 

In the new Vari-Pitch Sheave, by a simple adjust- 
ment that takes but a few moments, the diameter 
can be altered so as to give a variation in speed of 
from 15 to 25 per cent per sheave. This permits 
users to experiment with different speeds to ascer- 
tain at just what speed their machines show the 
highest efficiency; it permits them to take advantage 
of higher speed cutting tools; it permits them to 
make different products on the same machine, some 
of which may require higher, some lower speeds 

Vari-Pitch Sheaves are made in stationary and 
motion control types. In the motion control type 
speeds can be instantly varied to the full range 
while the drive is in operation. 

This new Texrope product offers you an oppor 
tunity to “cash in” on new applications, and con 
versions, in a great variety of industries. 

The Vari-Pitch Texrope Sheave is unique in that 
there is nothing like it on the market and it is onl 
available through the Allis-Chalmers Mfg. Co. 


Write for Vari-Pitch Bulletin No. 1261 


Straitline Automatic Ball Bearing Motor Base developed 
for the motion control Vari-Pitch Sheave. You simply turn 
the hand wheel to alter the diameter of the sheave ana 
simultaneously the base moves forward or backward td 
maintain proper belt tension. 


Belts by Goodrich 






































NEWS 


chucks and riveting machines; 
Universal Engineering Company’s 
complete line of bushings for jig 
‘ and fixture work; Syntron Com- 
pary’s ling;-of electric hammers; 
and FootBurt Company’s line of 
sensitive 4rill presses. 








Here’s a combination of utility and strength that can’t be equalled! The 
CM PULLER with HERC-ALLOY (Heat Treated Alloy) Steel Chain fits 
into a hundred and one heavy “odd” jobs in every industry ... is tough 
and durable... and adaptable to all varieties of pulling and lifting jobs 
(up to 3000 lbs.) no matter what the angle. Saves time .. . eliminates 
make-shift set-ups. Economically priced. 


LIGHTWEIGHT 


Carrying and setting the CM Puller in 
position requires little effort. One man 
can do an efficient job with it. Besides 
being lightweight, it is compact and con- 
veniently stored. Has chain that cannot 
kink or be bent or strained in handling 
or storage. 


EASY TO OPERATE 


The CM Puller is spur geared, operated 
by a ratchet handle—somewhat similar 
to a jack—controlled by buttons “A” 
and “B”. “Free-wheeling” permits quick 
chain adjustment... Automatic friction 
break holds load rigidly suspended at 
any point. 


FOR HEAVIEST DUTY 


The design and construction of the CM 
Puller is 100% heavy duty. “Herc-Alloy” 
Chain is double duty both in strength 
and long-wearing qualities...Write for 
descriptive folder. Chisholm-Moore 
Hoist Corporation, 14 Fremont Ave., 
Tonawanda, N. Y. (Division Columbus- 
McKinnon Chain Corp.) 
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Designed and built by CHISHOLM-MOORE 
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Sam Davis, general manager, with 
two of his aides in the conduct of 
the business of the McNeal Machin- 
ery Company, Joplin, Missouri. Mr. 
Davis is in the center, right is J. E. 
Rhodes, apa left, G. W. Jackson. 





New Lines for Factory Supply 


@ Factory Supply Company, Muske- 
gon, Michigan, has added Chicago 
Screw Company’s cap and _ set 
screws, nuts and taper pins; Van 
Dorn electric tools and Jewel lamps 
to its line of industrial supplies. 


Addition to Grandsen 
Sales Force 


®C. L. Grandsen and Company, De- 
troit, Michigan, has announced the 
addition of R. S. Berry to its sales 
force, cémmencing March 1. 


“Dutch” Krudup Wins 
Valdura’s Grand Prize 


@H. “Dutch” Krudup, Jr. of W. J. 
Holliday and Company, Hammond, 
Indiana, won the grand prize for 
December of $200 in the “Fifty 
Club” contest conducted by Ameri- 
can Asphalt Paint Company, Chi- 
cago, manufacturers of Valdura 
products. Duane M. Folsom of 
Pacific Mill and Mine Supply Com- 
pany, San Francisco, won the third 
grand prize of $75.00. 

The grand prize consisted of two 
shares of American Asphalt Paint 
Company’s 7% preferred stock, 








Once a week the operator attaches hose to 
nearest outlet, applies Alemite Coupling to 
Alemite Fitting, pulls the trigger, and moves 
to the next bearing. Minimum labor; no 
wasted lubricant; no bearing failures! 


ERE’S Alemite-selling ammunition 

to pile up results for you! When 

your industrial customers ask for proof, 
give ’em the Carnegie-TIIlinois Steei story! 


It’s typical of the way “big business” goes 
for Alemite Controlled Lubrication! 


These are the facts: 35 Alemite Power Guns, 
each connected to header piping which 
encircles machines. Outlets every 20 feet. 
Operator attaches hose equipped with 
Alemite Button Head Coupling and con- 
trol valve. Bearings equipped with Alemite 
Giant Button Head Fittings. 


Metered delivery to each bearing, under 
pressure, has kept this mill free from 
a single bearing failure during the entire 
eight years since it began operation. 


Alemite Power Guns can be employed for 
a piped installation to fit any situation. 
Pipes are tapped just like air or water sys- 
tems. Business, whether large or small, 
needs the time-saving, money-saving, bear- 
ing-saving accuracy of Alemite Controlled 
Lubrication. There’s an Alemite System, 
power or manually operated, to fit the 
requirements of every industry you serve. 
You make a good profit on the sale, and 
Alemite’s good-will building paves the way 
for you to sell again and again! 


CONTROLLED 
LUMI 


Plain bearings on this 54” blooming mill 

manipulator get metered lubrication twice 

weekly — delivered quickly, accurately, 
right into the bearing surface. 


This is a year of modernizing factory equip- 
ment. Lubrication methods deserve major 
attention in any modernizing campaign. 
Sell modern Alemite Lubrication Systems 
and make yourself some real money! 


ALEMITE —A Div. of Stewart-Warner Corp'n. 


1886 Diversey Parkway Chicago, Illinois 


Stewart -Warner-Alemite Corporation of Canada, Lrtd., 
Belleville, Ontario, Canada 


LUBRICATION 


Alemite Barrel 
Pumps convert 
original grease 
drums into modern power guns, there- 
by eliminating handling of lubricant. 


ENJOY 
HORACE HEIDT 
AND HIS ALEMITE 
BRIGADIERS EVERY 
THURSDAY, 10:00 P. M., 
EASTERN STANDARD 
TIME, ON COAST-TO- 





COAST COLUMBIA 
NETWORK 


























is built on 


Recognized Quality 





DESMOND DRESSERS & CUTTERS 


=> Nae 





The Desmond-Hex Dresser No. O Desmond Cutters 


We manufacture the only complete line of Grinding Wheel 
Dressers and Cutters and for over 30 years, through our dis- 
tributors, we have served industrial plants in keeping their 
grinding wheels free cutting and true. 





SIMPLEX Steel Slide VISES 





Stationary Base Swivel Base 


These modern Simplex Steel Slide Vises with the exclusive 
solid steel slide are giving users longer service and greater 
strength for their vise requirements. They are sold through 
distributors who receive full protection and sales assistance. 





CHECK THESE SELLING POINTS 


From our complete line we can furnish you the proper dresser for every 
customer’s requirements. 

Your customers can easily see the added strength and service they receive 
in a solid steel slide vise. 

Desmond Dressers and Simplex Vises are nationally advertised to make 
them easier for you to sell. You. customers know their value and quality. 
All Desmond Dressers and Simplex Vises are guaranteed to give complete 
satisfaction to the distributors and their customers. 











tHe DESMOND-STEPHAN mec. co. 
URBANA, OHIO 
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NEWS 


and the third prize consisted of five 
shares of Class “A” common stock. 
Quite a number of mill supply 
men were qualifiers in this same 
contest as follows: C. A. Hukill, 
Chandler-Boyd Supply Company, 
Pittsburgh; Edw. Steckler, Fulton, 
Mehring and Hauser Company, 
York, Pennsylvania; Harry Priewe, 
Pacific Mill and Mine Supply Com- 
pany, San Francisco; and Carl Ball, 
Strong, Carlisle and Hammond 
Company, Cleveland, Ohio. 


Broadside Announces New 
Intermountain Activity 


@The Intermountain Belting and 
Packing Company, Denver, has 
been appointed exclusive distribu- 
tor on the line of arc welding equip- 
ment manufactured by the Lincoln 
Electric Company. Announcement 
to the trade has been made through 
an attractive brochure, which car- 
ries on the first page a picture of 
Jack H. Johnson, president and 
general manager of Intermountain, 
shaking hands with an operator of 
arc welding equipment, and the 
heading: “Joining hands to create 
a new measure of service to you!” 
The remaining pages of the folder 
are devoted to information on the 
line of welders and electrodes man- 
ufactured by Lincoln and various 
application pictures. 





C. S. Chase of the Smith-Winchester 
Company, Jackson, Michigan, “takes 
on” two manufacturers for this snap- 
shot by MILL SUPPLIES’ roving 
camera man. Mr. Chase (center) is 
flanked by A. C. Bass from the Chi- 
cago office of I. B. Williams and 
Sons (left), and G. W. Stoiber of the 
Detroit office of The Black and 
Decker Manufacturing Company. 
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Colonel Clipper 
tells the World 


Coen CLIPPER 
—in lively vein—made his first 
appearance in the Saturday Eve- 
ning Post of May 2nd. 


He lost no time in telling folks 
that Clipper Belt Hooks— 


1. Provide a joint as flexible 
as the belt itself. 


2. Are made from the great- 
est fatigue-resisting steel 
obtainable. 


Are carded for finger-pro- 
tection. 


And that when the card 
has served its purpose, it 
is easily removed and does 
not prevent proper em- 
bedding of hooks. 


We are not quoting the Colonel 
literally, but he did a good job 
of expressing Clipper leadership. 
Need we remind you that it pays 
to stock a full line of Clipper 
Carded Belt Hooks, Clipper Belt 
Lacers, Clipper Belt Cutters, Clip- 
per Rawhide Pins and Clipper 
Special Pins. 


CLIPPER BELT LACER COMPANY 
Grand Rapids, Michigan, U. S. A. 


EQUIPMENT 
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“COMING EVENTS 


CAST THEIR SHADOWS BEFORE’’ 


A Convention Thought by the Makers 
of ‘SAFETY BELT HOOKS... . Today’s Standard 


A convention number of any industrial publication is usually 
looked upon and advised as an excellent opportunity to gain 
special attention for one’s product. 


Undoubtedly this is true, but we are inclined to emphasize the 
greater opportunity that lies in conventions and convention num- 
bers for broadening one’s outlook and for the gaining of new 
ideas and new visions. 





Li dy | 
dlalctal alata 


d Vc ht ha ha 


| 


i | 
ridin 


1 
| 
¢ia 


wat | ed fod | et 





HERE ARE 25 SAFETY 
HOOKS PULLING AS 
ONE UNIT HELD BY THE 
STEEL BINDER BARS 


HERE ARE 25 HOOKS 
PULLING AS 25 UNITS 
EACH ONE BY ITSELF 





The mill supply industry is steadily swinging 
into a new era of merchandising and selling. 


THIS will be the keynote of the convention program, and while this 

issue of Mill Supplies contains much of value in the constructive 
messages by manufacturers, and forward looking articles in its news 
columns—all worthy of careful reading—to us the big thing for the 
industry to focus on at this time is better merchandising and selling. Ask 
any manufacturer or distributor with his ear to the ground, and he will 
tell you that the day of mere jobbing is over and that distributors rapidly 
are taking their place with other retailers, (and the distributor is a 
retailer) as real merchandisers. For it is clearly apparent to these alert 
men that merchandising and selling programs are not alone highly 
desirable from a profit standpoint, but are a necessity for progress, if, in- 
deed not for absolute survival. It is better to string along with what is being 
done than to stand pat on what used to be done: Because what was done 


will be 
SAFETY BELT-LACER CO. 


old stuff tomorrow. 
Toledo, Ohio 


yesterday 


so rapidly are we 


Factories Bldg., 


moving in industry. 
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NEWS 


Chandler-Boyd Inaugurates 
Special Heating Department 


@A heating department has been 
organized by the Chandier-Boyd 
Supply Company of Pittsburgh, to 
afford a convenient and adequate 





EUGENE W. STITT 


source of supply for equipment and 
repair parts for low pressure steam, 
hot water and vapor heating 
systems. 

This new department is under 
the direction of Eugene Stitt, who 
is well known in the Pittsburgh 
tri-state district through his pre- 
vious sales and engineering con- 
nections with the U. S. Radiator 
Corporation, Hoffman Specialty 
Company and the National Radia- 
tor Corporation. He is a graduate 
of Pennsylvania State College in 
mechanical engineering. 

As special stocking distributors 
for C. A. Dunham Company heat- 
ing equipment, Chandler-Boyd will 
maintain a complete stock of Dun- 
ham traps, valves and vapor special- 
ties and repair parts, and will be 
facilitated sto furnish promptly 
boilers, radiators, unit heaters, 
pumps and all heating accessories, 
including a very extensive line of 
pipe and fittings. 


Frank D. Hoag Dies 


@Frank D. Hoag, treasurer of 
Hibbard, Spencer, Bartlett and 
Company, Chicago, died Monday, 
April 6, in his home in LaGrange. 
Illinois, following an illness which 
had lasted since last October. 

Mr. Hoag had been assoriated 
with Hibbard, Spencer, Bartlett for 
55 years. 



















» That reason is the WAVY TEETH 
construction of a Nucut File (Patent 
No. 2027039). These WAVY TEETH re- 
move more metal, and leave a smoother 
finish. Even experienced File buyers are 


surprised —and pleased. 


By comparison and test, Nucut WAVY 
TEETH Files will prove that they do 
better work, last longer, and reduce 
total File costs for any File user. Sam- 
ples for test will be sent upon request. 


Heller Brothers Company, Newark, N. J. 


GOOD TOOLS SINCE 1836 


HELLER “NUCUT” WAVY TEETH FILES 
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DISTRIBUTORS! 


Mill Supply Houses in 
these days know that in 
the sale of such items as 
bolts, nuts and screws, a 
good name can be a 
wonderful help. 
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BOLTS 






A good name isn’t built 
in a day. It represents 
years of effort—holding 
to high ideals—using 
good materials — de- 
manding fine workman- 
ship. And that’s what 
has made the name 
CLARK mean what it 
does today— 


QUALITY 


SERVICE 


DEPENDABILITY 


CuarxProsPour (bh 


Charles St., MILLDALE, CONN. 





SCREWS 






















EAVES 


New Officers for 
Varick Company 


|@ The following new officers were 


elected by John B. Varick Com- 
pany, Manchester, New Hampshire, 
recently: George E. McClintock, 
president and general manager; 
Thomas R. Gould, treasurer, and 
Samuel F. Burleigh, director. 


Fort Wayne House to 
Stage Exhibit 


@® The Fort Wayne Pipe and Supply 
Company, Fort Wayne, Indiana, 
will sponsor an industrial show on 
May 19, 20 and 21, according to 








announcement by J. H. Schroeder, 
vice-president and manager. Be- 
tween 25 and 30 manufacturers 
will be represented with exhibits 
at this show, which will be staged 
in quarters especially rented for the 
| occasion. 


| Fairmont Supply 
| Modernizes Plant 


|@ The main warehouse building of 
Fairmont Supply Company, Fair- 
mont, West Virginia, has been 
completely modernized and_ the 
entire first floor has been changed. 





Morris H. “Bud” Young, vice-presi- 
dent and sales manager of Neill- 
LaVielle Supply Company, Louis- 
ville, Kentucky, has been with the 
company for about 20 years, during 
which time he served in the sales 
department. According to Fred 
Pfeiffer, president, “Bud” is one of 
the best mill supply salesmen in the 
Kentucky territory. 
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AIBiCls 
of | 
V-BELTS 


This Manual enables Mill Supply 
Salesmen to sell Dayton Cog-Belts 
in minimum time and with the least 
effort. It tells a quick, logical sales 
story and is proving highly effective 
in securing business. 

One of the outstanding advantages 
of the Dayton Cog-Belt Drive is 
space saving. It’s an advantage that 
interests every belt buyer. See how 
hard-and-fast this point is driven 
home on the page of the Dayton 
Sales Manual reproduced here. 


ree! 





TO DAYTON COG-BELT 
SALESMEN | 





All the facts about Dayton Cog- 
Belts are similarly illustrated in the 
Manual. It tells a complete, con- 
vincing sales story about their exclu- 
sive and patented features. The many 
applications of Dayton Drives are 
clearly explained. And a large sec- 
tion of the Manual is devoted to 
pictures of Dayton installations— 
200 of them. Here you find examples 
which show how Dayton Cog-Belt 


ne 
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Drives meet the individual require- 
ments of every power user. 

If you handle Dayton Cog-Belts, 
use the Manual wherever there’s the 
possibility of making a sale. If you 
don’t handle the Dayton Line, ask 
for complete information. 


THE DAYTON RUBBER MBG. CO. 


DAYTON, OHIO 
World's — -y Manufacturers of V-Belts 
Manufacturers also of Dayton Fan Belts, Dayton 
Red Tube Radiator Hose, Dayton Thorobred Tires, 
Dayco Printers’ Rollers 





COG-BELT DRIVES—F.H.P. V-BELT DRIVES—V-FLAT DRIVES—DAYCOIL 
OIL-PROOF V-BELTS—COMPLETE DRIVES, PULLEYS AND BELTS IN STOCK 
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FREE: We will 
furnish two color 
catalog pages on 
any Atkins Brand 
merchandise _to 
fit each  sales- 
man’s catalog. 
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Winner 


Atkins Silver Steel Hacksaws . . . the Blades with the 
Blue End . . . win in any competition. Whatever the 
metal cutting job is, whether on power equipped cutting 
machines or tough metal cutting jobs by hand, Atkins 
Silver Steel Hacksaws are depended upon to do the job 
easier, faster and better. 


Men who use Atkins Blue End Blades know that they 
stay sharp longer and cut more metal than any other 
blade on the market. 


In 1936 Atkins will continue to tell the story of Blue 
End Hacksaw Blades to thousands in the metal working 
industry. Atkins is promoting sales for you by adver- 
tising in the leading trade papers, supported by direct 
mail. Not just occasionally—it’s bang, bang, bang all 
year around. This means quicker turnover and extra 
profits when you sell Atkins Silver Steel and Alloy Hack- 
saw Blades. E. C. Atkins and Company, 420 South 
Illinois Street, Indianapolis, Indiana. 


ATKINS Silex Steel SAWS 


A FAMILY OF CHAMPIONS 
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New steel shelving was erected, old 
bins repainted and fast moving 
items have been placed on the first 
floor with slow moving items placed 
in storage space. A new electric 
lighting system has also been in- 
stalled. The picture shown above 
is the interior of the remodeled 
warehouse. 

In addition, a new office building 
was built in 1935 adjoining the 
main warehouse. The office has 
an indirect lighting system, im- 
proved filing cabinets, billing ma- 
chines, and so forth. 


Expands Sales Force 


@ M. L. Foss, Incorporated, Denver, 
Colorado, has added Wayne Kis- 
thard to its outside selling force, 
to cover southern and western 
Colorado and an inside salesman 
in its steel department. Three 
counter clerks have also been added. 








At a recent Purchasing Agents’ Show 
in Philadelphia, our photographer 
caught W. J. Rainey, industrial sales- 
man for McArdle and Cooney, In- 
corporated, Philadelphia, watching 
the visitors’ observations on products 
displayed by the company. 
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R. H. Dick, president, Barrington 
Associates, Incorporated, New York 
City. Mr. Dick will address the 
opening session of the Triple Mill 
Supply Convention at Atlantic City. 
His subject will be “There Is No 
Royal Road in Ma keting.” 


Charles Products Moves to 
Larger Quarters 


@On May 1 Charles Products Com- 
pany, Chicago, moved its offices to 
327 West Madison Street from 155 
West Madison Street. This new 
location is many times larger than 
the former location, and has all the 
best facilities for operating an 
up-to-date supply business, ac- 
cording to Mr. Gartner of the 
company. 

The company also reports that 
1935 was a very successful year 
and that the company will add a 
number of new industrial lines dur- 
ing this year. 


Chandler and Farquhar 
Holds Tools and Mill 
Supply Exhibit 


@A Chandler and Farquhar Com- 
pany Exposition of fine mechanics’ 
tools and mill supplies, under the 
auspices of Chandler and Farquhar 
Company, Incorporated, 260 De- 
vonshire Street, Boston, was held 
May 5 to 10, from 10 a.m. to 10 
p.m., at the company’s offices. 

Admission was by ticket only, 
which was supplied free of charge 
to all who requested tickets. The 
committee in charge of the exposi- 
tion was composed of Walter A. 
Dow, chairman, Walter E. Currier 
and James F. Donahue. 















Competition 


Atkins Band Saws for wood or metal cutting are winners. 
Made of tough steel, heat treated, perfectly ground and 
correctly tempered ...they are the first choice of 
progressive operators everywhere . . . they are first 
in sales and profits for the distributor. 


In 1936 Atkins will not “just meet competition” . . . 
Atkins will continue to be first because of continuous 
sales promotion . . . constant production of the best 


in Saws. To the distributor this means quicker turn- 
over and extra profits, plus Atkins’ guarantee of satis- 
faction which is always back of every Atkins saw you 


sell. 


All orders will receive prompt attention. E. C. Atkins 


and Company, 420 South Illinois Street, Indianapolis, 
Indiana. 





FREE: We will 
furnish illus- 
trated sales helps 
imprinted with 
your name, 
address and 
‘phone number 
—no obligation. 


ATKINS Siler Steel SAWS 


A FAMILY OF CHAMPIONS 
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Fig. 123 ““N-M-D” 
Non-Metallic Disc 
Illustrated Circular No. 





This Messages) Uddsessed loLunkenherme' 
Dishitulors and Theis Salesmen. 


Real Value 
Goes Beyond Initial Cost 





Buyers who analyze values 
know that first cost seldom re- 
flects the real value of pur- 
chased equipment. They look 
beyond the invoice price, to 
what they get in terms of long 
service life, operating effi- 
ciency, and dependability—in 
other words, in terms of real 
value 
rather than the 
savings in low first cost. 

You, as Lunkenheimer dis- 


tributors and salesmen, can 
help buyers analyze valve 
values. You can show and 


convince them that you have | ciated with his father in the man- 


the line and the facilities to 
give them the kind of service 


and values they have a right to | 


expect. 


The most that ever need be | 


asked for any Lunkenheimer 
product is an opportunity for 
it to prove itself in service. 
Once installed, it 
your best sales and 


help, 


through daily duty well per- | 


formed, aids in leading the 
eventual standardiza- 
on Lunkenheimer, and 
steady repeat business. 


way to 
tion 


THE LUNKENHEIMER SO 


—= QUALITY = 
CINCINNATI, OHIO. U.S. A. 


YORK CHICAGO BOSTON 
SAN FRANCISCO 


VST. NEW YORK 


SELL QUALITY - SELL LUNKENHEIMER 
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Seeks Position in West 


@A salesman specializing in trans- 
mission equipment, mechanical 
rubber goods, pipe valves, fittings, 
and so forth, is desirous of locat- 


| ing in either California, Arizona, 


New Mexico or Texas. In addi- 
tion to many years of direct sale 
contacts, this man has had several 
years’ experience in charge of 
salesmen of industrial supplies. 
Letters addressed to News Editor. 
MILL SUPPLIES, New York City. 
will be forwarded to interested 
party. 


A. H. Seep Dies 


@ Albert H. Seep, president of The 
Mine and Smelter Supply Com- 
pany, Denver, Colorado, died at St. 
Joseph’s Hospital, Denver, Satur- 
day, March 28, after a long illness. 

He was born in Titusville, Penn- 
sylvania, sixty-four years ago, and 
after he graduated from Cornell 
University, Mr. Seep was for a 
time connected with the Snow 
Steam Pump Company of Buffalo, 
New York. In 1901, at the age of 
29, he went west and became asso- 


agement of The Mine and Smelter 
Company, of which he has been 
president since 1929. 








Russell C. Duncan, president, R. C. 
Duncan Company, Minneapolis, Min- 
nesota, who will join Mr. Hatch in 
the presentation of the subject “The 
Proper Use of Special Representa- 
tives of Manufacturers,” at the Tues- 
day afternoon meeting of the Triple 
Mill Supply Convention at Atlantic 
City on May 11. 
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New BLACK & 


DECKER Tools 


POWERED TO MEET TODAY'S NEEDS—PRICED TO SUIT TODAY'S BUDGETS 


HOLE SAWS: Used with the '%-inch Special or larger drills, 
Black & Decker Hole Saws cut clean round holes from 34-inch 
to 4-inch diameter in wood, metal, composition or any other 
material a hack saw will cut—for opening soil pipes, tapping 
boilers, cutting conduit boxes, and many similar operations. 
Hole Saws interchangeable on mandrels which hold pilot drill. 


THERE’S A DRILL 
FOR EVERY PURPOSE 
in the World’s Largest-Selling 

Electric Drill Line 


No matter what size or type of portable elec- 
tric drill you require— you'll find a Black & 
Decker Drill which exactly meets your re- 
quirements as to size, power, performance 
and price. The Black & Decker Drill line in- 
cludes 20 models in sizes from *%"’ to 114". 


(Illustrated) THE 44-INCH SPECIAL 
andthe 44-INCH SPEC) AL DRILLS—pow- 
erful drills for hard useinintermittent service. 
The !3-INCH SPECIAL drills up to 1%" 
holes in metal; up to 114” in wood. The '4- 
INCH SPECIAL drills up to 14” holes in 
metal; up to 14” in wood. Their powerful 
Universal motors cannot be stalled when 
drilling up to rated capacity in wood or met- 
al. Streamlined for better balance and easier 

handling. Long wearing anti- 
friction bearings. 

BLACK & DECKER 
DRILL STANDS quickly 
convert B. & D. Drills, into 
sturdy drill presses for accu- 
rate heavy-duty work. 








NO. 31 TORSIMETER ADJUSTABLE CLUTCH SCREW 
DRIVER: Adjustable clutch insures uniform driving by regu- 
lating the amount of torque applied to each job. Ideal for light 
assembly work and general cabinet work. Drives all types of 
wood and metal screws. Also No. 1 and No. 2 Ball Bearing 
Screwdrivers; No. 3 and No. 4 Nut Runners. 


BLACK & DECKER 


World’s Largest Manufacturer of 
PORTABLE ELECTRIC TOOLS 


TOWSON, MARYLAND, JU. S. A. 








More BLACK & DECKER Tools 


TO MEET THE NEEDS OF INDUSTRY TODAY 


NEW PORTABLE SANDERS: For cleaning and smoothing 
wood and metal, removing paint, rust, scale, etc. Light, com- 
pact, easy to handle. Universal motors. Four models: 7’ Light 
Duty, for intermittent use. 7'’ Heavy Duty, for continuous 
service. 7'’ Super Service, for high-speed production. 9” 
Standard, for intermittent use on larger working area. 


NEW 6” SPECIAL BENCH GRINDER: Priced low enough 
to put one at every location in your plant where a light, powerful 
grinder will come in handy for intermittent tool sharpening, light 
grinding, etc. Adjustable tool rests and wheel guards. A quality 
grinder at a sensationally low price. 


NEW NO. 32 ELECTRIC HAMMER: Small, light, powerful. 
New crank action drive. Spring and air cushion absorb recoil. 
Capacity 5%" in concrete. Equipped with No. 0 star drill chuck, 
drift key, carrying case. Also No. 34 Hammer, capacity 114” in 
concrete. Universal motor—120, 220 or 250 volts, optional. 


NEW PORTABLE GRINDERS: Completely redesigned. 
Lighter, sturdier, more powerful, with many advanced features. 
Dust-sealed commutator and switch. Universal Motor. Im- 
proved balance. Improved clog-proof ventilating slots. Ball- 
bearings throughout. Shaped grips, adjustable wheel guards. 
Available in 4-inch, 5-inch and 6-inch models. 


NEW WIDE TYPE GRINDERS: Designed and powered for 
general shop work—grinding, wire brushing, buffing, tool sharp- 
ening, etc. Extended spindle and housing accommodate large, 
odd-shaped pieces. 6-inch and 10-inch models for A. C. or D. C. 
7-inch model for A. C. only. 


PORTABLE ELECTRIC SAWS: Speed work on concrete 
molds, scaffolding, structural framing, crating, general carpentry 
work. Also can be used with metal saws, or with abrasive discs 
for cutting marble, tile, asbestos, etc. Powerful Universal motors; 
self-adjusting safety guard. Made in 6’’, 8’’ and 10” sizes. 


BLACK & DECKER 


World’s Largest Manufacturer of 
PORTABLE ELECTRIC TOOLS 


TOWSON, MARYLAND, JU. S. A. 














Carl A. Channon of Great Lakes 
Supply Corporation, Chicago, who 
will present an explanation of the 
duties of the distributor’s sales 
manager in (a) Securing and main- 
taining efficient coverage of his ter- 
ritory (Territory coverage), and 
(b) Securing and maintaining maxi- 
mum distribution for each major line 
(Product coverage) at the Tuesday 
morning session of the Triple Mill 
Supply Convention at Atlantic City, 
May 12. 





Correction 


@0On page 44 of the April issue of 
MILL SUPPLIES, the name of 
Wessendorff, Nelms and Company, 
Houston, Texas, was_ incorrectly 
spelled. The correct name of the 
president is L. L. Nelms. 


Neal and Brinker in 
New Location 


@ Neal and Brinker Company, New 
York City, moved to 17 Murray 
Street, New York City, from its 
former location at 78 Duane Street. 
The company had been 18 years in 
the latter location. 

Neal and Brinker was started 
in 1892 and was incorporated in 
1896. This is the third move the 
company has made since it was 
started. The new quarters will be 
larger and more modern and will 
enable the company to render the 
highest type of efficient service. 


Adds Complete Stock of 
Electric Motors 


@A complete stock of single-phase 
and three-phase electric motors has 
been added by Horton Machine 
Works, Incorporated, Elmira, New 
York. 








rae onty Complete Line 


of Hydraulic Jacks — 1 to 75 tons 
for the industrial field .... . 





































LLUSTRATIONS on this page 
show some of the many industrial 
uses for Blackhawk Hydraulics. 
There are hundreds of applications 
—lifting, bending, moving, straight- 
ening, pressing, pushing, pulling, 
shaping jobs that call for Blackhawk’'s 
tremendous hydraulic power — and 
precision micro-control. Many for- 
mer “heating” jobs can now be done 
“cold” — in much less time and with 
lower labor costs. 


Six hundred tons of concrete easily 
with a Blackhawk 7 
One 


means gaving in 


jolted loose 


ton hydraulic, man operation 


idnh power 


A complete line of rugged, depend- 
able jacks—! to 75 tons—Blackhawk Thi 
Hydraulics are ready for any LIFT- 
UP. But that’s not all. They are so 
easy to operate—so easy to “set up” 
in so many industrial applications 
—that they offer a remarkable op- 
portunity for increased sales and 
profits for Mill Supply Dealers. 


Blackhawk 
portable bending 


50-ton 


bending in one day 


We'll gladly send complete 
information whenever you 
say the word. Just WRITE! 


BLACKHAWK MFG. COMPANY 
Milwaukee, Wisconsin 


J 
Sole Canadian Distributor: 


The Canadian Fairbanks-Morse Co., Limited 


. a _ Nothing like Plackhawk hydr 
Branches in all Principal Cities _—— = ; 
power for bridge constru 
Instant power--either h 


upright positio 
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“Will increase 
fleet to 150 


our 


EViitoele him ertittae Bulle <i 





So writes an official of The Independent Pier Company, 
Philadelphia, Pa., who continues: “ We have in service 50 or 
more of your Pressed Steel Hand Trucks, some of which were 


purchased in 1930. Our freight handlers like them so 
they will not use a truck of any other make when an 


well that 
American 


Hand Truck is available. We have never had the occasion to 
repair any of your steel trucks although they have been used 


right along for handling all kinds of heavy loads.” 


Throughout America hand truck users are stand- 





ardizing on American Pressed Steel Hand Trucks 
on a basis of better service and greater savings. 
There is an “American” for every material 
handling need. Select yours from the American 
Hand Truck Catalog. Write for it now! 














THE AMERICAN PULLEY COMPANY 
4200 Wissahickon Avenue, Philadelphia, Pa. 


The labor saving 
floor saving, rubber- 
tired, roller - bearing 
**“american’ * hand 
truck wheel. 


Aen AN 


HAND TRUCKS 
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Sales-o-Grams 
(Continued from page 62) 





over the fence near the rear of the 
plant, climbed over, with much 
grunting and groaning, only to fall 
right into the arms of the watch- 
man. He had to talk fast to keep 
out of jail, but so well did he do 
his job, that he got in to see the 


[plant engineer within a_ week. 


While he doesn’t advocate this 
“back fence” type of selling as 
regular exercise, he does feel that 
you can’t sell power plant supplies 
unless you “get in and get dirty.” 
He must be right—his refractory 
sales alone in the first ten months 
he was on the job topped $35,000. 


@®Ed Dice of Washington Court 
House, Ohio, liked that grinding 
wheel article by Sig Ostenson in 
the April issue very much. Looks 
like it was right down his alley, 
for his grinding wheel and machine 
tool sales to machine shops have 
been “busting right along” during 
the past few months. 


@ That old bugbear — the purchas- 
ing agent’s statement that he has 
a better price—pops up in a letter 
from Claude French, Greenwood, 
Mississippi. It is usually very 
difficult to check on such state- 
ments and many salesmen have 
been cajoled into lower prices by 
false representations. There ought 
to be law! French is finding the 
machine shops, light plants, oil 
mills, lumber mills and ice plants 
unusually active these days. More 
controversy—he prefers to get his 
sales education at sales meetings. 
Thinks he can work better by him- 
self. 





After the Floods 


(Continued from page 47) 





items that were needed in all 
flooded areas. “It will take us 
years to get our catalog files into 
shape again,” says Mr. Cable. 
The Charles C. Lewis Company, 
Springfield, Massachusetts, had 
three feet of water in its lower 
warehouse. The company con- 
tinued to make deliveries with 
eight men on call night and day 
handling requests for all sorts of 
items from pumps to rowboats. 
When there was no power for cold 














..e- Lhe Power-wise 7 


Group their drives 


, Group Drives have 
definitely demonstrated their 
advantages on a basis of 
economy and efficiency. So 
have AMERICAN STEEL SPLIT 
PULLEYS! To make the most of 
the former — investigate the 
merits of the latter. Save two 
ways — by being both power- 
wise and pulley-wise. 


“AMERICANS” require less 
power to operate...at the start, 
because they are lighter... 
while running, because they cut 
the air. They reduce belt slip. 
They are easily installed — cost 
little, and represent a lifetime investment. An AMERICAN PULLEY is not a fire hazard—it 
will not burst destructively — and is free from face rivets that damage and destroy belting. 


—oces © 1 


Select your flat belt pulleys on a basis of true running qualities, strength, safe 
operation, good balance, high efficiency, long life—and “AMERICANS” will 
be your choice! AMERICAN PULLEYS are designed to meet modern produc- 
tion requirements on a better and more economical basis—and they do! The 
advantages of their split construction, interchangeable bushings, strength and 
lightness are reflected in daily production savings and by the yearly pro- 
duction profits of thousands of users. Write for descriptive literature today. 


AMERICAN 


PULLEY COMPANY 


4200 WISSAHICKON AVE. PHILADELPHIA, PA. 


2ZaneD n 
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NEW series OF 
BULLETINS prepared To 


HELP YoU MAKE MONEY | 


Get Them NOW 
-— 


See why Mill Supply Men are 
making 


PROFITS GROW 


with « «© e 





ys 


e ee AUTOVENT 


“31 Series” 


PROPELLER FANS 


ee e AUTOVENT 
BLOWERS 


eee AUTOVENT 
UNIT HEATERS 


This complete new set of bulletins, in 
color, gives full specifications, perform- 
ance data, dimension sheets and applica- 
tions of propeller fans, fan houses, 
louvres, centrifugal blowers with forward 
or backward curved blades,—and unit 
heaters, either steam or electric. It also 
contains information on how to figure 
correct ventilation with propeller fans or 
heating problems with unit heaters. 


AUTOVENT FAN & BLOWER CO. 
1811-25 N. KOSTNER AVE. 
CHICAGO, ILLINOIS 


INVESTIG ATE AUTOVENT “The 
+ 


Complete Line." 


WRITE! 





AUTOVENT FAN & BLOWER COMPANY 

1811-25 WN. Kostner Ave., Chicago, Illinois 

Gentlemen: Please send complete set of bulletins 

covering applications and performance data of: 
Propeller Fans. 0 Blowers ©) Unit Heaters 


Name 


Address 





City State 
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and band saws, everything possible 
was cut with torches. 

At C. A. Turner, Incorporated, 
Pittsburgh, “Chick” Vetter, sales 
manager, told a story of super- 
human effort to serve customers. 
The water came up to the top step, 
but did not come into the first 
floor. Three hundred dozen lan- 
terns were sold before the flood 
really started; of another 300 
dozen, not 50 dozen are on hand 
now. During the ten days before 
power for the elevator was ob- 
tained from the street car com- 
pany, 3,000 pounds of waste were 
moved downstairs by throwing it 
out the window. There were other 
spectacular stunts, customers were 
served. 

Several Pittsburgh houses kept 
men at the telephone company office 
where telephone lines for orders 
were provided. C. A. Turner, In- 
corporated, put its purchasing 
agent in the William Penn Hotel. 
Such arrangements were better 
than nothing, but the need for mes- 
senger service did not make opera- 
tion any easier. Most orders were 
called for. 

The story of what happened 
when four feet of water came into 
Somers, Fitler and Todd, Pitts- 
burgh, was summarized in the last 
issue. One of the incidents that 
sticks in Bill Todd’s mind is when 
his gang carried 37 wheelbarrows, 
each weighing 100 pounds, down 
five flights of stairs to get them 
to a customer. After the emergency 
was over, the demand, here as else- 
where, was for precision tools and 


| electrical equipment. 





Many who had not known it, 
learned that Pyrene fire extin- 
guisher fluid could be used to dry 
out electric wiring. Standard Ma- 
chinists of Pittsburgh sold all their 
fluid and had special shipments 
sent in. 

Pittsburgh Gage and Supply 
Company had water well over a 
man’s head in the front part of the 
first floor. Fortunately, the offices 
were on the second floor. The 
ground at the back of the building 
was higher; access to the building 
was possible. L. L. Brenholts, pur- 
chasing agent, points out that one 
of the after effects for them is an 
installation of new steel shelving. 

In most instances, the clean-up 
work was done quickly; often 
within a week after the water went 


MILL SUPPLIES @® MAY 1936 


UF K/IN 


TAPES - RULES 
PRECISION TOOLS 


| Have You Noticed 


the increased demand 
for Better Tools? 








Mechanics are asking for 


[UFAIN 


“Red End’’ Rules 








The Finest Folding 
Wood Rules Made 


Waterproof Finish—Strike Plates 
Solid Brass Lock Joints 
Marked Both Edges 


Send for 
Window 
Display Card 

on 
“RED END” 
Rules 





in your territory on 


| “RED END” RULES 
Why not sample your salesmen 


Send for Catalog No. 12 


THE [UFKIN RULE [0 


SAGINAW. MICHIGAN. U.S.A 


NEW YORK 


» Lafayette St 


OF Tal-loll-laliat- (oh dol ak’ 
WINDSOR, ONTARIO 
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Maay of the nation’s most 
successful supply houses will tell 
you that among all their many 
different lines of products, Good- 
year Mechanical Rubber Goods are 
one of the three most profitable — 
year after year! 


Three reasons why 


The Goodyear line will make more 
money for you because it is the 
most complete on the market. It 
gives you more service-proved 
products to sell every industry — 
at a wide range of prices. 


Goodyear gives you a great selling 
“edge” with many exclusive de- 
velopments like GoodyearCOMPASS 
Cord Belts, Goodyear HD Asbestos 
Steam Hose, etc., whose unrivalled 
performance records cement old 
customers to you, and win many 
new ones. 


Goodyear helps you sell with the 
largest advertising campaign 


THE GREATEST NAME 


= E 
=> = 
Ss . 
= = 
= = 
= = 


One of the 
TOP THREE 


profit-makers 





behind any line of mechanical 
rubber goods — and with the prac- 
tical field-sales assistance of the 
G.T.M.— Goodyear Technical Men. 


Yet with all these extras the 
Goodyear line costs you nothing 
extra to handle — and its extra 
volume gives you extra profit. Your 
territory may be open — for infor- 
mation write Goodyear, Akron, 
Ohio, or Los Angeles, California. 








A NEW PROFIT OPPORTUNITY FOR 
GOODYEAR DISTRIBUTORS 
| a o. 





For use with this special 
vuleanizer you can now buy 
Goodyear’s long - wearing 
Compass Belt in roll lots— 
and make endless belts in 
your factory or in your cus- 
tomer’s plant. 























MILL SUPPLIES @© MAY 1936 89 

















Paragraphs of ALLEN sales- policy, quoted in part: 


“The Allen sales- policy was established by the company’s founder 
26 years ago... We adhere to distribution through mill supply houses, 
in recognition that prompt and intelligent attention to customers’ needs 
require on-the-ground contacts and acquaintance with individual manu- 
facturers’ problems, as well as on-the-ground stocks of the product. . . 

“On direct orders to the factory, the Allen Distributor in the custom- 
er’s territory gets the discount as surely as if he’d gotten the order. The 
order is billed through him. .. 

“Our aims to make the Allen line profitable to a restricted number, 
rather than less profitable to a larger number. The allocation of Allen 


Distributors is governed by the size and industrial importance of each 
buying center... 


“Allen publishes a suggested resale schedule at a reasonable com- 
petitive level, and makes determined efforts to see that these prices are 
maintained”. .. Complete statement of sales- policy on request. 


THE ALLEN Mirc. COMPANY 


HARrTrorn, Conn. U.$.A. 
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down. There remains the heart- 
breaking job of resorting material 
that was quickly moved out of well- 
arranged bins; the slow task of re- 
conditioning bolts, washers, and so 
on, when that is possible. Much 
pipe was sold filled with mud; 
much had to be reconditioned. 

No one likes a flood. Many com- 
panies—including some mill supply 
houses—have suffered a tremen- 
dous_ set-back. Often the bad 
effects of the disaster are in- 
tangible and not immediately 
evident. Efforts which might have 
been directed to business building 
activities went instead to 
emergency work. 

But, all in all, mill supply houses 
came through better than other 
businesses. There was a big in- 
crease in sales. One Pittsburgh 
man says, “In 10 days we did a 
month’s' business.” For many 
houses the year’s profits will not 
be adversely affected. The net 
effect depends not only upon how 
much water came into the premises, 
but also upon how much initiative 
and push went into moving stock 
out ahead of the water and in 
serving customers under impossible 
conditions. 

There is 


almost universal 
commendation for the coopera- 
ti « given by manufacturers. 


Ermergency orders were rushed by 
truck. Many relaxed established 
practices concerning direct han- 
dling of orders to customers of 
mill supply houses. Special excep- 
tions were made when cash dis- 
count dates fell during the flood 
days. New material was promptly 
shipped to take the place of ma- 
terial that had to be returned for 
reconditioning. 

What are the long-run effects on 
the prestige and customer good- 
will of distributors in the flooded 
area? “Oh, we haven’t thought 
about that,” is the usual answer, 
“there was a big job to be done; we 
did what we could.” 

What distributors could do was 
considerable. Much of what was 
done was in extraordinary effort to 
get customers what they needed. 
That earned the gratitude of many. 
The emergency dramatically proved 
the value to individual companies 
and to the community of industrial 
distributors who have adequate 
stocks instantly available at reason- 
able prices. 
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Onxy MARVEL High-Speed-Edge Hack Saw Blades can be both 


high speed and positively unbreakable; can stand greatly increased tension- 
ing, feed pressures, and cutting speeds; can assure uninterrupted production 
at full capacity on any sawing machine. 


Ownry MARVEL Hand Frames (hot forged aluminum alloy) are abso- 
lutely rigid and indestructible; have machine-type clamping blade holders; 


Genvine 18% Patented will truly tension blade taut without distorting; provide for rotating the blade 
Hoh Seed weld to any of eight positions without removing blade from holders; applies power 


correctly below blade line to prevent blade from sticking in cut. — 


Ownxy MARVEL Hole Saws have the strength for drill press use, the 
‘set’ for deep drilling, a tooth edge of genuine 18% Tungsten High Speed 
Steel welded to a body of non-breakable chrome-vanadium steel. Only 
MARVEL Hole Saws can be recommended as the best for any job, in 
any type of drill. 


Ownxy MARVEL 
provides a full line MARVEL No. 18 


. . Giant Hydraulic 
Eat of sawing machines from nee Skyerewe 


Use small shop saws to the 
NM __ largest ‘‘giant’’ hydraulic, 


high speed sawing ma- 
chines; full ball bearing 
Beene too production saws with au- 


Drill tomatic bar push up, and 
Presses z 9 
—makes a universal band[saw— 


L r ‘ : 
at Low Coat Outstanding sawing ma- 


chines. 
















Ask your local dealer for full information. See our com- 
plete operating exhibit at the Foundry & Allied Products 
Exposition, Detroit, May 4th to 9th; and at the Interna- 
—_ Petroleum Exposition Tulsa, Okla., May 16th to 
23rd. 


Stick to MARVEL exclusively, all-the-way, with assur- 
ance that you are offering the best, with more to sell. 
Every MARVEL item is unique in its field, and defies sub- 
stitution. 

Ask any MARVEL distributor . . . he 

will tell you “Only MARVEL for me.” 


ARMSTRONG-BLUM MFG. CO. 


The Hack Saw Peaple 
353 N. Francisco Ave. CHICAGO, U.S. A. 
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STANDARD DUTY 
Ball Béaringa. 


When we say here’s a 
better drill for less money 
—a real profit maker— 
we mean just that. It’s got 
everything you expect in a 
much higher priced tool. 
Write today for complete 
information and the most 
interesting discount you 
ever saw on drills. 


This Display 
Stand 


furnished free to 
distributors with in- 
itial order—will ac- 
commodate one 4 
inch and two 3 inch 
drills and 10” wide 
— made of wood 
finished in dark 
green—31}4” high—an attrac- 
tive display fixture that really 
“shows off” drills. Order now. 


SIGNAL ELECTRIC MFG. CO. 


Menominee, Michigan 
Offices in principal cities. 




















L. F. Cooper, W. C. Whilden (seated) 
|and J. R. Clark, salesmen for the 
| Briggs-Weaver Machinery Company, 
Dallas, Texas, caught by our photog- 
rapher during their noon hour. These 
busy gentlemen find no other time 
for a few minutes’ respite. 





Good Promotion Put This 
Exhibit Over 


(Continued from page 39) 





posite each manufacturer’s name 
for punching the card and for re- 
cording the number of any catalog 
desired by the visitor. Manufac- 
turers mailed these catalogs later 
and thus spared those attending 
the show the necessity of lugging 
the literature around with them. 

This card gave “I.B.S.” an ac- 
curate record of those attending 
the show. It allowed the company 
to check its carefully kept customer 
analysis cards for additions or cor- 
| rections. It encouraged visits to 
|all the booths. Finally, the requests 
\for catalogs provided a live pros- 
pect list for follow-ups on in- 
| dividual items or lines. 
| This show, like all others which 
are successful, was preceded by 
careful sales promotion. First, a 
| general letter was sent out an- 
|nouncing the affair and outlining 
|its features briefly. Then, sales- 
;}men for Indianapolis Belting took 
out personal invitation cards and 
presented them to all individuals 
|in the various plants and shops 
|they contact whom they felt should 
| visit the show. 

The third step was a letter to a 
selected list inviting recipients to 
attend the Dodge “Power Round- 
up.” With this letter was enclosed 
a return-addressed, government 








|postal card with which the in- 
| dividual was asked to make his 
reservation. Finally, just prior to 
| the show, a postal card was sent to 
ithe general list, containing a brief 
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reminder of “Get Acquainted 
Days.” In the corner of this card 
was a suggestion that basketball 
fans, who would be in Indianapolis 
attending the semi-finals and finals 
in the state high-school champion- 
ship visit the exhibit prior to the 
game. 

Effective signs were placed in 
strategic “spots” throughout the 
building. One, for instance, read: 
“Have You Used Our Engineering 
Department with Your Problems? 
No job too large—none too small. 
(Conveying, trucking, hoist, trans- 
mission, compressor, pumping, 
overhead monorail.) Harry BB. 
Ketcham in charge.” Another listed 
manufacturers represented by In- 
dianapolis Belting and Supply Com- 
pany who did not have exhibits at 
the show, and commented, “They 
say ‘Hello’ and ‘Thanks’—To you 
for your patronage and to us as 
distributors.” 

The entire affair was well- 
planned and ably handled by George 
M. Bockstahler, vice-president and 
general manager of the company; 
A. W. Claffey, assistant manager; 
W. K. Smith, secretary-treasurer; 
Harry B. Ketcham, engineer, and 
the member of the sales, office, store 
and warehouse staffs. 








You would not run onto this par- 
ticular arrangement of open stock 
bins in a month of traveling among 


distributing houses. In this line 
there are 8 rows of double stock 
bins, 20 ft. deep by 9 ft. high, ap- 
proximately. The ends of bins are 
not more than four feet from a great 
row of glass windows looking out on 
the sidewalk. Therefore, the bins 
not only serve their regular pur- 
pose but are a fine display to 
show passers-by some of the things 
that are behind the scenes in an 
industrial warehouse. This is the 
Marshall-Wells warehouse in Aber- 
deen, Washington. Clarence Hunter 
(shown in photograph) is counter 
salesman and chief stock-keeper. 

















KABLE KORD 


challenges any flat 
belt in competition 
































LL. practically every industry ... on flat drives of al! 
sizes and kinds, Kable Kord is demonstrating superior 
performance and longer life over belting that cost double 
the price. The 10” x 240” Kable Kord, seen in the repro- 
duction from a photograph of a refrigeration drive, is 
one of thousands that are saving money for their users. 
Get a prospect to try Kable Kord (endless or in roll) 
on a drive that’s been tough for other belting, and 
Kable Kord will back you up. Its efficiency, durability 
and freedom from attention alone will justify the experi- 


ment...and comparative costs will amaze your customer. 









YOGA CONTACTOR 
ELEMENT 


Vf fj 
TTRE- fom 


OUTER JACKET 
PROTECTS ALL 
1 CORDS, FORMING 


i 2- on IN-1 
We have a real proposition for one wide awake Mill 


TWO- B é LTS 
I 
salted ss pagel ang, Oot Ah ome IN-ONE 


L. H. GILMER COMPANY 
Tacony Philadelphia 
















Manufacturers b.. FOMPCETE ons be p OW es BELTING 


elts — Kat > ind Endless F Belting © Pile Be pr Endle abric Belt one Be 


Rov 3 Fra Belts Moulded Rubbs Belts Winder Belts pinner elts efrigerator oar Vast 3 PAacr e Belts 


s Fabric Be 


SPECIALISTS IN QUALITY BELTS SINCE 1903 
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Kauffmann Again Heads 
Link-Belt 


@ At the annual meeting of share- 
holders held at the Stevens Hotel, 
Chicago, March 24, Alfred Kauff- 
mann was elected president of 
Link-Belt, succeeding George P. 





ALFRED KAUFFMAN 


Torrence, whose resignation as 
president and director of the com- 
pany was accepted by the board on 
March 23. 

Mr. Kauffmann started with the 
company 35 years ago as a drafts- 
man. His career has included many 
responsibilities, such as designing 
engineer, superintendent of con- 
struction, sales engineer, vice-presi- 
dent and manager Link-Belt plant 
at Philadelphia, vice-president in 
charge of Link-Belt Dodge and 
Ewart plants at Indianapolis, and 
for the past four years first vice- 
president in charge of the com- 
pany’s Chicago plant operations. 
He was president of the company 
from 1924 to 1932, and has been 
a director since 1922. 

The four board members elected 
to fill the terms expiring this year 
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are Wellington Wells, Boston; J. 
Reece Lewis, Philadelphia; B. A. 
Gayman, San Francisco, and Alfred 
Kauffmann, Chicago. 


Holo-Krome Publishes 
Standards on Cap and 
Set Screws 


@® Holo-Krome Screw Corporation, 
Bristol, Connecticut, has recently 
published a book (84 by 11) con- 
taining the standards for hexa- 
gonal type socket set and cap 
screws as approved by the Ameri- 
can Standards Association, Febru- 
ary 1936, and sponsored by the fol- 
lowing organizations: Society of 
Automotive Engineers and The 
American Society of Mechanical 
Engineers. 

The book also includes all di- 
mensions of heads, bodies, screw 
and thread lengths, screw points, 
socket and wrenches for same. 


New Fan Catalog 


@® Victor Electric Products, Incor- 
porated, Cincinnati, Ohio, has 
issued its 1936 catalog on Victor 
no-draft fans. The catalog is effec- 


tively illustrated and_ contains 
specifications and installation 
diagrams. 


Geare and Keiley Attend 
Group Meetings 


@R. E. “Spencer” Geare, vice-presi- 
dent of L. H. Gilmer Company, Phil- 
adelphia, and Benjamin A. Keiley, 
president, R. and J. Dick Company, 


Passaic, New Jersey, teamed up and 
staged group meetings with their 
own organizations, industrial 
groups, power transmission clubs 
and universities in the southwest 
and the Pacific Coast. 

The talks were given by Mr. 
Geare on transmission subjects 
after an introduction by Mr. Keiley. 
In this way they covered 18 states 
and over ten thousand miles, and 
are enthusiastic over the interest 
shown by audiences and prospects 
for business improvement. 


Republic Steel Appoints 
New Distributors 


@The Republic Steel Corporation 
has appointed three new distribu- 
tors as follows: The Equitable 
Equipment Company, Incorporated, 
New Orleans, who will distribute 
“Enduro” stainless steel; the York 
Corrugating Company, York, Penn- 
sylvania, and the Sheet Metal Man- 
ufacturing Company, Incorporated, 
Stamford, Connecticut. Both of 
the latter companies will distribute 
“Toncean Iron” sheet. 


Neesham to New Post in 
P. A. Association 


@ Announcement has been made of 
the election of George A. Neesham 
to the vice-presidency of District 
Number 3 of the National Associa- 
tion of Purchasing Agents. Mr. 
Neesham is assistant treasurer and 
purchasing agent of the Wyckoff 
Drawn Steel Company, Chicago. 
During the last year he served as 
national director of the association, 








C. I. Kraus (center) Alemite industrial sales engineer and L. R. Light (right) 
art director, get last minute instructions from Price Hollingworth, director 
of industrial advertising, before setting out in the Alemite Foto-Flash News 
Service car. 
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No. 4 OF A SERIES 
SHOWING YOUR VALVE cunomens S 
A “JENKINS” IS WORTH ALL IT C , 
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“C'TAND CLEAR!” At this cry your escort in Jenkins’ 

foundry pulls you aside, out of danger. Rushing 
down a trolley line, a fiery pot of Jenkins’ famed metal 
comes to the heat-test station. Into it is plunged the 
fire-end of Pyrometer No.1 which takes the temperature 
of the metal. Then, you see an example of what some 
would call our “finicky-ness.” You see us do it over... 
using a different Pyrometer to check the first reading. 
Both instruments must agree that the metal is just right 
for pouring, before the pot ever tilts over a mold. 


Is it necessary to double check like this . . . especially 
when Jenkins’ foundrymen are able to judge metal 
temperature almost exactly without scientific aid? The 
answer is No... it is an extra precaution. If one instru- 
ment should go wrong the other will prevent pouring 
metal that is too hot or too cold, which would be a bad 
start for a good, valve. 


We know we are “finicky.” Countless operations in mak- 
ing Jenkins Valves might be quickened and done more 
cheaply. But we know, too, that the extra-precautions, 
just like our extra-fine workmanship and materials, are 
bound to make a“ Jenkins” better, more trustworthy, more 
lasting and trouble-free. Sometimes a Jenkins Valve costs 
a trifle more because of it, but that “trifle more” purchases 
a lifetime service valve that is truly “cheap” in the end. 


JENKINS BROS.. 80 White St., New York; 510 Main St., Bridgeport, Conn.; 
524 Atlantic Ave., Boston; 133 N. Seventh St., Philadelphia; 822 Washing- 
ton Blvd., Chicago; JENKINS BROS., Limited, Montreal; London 


JENKINS VALVES-~ made fo: Laie Stuiice 


BRONZE...I1RON...STEEL.....FOR EVERY NEED 
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New Assistance to 


INCREASE YOUR 
PIPE THREADING 
r— OIL SALES— 























STOCKS & DIES * SAWING @ ORILLING METALS 
* CUTTING GEARS ¢ TAPPING THREADS 
PRICE Si%i 35¢-albo Fon Sale in \*5°15°30 & 55 Sizes 


QA STUART & CO Lotetnenee GEE CHICAGO, U.S A 





This valuable display 


NET PROFIT 
3214% AND 
HIGHER ... 


KUT" with squirt 


NET PROFIT 
3814% AND 
HIGHER... 


builders 
fittings. 


sales possibilities. 


OVER 200 


other line. Let's 
limited number of 


Act! 





promote sales for you. 
remaining 12 used for replacement stocks. 


creating sales in larger-sized containers. 


“THRED- KUT” is used and en- 


ica's largest and best known machinery 
and manufacturers 
Flows freely at unusually low 
temperatures — reduces oil consumption 
—never ‘burns out” nor becomes rancid. 
Its many advantages give you greatest 


THRED-KUT Line" more productive of 
REPEAT orders and NET profit than any 
= acquainted. 


principally in Southern States still open. 


Stuart's “*THRED-KUT” is supplied 
in attractively lithographed 55, 30, 15, 
1-gallon, and 1-pint containers. 
for free sample and price list. 


unit is sent 

with an order for 24 
lithographed _ pint 
cans of “THRED- 
spout oiler. It will 
Holds 12 cans— 


Get 5 FREE display 

units with 5 carton 

order of “THRED- 

KUT", 24 _ cans 
i] 


to carton. Big aid in 


dorsed by Amer- 


of pipe 


“Old Line" jobbers 
are finding ‘The 


A 


istributing contracts, 


Write 
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D. A. STUART & CO.. 
ESTABLISHED 1865 


2727-53 South Troy Street Chicago, Illinois | 
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NEWS 


and previously was president of 
the Chicago branch of the organ- 
ization. Mr. Neesham is also vice- 
president of the Illinois Manufac- 
turers’ Cost Association and an 
instructor in purchasing at DePaul 
University. 


Clipper Belt Announces 
New Catalog 


@ The new 1936 catalog and general 
circular has just been published by 
the Clipper Belt Lacer Company, 
Grand Rapids, Michigan. 


Ferguson to Represent 
W. O. Barnes Company 
@S. J. “Sam” Ferguson has been 


assigned to handle its Western New 
York and northern Pennsylvania 





S. J. FERGUSON 


territory by the W. O. Barnes Com- 
pany, Incorporated, Detroit. Mr. 
Ferguson was formerly with the 
Morse Twist Drill and Machine 
Company and Whitman and Barnes, 
Incorporated. 


Gardiner Acquires 
Monarch Metal Company 


@®The Gardiner Metal Company, 
Chicago, manufacturer of flux-filled 
solders, babbitts and white metal 
alloys, announces that it has taken 
over the manufacture and exclusive 
selling rights of Monarch ball 
metal, called “the steel process bab- 
bitt.”. This patented metal was 
formerly made by the Monarch 
Metal Company, Chicago. As in 
the past, the product will be sold 
through jobbers exclusively. 
Announcement has also been 
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G. U. Hatch, Millers Falls Com- 
pany, Greenfield, Massachusetts, will 
discuss “The Proper Use of Special 
Representatives of Manufacturers,” 
at the Tuesday afternoon meeting of 
the Triple Mill Supply Convention 
at Atlantic City on May 11. 





made by Gardiner Company of the 
addition of A. W. Hoffman of Cleve- 
land, Ohio, to its sales force. Mr. 
Hoffman will cover the western 
part of New York and Pennsyl- 
vania. H. E. Russell Sales Com- 
pany, Iola, Kansas, has been ap- 
pointed representative to cover the 
state of Kansas. 


Jenkins to “‘Sell”’ 
Distributors in Advertising 


@ Jenkins Brothers, manufacturer 
of valves, has prepared a series of 
advertisements to be run in in- 
dustrial publications, which will 
forcibly point out to industrial 
buyers the economy of purchasing 
all of their industrial supply and 
equipment needs from distributors. 

The Jenkins name will appear 
only in small type in each adver- 
tisement. Copy will deal dra- 
matically with six different phases 
of distributor service and point out 
how the buyer saves money by 
availing himself of these services. 


Faultless Caster 
Issue Catalog LE 


@ An attractive catalog, designated 
LE, has recently been issued by 
the Faultless Caster Corporation, 
Evansville, Indiana. Color is used 
effectively in the presentation of 
56 pages of information on the 
Faultless line. The catalog is well 
illustrated throughout, and carries 
brief descriptions and handy dimen- 
sion tables. 











MAINSTAYS OF 
Pinnanetsteietnasiaeel LEADERSHIP 


QUALITY that is depend- 
able from day to day. 


VARIETY that covers every 


type of rotary metal cut- 


















ting tool. 


SERVICE that engineers 
your job as required, and 
promptly supplies the 


proper tools. 





Standard Sizes from well 
located Stock Rooms. 
Special Sizes on short 


notice. 


TWIST DRILLS - REAMERS - MILLING CUTTERS - HOBS - SPECIAL TOOLS 


NATIONAL TWIST DRILL & TOOL COMPANY 


DETROIT, U. S. A. 


TAP AND DIE DIVISION, WINTER BROS. CO., WRENTHAM, MASS. 


FACTORY BRANCHES 
New York * Chicago * Philadelphia e Cleveland 
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That’s the question smart operators are beginning to answer with 
“spot handling”—cheaper by far than back power, old fashioned 
chain blocks or costly delays in waiting for crane service. The 
answer is the new P&H “Zip-Lift” —a full electric hoist in 250 and 
500-Ib. capacities. Weighs only 100 Ibs., sells for as little as $150. A 
few good territories still open. Distributor inquiries invited. Write 
or wire for details. Ask for copy of folder on “Spot Handling”. 


HARMISCHTSOER CORPORATION Zip-LeT 





4538 W. National Avenue, Milwaukee, Wis. 











AEEAIIIIN IY 
SEES OD 
4 S577 POPPA APP SSR 
Foy 


Strane 


Flexible]Shafts and Machines 


—WHY NOT SELL— 
QUALITY EQUIPMENT 
AND SECURE THE GOOD WILL OF YOUR CUSTOMER 
MORE THAN SIXTY TYPES AND SIZES. 
MANUFACTURED BY US SINCE 1905 
IT PAYS TO SELL THE BEST 


TYPE MS4—* H.P. 


RRR 
SOs 
SSS Se 





1905 





TYPE M2—', H.-P. TYPE M7—1 H.-P. 








SEND FOR CATALOG NO. 26 
N. A. STRAND AND COMPANY 
MANUFACTURERS 

5001-5009 NO. LINCOLN STREET 


CHICAGO 
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NEWS 


New Folder on 


Model-A Pipe Machine 


@ Beaver Pipe Tools, Incorporated, 
Warren, Ohio, has just published a 
4-page folder on its Model-A special 
pipe machine. The first page con- 
tains a half page illustration of the 
machine, with the two inside pages 
devoted to descriptive data, illus- 
trations and specifications. The 
back page of the folder contains ex- 
cerpts of what users say regarding 
this machine and net prices. 


New Location for Chicago 
Office of Roots-Connersville 


@® Announcement has been made by 
Roots-Connersville Blower Corpora- 
tion of Connersville, Indiana, that 
its Chicago branch office is now 
located in the Marquette Building, 
140 South Dearborn Street, in 
charge of William Townsend, dis- 
trict manager. Mr. Townsend, who 
has been connected with the com- 
pany for 27 years, will be assisted 
by James T. Sutliff, formerly 
located at the factory. 


M. L. Frey Joins Republic 
Steel Metallurgical Staff 


@® Muir L. Frey has been appointed 
to the metallurgical staff of the Re- 
public Steel Corporation, with head- 
quarters at the Republic plant in 
Buffalo. 

Mr. Frey has been chief metal- 
lurgist for the John Deere Tractor 
Company in Waterloo, Iowa, for the 
last ten years, and while serving in 
that position he was active in the 








Ralph Koeneke, (left), salesman for 
Western Iron Stores Company, Mil- 
waukee, greets W. S. Quigley, presi- 
dent of Quigley Company, Incorpo- 
rated, as the latter “drops down” 
for a visit in Milwaukee. 











... but since we 


do not fill orders direct we 


are transmitting this to our 


Distributor for attention. 
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POINT NO. 10 OF OUR POLICY PROMISES— ‘"I0 refer to our Distributors 


orders and inquiries received direct from users and prospects. . 


EVERY MAIL brings a batch of orders and inquiries into the Parker- 
Kalon office. We pay thousands of dollars a year for advertising and 
sales engineers’ expenses to produce them. But, we refer all these 
orders and inquiries to Distributors . . . our interest in them is only in 
the development of the new and profitable business which they rep- 


resent for our Distributors. 


We take extra pains to develop inquiries. Each one is carefully an- 
swered by an executive of our company, who is skilled at turning 
inquiries into business for Distributors. In the case of actual orders 
sent to us we explain that it is contrary to our established policy to 
sell direct to users, and give the customer the names of Parker-Kalon 


Distributors in the territory. 


This is a demonstration of one of the ten points in the Parker-Kalon 
Policy. There is nothing abstract about this Policy. It “works” for 
Distributors every day, helping them to get business, assuring them 
of a good profit on it. 


PARKER-KALON CORPORATION, 192 VARICK STREET, NEW YORK 


PARKER-KALON acdc FASTENING DEVICES 


o ‘ 
Prver “zB wexcar MA HARDENED SELF-TAPPING SCREW FOR EVERY KIND OF ASSEMBLY 
= og 
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THE PARKER-KALON POLICY 


PRODUCTS: (a) To maintain our position of leadership in the 
manufacture of the most extensive line of Hardened Self 
tapping Screws and other fastening devices. (b) To develop 
and add to our line products of proven merit. (c) To maintain 
the highest standards of quality in every Parker-Kalon Product 


SELECTIVE DISTRIBUTION: To sell only through recognized 
distributors, and to limit distribution of a given product 
to the number of jobbers a territory can profitanly support 


PROFIT MARGIN: To provide an adequate margin of profit 
for our distributors. 


PROTECTION AGAINST PRICE DECLINES: To do everything 
reasonable to protect our distributors against losses 
through price changes. 


PROTECTION AGAINST "DEAD" STOCK: To protect jobbers 
against unsatisfactory turnover by exchanging any slow 
moving stock for faster selling merchandise 


6 PRICE MAINTENANCE: To establish and strictly maintain 
resale prices to assure distributors a fair profit on every 
sale, and other benefits which result from a stabilized market 


PROTECTION AGAINST NON-STOCKING DISTRIBUTORS: To main- 
tain price differentials to protect jobbers’who carry a rep- 
resentative stock against those who do not 


SALES PROMOTION: To create and increase the demand for 

Parker-Kalon Products by consistent direct-mail and pub- 
lication advertising. Also to furnish adequate and effective 
printed matter and other sales helps to our distributors. 


SALES COOPERATION: To maintain a force of trained sales 
engineers whose sole function is to develop business for 
our distributors by intensive missionary work in the field 


l ORDERS AND INQUIRIES: To refer to our distributors orders 
and inquiries received direct from users and prospects 
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YOU'RE NOT 
GAMBLING WHEN 
YOU STOCK 


WOLVERINE 
COPPER TUBE 


Copper Water Tubing—Government 
types, K, L and M, have arrived in no un- 
certain manner. 

The public, the architect and the build- 
er are demanding pipe that will not rust 
or burst after a freeze or clog-up with 
scale and sediment. Wolverine Copper 
Water Tube is just today’s step in the 
march of construction. 

And there is just a lot of 
construction—millions of 
dollars worth under way 
and in the planning 
stage. 

Now, are you 
or are you not 
going to get 
your just 
share of 
this 













copper 
tuding 
business ¢ 
If you are 
you can be 
sure of one 
thing—Wolverine 
Deoxidized Copper 
Water Tubing is the 
last word with the archi- 
tect and the plumbing 
and heating contractor, 
for they 4@ppreciate quality—made of 
99.9% pute copper it makes the best 
installation available. 
You can get complete data and prices 
from Wolverine Tube Co. 


e AUB UM 
SEAMLESS COPPER(|Pnoy)ORAGS & ALUMINUM 


MICHIGAN 


Detroit, Mich. 






DETROIT 


1411 Central Ave., 
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improvement of metallurgical and 
mechanical technique in the manu- 
facture of transmission gears for 
the tractor industry. Mr. Frey re- 
ceived his technical education at the 
University of Missouri School of 
Mines and Metallurgy and his early 
practical training was with the 
United States Bureau of Mines as 
a junior metallurgist. He was later 
associated with the Caterpillar 


| Tractor Company and the Gerlinger 


|held in 
| March 10. The management, per- 








Electric Steel Casting Company. 


Changes Name to 
Hoover Ball and Bearing 
Company 


@The name of the Hoover Steel 
Ball Company was changed to the 
Hoover Ball and Bearing Company 
at the annual stockholders’ meeting 
Ann Arbor, Michigan, 


sonnel, financial structure and pol- 
icies remain as before, the only 
change being in the name itself. 
This change was made, the com- 
pany states “so that the name of 
our company shall be in keeping 
with and more descriptive of the 











products that are manufactured in 
the Hoover organization, which 
have for the past eight years in- 
cluded complete ball and roller 
bearings, in addition to steel and 
other types of metal balls, which 
were at one time our only product.” 


Folder on Industrial 
Wagon Trucks 


@A small colored folder on indus- 
trial wagon trucks for handling 
both hot and cold iron and steel 
products inside the plant has been 
issued by Lewis-Shepard Company, 
Watertown, Massachusetts. 





— 


Warren E. Clapp addressing a sales 
meeting held by Hansen and Yorke 
Company, Incorporated, New York 
City. Mr. Clapp represented Yale & 
Towne and acted as master of cere- 
monies. 





How to effectively sell more Yale equipment was the theme of a sales 
meeting held by Hansen and Yorke Company, Incorporated, New York City. 
New developments, sales promotion activities to industry, new literature and 
how to make use of it, and in a general way bringing out sales opportunities 
existing on the company line were discussed. Salesmen were also invited 


to ask questions. 


Above are shown those in attendance: Seated: Arthur 


Yorke, secretary-treasurer, Warren E. Clapp of Yale and Towne, “Bill” 
Hansen, president, and Jack Hansen, sales manager. Standing: Al Bunning, 
Eddie Anderson, Al Redlich, Arthur Tappenden, Willie DuBois, Ernie 
Hansing, Frank Helburg, Herb Machener, Con Breiby, Bill McCulloch, 
Al Porter, Nat Lundy and Bob Easson. 
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C. W. Gebhart, Vice-Pres. & S. M. 
COLONIAL SUPPLY CO., PITTSBURGH, PA. 





atting for SKF 









more than 15 years 


,..and still hitting hard! 


ANIC! Floods! Waste! Catastrophes that more than 15 years. It is one of our major 
Preiser paralyze business make little lines. It is an interesting line to sell. I find it 

difference to Mr. Gebhart. For despite has ready acceptance among my customers, 
hell and high water, he sells StS transmis- and repeat business is a certainty after the first 
sion products in the Pittsburgh district. sale has been made.” 


Of course, the (SF line brings profits. It con- 
tains more than 1200 types and sizes of de- 
pendable bearings and transmission appli- 


Mr. Gebhart discovered the 0S line was a 
paying proposition more than 15 years ago, 
and kept everlastingly at it. Today the Colonial 


: : : ances. If you want to boost your sales, write 
Supply Company is an outstanding SisF dis- 
Mind - us at once. You may be lucky enough to 
tributing organization. 


secure an SiS franchise for your territory. 


He knows what he’s talking about when he SKF INDUSTRIES, INC. 
says, “I’ve been selling SCS Bearings for Front St. & Erie Ave., Phila., Pa. 


3635 
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BALL AND ROLLER BEARINGS 
PILLOW BLOCKS - SHAFT HANGERS 
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¢ Universal Pillow Block ° New Type Blower Box ° Type SH Pillew Box ¢ Drop Hanger © SA Type Pillow Block 
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DART sets up 
Sales for you 


and gives you higher Profits 


More than 100,000 pipe union users and prospects are reached 
every month by Dart’s business paper advertising—are kept mind- 
ful of the quality, Dependability, economy of Dart Unions. And 
direct mail, offering a useful premium and free sample union, is 
also cultivating new business and building goodwill. 


Tie into this campaign that’s setting up sales for you! Sales that 
offer you higher profits—because Darts are higher in quality, worth 
more, and therefore higher priced. Sales that can be made at less 
expense because of lessened sales resistance. 


It all adds up to this: To 


make money in pipe unions 
—make a drive on Dart! 


E. M. DART MFG. CO. 
PROVIDENCE, R. |. 


Sales Agents: The Fairbanks Company, New York, 
and all branches 


Canadian Factory: Dart Union Company, Ltd., 
Toronto, Canada 



















that gives 


PROTECTION 


to both the USER 
and DISTRIBUTOR 


® Taylor Crane and Sling 
Chains protect the user 
because they are made 
from the best grades of 
iron, with workmanship 
based on 65 years of ex- 
perience. The distributor 
profits—because Taylor’s 
policy gives protection 
on prices. 


@We shall be glad to 
send literature or have a 
representative call, to 
give you further details. 


“BEST BY TEST SINCE 1873” 


S$. G. TAYLOR 
CHAIN COMPANY 


Box 1297-MS 
HAMMOND, IND. 
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NEWS 


Chicago Wheel Brings Out 
Informative Booklet 


@The Chicago Wheel and Manu- 
facturing Company, 112 South 
Aberdeen Street, Chicago, has 
brought out an exceedingly infor- 
mative new booklet on its line of 


products, including grinding 
wheels, the “DeLuxe Hand-ee” 
grinder and the ‘“Hi-Power” 


grinder. It is 7 by 5 inches in 
dimensions and has 56 pages and 
cover. The booklet also contains 
price and specification tables, and 
includes methods of computing list 
prices on special wheels. Line 
drawings are used in providing 
helpful illustrations. 


Boston Woven Line to 
Corpus Christi Hardware 


@ Announcement has been made by 
the Boston Woven Hose and Rub- 
ber Company that a contract has 
been signed with the Corpus 
Christi Hardware Company, Cor- 
pus Christi, Texas, to handle the 
complete Boston line of mechanical 
rubber goods and work the entire 
Rio Grande valley. 


Albrecht Joins 
Irwin Auger Bit 


@ Alfred P. Albrecht has been ap- 
pointed superintendent of the 
screw division of The Irwin Auger 
Bit Company, Wilmington, Ohio. 
Mr. Albrecht was formerly super- 
intendent of Forsberg Manufac- 
turing Company of Bridgeport, 
Connecticut. 


New Leaflet Describes 
“Ro-Twin” Compressor 


@The Allis-Chalmers Manufactur- 
ing Company, Milwaukee, has 
brought out an engineering leaflet, 
Number 2218, on the recently an- 
nounced “Ro - Twin” compressor. 
This leaflet describes and _illus- 
trates the new development in 
rotary compressor design incor- 
porated in the “Ro-Twin,” and pro- 
vides specifications, table of capaci- 
ties and approximate dimensions. 
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SCIENCE 


takes a hand in the making of 


REPUBLIC STEEL PIPE 


@ Nature supplies man with abundant deposits 
of iron ore. Science—skillfully utilized by 
Republic operators—now takes a hand to change the raw product 
to useful pig iron which is then converted into the proper analysis 


of steel for pipe. 


Skilled workmen chip the ingots to free them from defects—roll 
them into flat strip—form and weld them into pipe by the butt, 
lap and electric weld processes. Technicians in the laboratories 
test the finished pipe—crush it to test the weld—pull it to find the 
tensile strength—analyze it chemically to check impurities—test 


it for resistance to vibration fatigue. 


Steel Pipe can be made cheaply, or it can be made as Republic 
makes it—to meet high quality standards—to bend, cut and thread 


easily—and to give long service. 


Look to Republic as a major source of 
supply for Butt Weld, Lap Weld and 
Electric Weld Pipe—made of Carbon 
Steel, Copper-Bearing Steel and Toncan 
Copper Molybdenum Iron. 


Republic Steel 


CORPORATION 


GENERAL OFFICES---CLEVELAND, OHIO 


When writing Republic Steel Corp. for further information please address Department MS. 
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@ Checking steam and liquid 
losses through leakage is your 
opportunity to make money. 
Today the whole industrial 
world is waging war on waste. 
Steam and liquid losses caused 
by leaky pipes and gaskets 
mount in costs each day they 
are neglected. 


® These losses can and are be- 
ing checked in_ industrial 
plants everywhere with Key 
Graphite Paste. It is the per- 
fect 100% sealer for pipe 
joints, screw threads and gas- 
ket connections in lines and 
equipment handling or carry- 
ing steam, gasoline, kerosene, 
vapor, creosote, tar, hot oil, 
hot vaseline, air or acid. 


® Through extensive advertis- 
ing and sampling, mechanics 
and maintenance men know 
about the high quality and 
merits of Key Graphite Paste. 
Now here is your opportunity 
—Stock and Sell Key Graphite 
Paste. It is a fast mover with 
a nice margin of profit. 


@If you are interested, write 
for jobber franchise and dis- 
counts today. Or, if you wish, 
we will have our representa- 
tive call. 














NEWS 


Goodrich and Diamond 
Distributors Receive 
Service Awards 


@In recognition of their many 


years identification with The B. F. 
Goodrich Company, Akron, Ohio, all 
distributors of the Goodrich and 
Diamond lines of mechanical rub- 





ber goods, who have represented 
this company for a period of five 
years or more, were presented with 
a handsome metal wall placque of 





symbolic design. To each placque 
was attached a special engraved | 
plate bearing. the distributor’s | 
name and the number of years he | 
has represented the manufacturer. 
A reproduction of the placque is 
shown herewith. 

Approximately 160 Goodrich and 
Diamond distributors received these 
placques. Presentations were made 
during the month of April by Good- 
rich sales officials. 


New Circular Out on 
Valley Grinders 


@The Valley Electric Corporation, 
St. Louis, has brought out a new 
4-page, illustrated circular on its 
new lines of pedestal and bench 
grinders and other “Valley” grinder 
products, which contains descrip- 
tions and price and specification 
tables. 


Bulletin on 
Seamless Flexible Tubing 


@The American Brass Company, 
American Metal Hose _ Branch, 
Waterbury, Connecticut, has pub- 
lished Bulletin 1931-1 on American 
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THERE’S GOLD 
IN COPPER 
TUBING 





you get- 
ting our 
share of the 
copper tub- 
ing business 
for all these re- 
frigeration ana air 
conditioning _ in- 
stallations? 

f you are, you 
know there is gold in 

copper tubing. 

If not, you had better look into this 
situation. 

Never in our history has there been 
such a large volume in refrigeration and 
air conditioning work as we have right now 
in progress and ‘‘on 
the board.” 

And not a single 
job can be put in 
without copper 
tubing. 















Wolverine Dehydrated Refrigeration 
Tubing is recognized as the standard for 
the refrigeration industry. It is perfect 
for bending and easy installation. It is 
clean and bright with a mirror-like inside 
finish—no scale or dirt to clog valves or 
a. It is well known and easy to 
sell. 

Write for data and prices. 






WOLVERINE IL UBEUC 
SEAMLESS COPPER (Pa onass & ALumNUR 


DETROIT MICHIGAN 


1411 Central Ave., Detroit, Mich. 





seamless flexible tubing. Typical 
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When the Job calls for 


AIR 


Talk the famous QUINCY features that make 


buyers prefer this line of Compressors 


T’S no trick to corner the lion’s share of the compressor 

business in your territory. You can do it with the 
Quincy line because Quincy Compressors offer features 
that others do not—features that mean trouble-free, 
efficient performance and extra long service life. 
like these: 


Features 


Timken Tapered Roller Bearings 
Semi-Steel Pistons, Automotive-type 
Drop-Forged Crankshaft, perfectly balanced 
Non-Breakable Steel Valves, ring plate design 
Perfect Circle Piston Rings, improved type 
Lynite Connecting Rods, require less power 
Full Pressure Lubrication, by gear pump 
Improved Cooling, increases efficiency 

Nickel Chrome Castings, they laugh at wear 
Totally Enclosed Crankcase, it’s dust-proof 


Sell Quincy Compressors on their exclusive features 
and downright merit. By concentrating on this one line, 
you can beat competition because Quincy features make 


buyers prefer this line of compressors. 








The WWD Water Cooled Model illustrated is only one 
of a complete line of both air and water cooled com- 
pressors with capacities ranging from 1 to 130 CFM. 


UINCY 


Compressors 
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COMPRESSOR 


FRE DATA BOOKS 


Contain engineering data, 
charts, tables, ete., pertaining 
to Compressed Air. Handy. 
Helpful. Get a supply for 
your salesmen. Use coupon 
below. 

QUINCY COMPRESSOR CO., Quincy, 
Ill. Branches: 205 West Wacker Drive, 
Chicago and 30 Church St., New York. 


MAIL COUPON TODAY 


ee ee 


) moggy COMPRESSOR CO., QUINCY, ILL. 

Dept. M-5. Gentlemen: Without obligation, 
please send Compressor Data Books. 

§ A%s0 latest Literature on Quincy Compressors. 


4 
{ Address .. 
§ City . 

' eee 
i 





Firm Name 


Your Name 
eae 
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bans build customer confidence from the 


line like Bond Truck Casters. Every industry 
uses them. . 
Bond pioneered in the scientific develop- 
ment of “built-for-the-job” casters. 
Bond and lay the cornerstone for customer 
acceptance 


Write for all the 





BUILD CUSTOMER CONFIDENCE 
WITH A FUNDAMENTAL 





LINE 








ground when you sell a fundamental 
. every industry knows that 
So sell 


of the other lines you handle. 


facts today. 


te CASTERS 





35-A Series Bond Caster 


BOND FOUNDRY & "MACHINE COMPANY 


MANHEIM, 
PHILA. OFFICE: 617 ARCH ST: 


LANC. CO 


PENNA. 


N. Y. C. OFFICE: 30 CHURCH ST 










MORE CONSUMERS DEMAND 
THIS tested quality 























DELTA MANUFACTURING 
COMPANY 





EMARKABLE efficiency and dependable 
quality at popular low prices has always 
characterized Delta Motor-Driven Tools. Lead- 
ership in design and consistent widespread 
national advertising has drawn an increasing 
stream of buyers into Delta dealers. Recom- 
mendations from satisfied users in home, work- 
shops, factories and schools have brought more 
profitable Delta business. As a result Delta is 
today the largest manufacturer in the world 
making this type of machinery exclusively. 


peeta 


QUALITY MOTOR-DRIVEN TOOLS 


Products of 


617 E. Vienna Ave., 
Milwaskee, Wisconsin 


MILL 
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| available to distributors. 
| a very complete booklet of 64 pages 













NEWS 


installations are shown, specifica- 
tions given, together with photo- 
graphs of the material, and a page 
is devoted to advantages and ap- 
plications of this tubing. Six 
pages of the book are devoted to 
Bracketubes. 


Second Edition of 
Strand Catalog Published 


@N. A. Strand and Company, Chi- 
cago, manufacturer of flexible 
shafts and equipments, has recently 
brought out a second edition of 
its catalog Number 26, which is 
This is 


and cover, containing illustrations, 
descriptions and specifications of 
the Strand line. 


Heffron to Represent 
Babcock and Wilcox 
in Chicago 

@The Babcock and Wilcox Tube 
Company, Beaver Falls, Pennsyl- 
vania, announces the appointment 
of A. D. Heffron, Jr., as district 
sales manager of its Chicago ter- 
ritory with headquarters in the 
company’s Chicago office, 1502 
Marquette Building. 


Bulletin Published on 
“Zip-Lift” Hoist 
@®The Harnischfeger Corporation, 
Milwaukee, has just published a 
new bulletin which is devoted to 
the construction, installation and 








S. S. “Si” Kahn, assistant sales man- 
ager, Parker-Kalon Corporation, New 
York City, points out to a visitor ap- 
plications of the company’s product 
at an industrial show held recently 
in New York City. 
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STEEL VALVES 


AND HIGH PRESSURE 
SERVICE DEMAND 









FIG. 6031 . 
FLANGED END 600 POUND 
GLOBE VALVE 


FIG. 9084 

900 POUND TOGGLE OPERATED 
NON-RETURN VALVE 

WITH WELDING ENDS 


FIG. 1303 

FLANGED END {, 

1500 POUND GATE VALVE |* 
’ 










FIG. 4023 
400 POUND MOTOR 2 
OPERATED GATE & 
VALVE WITH 
BY PASS AND 


bt aan Hep Powell Steel Valves—available in a variety of ma- 


terials, sizes, and types—with screwed, flanged 
| 
or welding ends—for toggle, motor, or standard 


handwheel operation. See Catalog No. 101. 


ELL VALVES 





POWELL-CO. CINCINNATI, OW FO 
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YOU WOULDN'T 


OVERLOOK 
pagar | 
LIKE THIS 


Every month the volume of con- 
struction reaches higher levels in 
this country’s determined effort to 
eradicate the depression’s housing 
shortage. 


Every dwelling, every commer- 
cial structure and every public 
building must have plumbing and a 
heating plant. 

That's the market which is rapidly 
turning to Wolverine Copper Pip- 
ing Materials that will not rapidly 
corrode or clog up. 

That's the reason why supply 

houses are finding brass pipe a 
profitable item. 
Wolverine Brass Pipe is made by 
the Extrusion Method under proc- 
esses which are exclusively Wol- 
verine — it is strong, bright and 
clean with a fine grained structure 
which facilitates cutting and thread- 
ing. It is recognized as first quality 
by plumbers and steam fitters 
everywhere. 


If you are not getting your share 
of this business write for data and 
prices. 






SCAmLESS Copraalié a Oe ALUMNUS 
DETROIT 


141 Central 


MICHIGAN 


Ave., Mich. 


Detroit, 
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operation of the “Zip-Lift,” a new 
electric hoist produced in 250 and 
en capacities, which, ac- 
cording to the manufacturer, is de- 
signed for fast “spot handling” in 
all types of production where light 
‘loads are repeatedly lifted or 
| lowered. 





Adds New Haven 
Distributor 


@The Dumore Company, Racine, 
Wisconsin, has added Page, Steele 
and Flagg Company of New Haven, 
Connecticut, to its list of industrial 
distributors. Page, Steele and 
| Flagg will handle Dumore’s com- 
| plete line of lathe grinders, pre- 
| cision drills and flexible shaft tools. 





Brochure Describes 
| Pallet Lift Trucks 


|\@®A 4-page brochure has 
issued by the Barrett-Cravens 
Company, Chicago, illustrating, 
specifying and describing the com- 
pany’s equipment designed for the 
handling of the new low 34-inch 
clearance pallets on which tin plate, 
strip steel, and so forth, are being 
shipped by manufacturers. 

Besides illustrating and describ- 
ing the lift trucks, it also covers 
the new pallet type portable 
‘elevator developed by Barrett- 
| Cravens for the double and triple 
| decking of these units in the plant. 


been 





Marsh Corporation Appoints 
Los Angeles Representative 


@ Jas. P. Marsh Corporation, 2037 
Southport Avenue, Chicago, an- 
nounces the appointment of Chas. 
M. Bailey Company, Incorporated, 
Los Angeles, as its representative 
in the sale of Marsh steam special- 
ties, air valves, gauges, thermome- 
ters and industrial instruments for 
its southern California territory. 

A. W. Merrill, long identified 
with the heating and industrial 
trade in that territory, is now as- 
sociated with the Bailey organiza- 
tion. 

The new office of the Bailey Com- 
pany is at 342 Towne Avenue, and 
a complete stock of Marsh equip- 
ment will be carried at that address 
for emergency requirements. 


Wrought Washer Adds to 
Expansion Plug Line 


@ Announcement is made by the 
Wrought Washer Manufacturing 
Company, Milwaukee, of the intro- 
duction of a complete line of non- 
ferrous expansion plugs covering 
the range of metals in demand to- 
day, including brass, copper, alu- 
minum, stainless steel and monel 
metal, and so forth. According to 
the company, its special facilities 
have been increased to provide for 
the manufacture of this new line 
because the special application of 
non-ferrous expansion plugs is be- 
ing recognized by industry today. 
Extensive tool equipment for pro- 
ducing the complete range of sizes 
in use today has been installed. 











| Paasche Airbrush Company’s 
_ment. This display was used b 
| facturers Rubber and Supply 
of Akron, Ohio. 
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| (Right) A window display featuring 
equip- 
Manu- 
ompany 







| (Left) Cleveland Tool and 
Supply Company’s win- 
dow display of Paasche 
= Airbrush equipment. 





UN 
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ij ARMOUR 


See 8 





A QUALITY LINE OF ABRASIVE PRODUCTS 
FOR ALL TYPES OF INDUSTRY 


Here is a complete line of abrasive products tested for quality 


*H. T GARNET over a period of 40 years! This long and successful experience 
*GARALUN . .. pride in craftsmanship . . . definite knowledge of what the words 
* CRYSTOLON quality and service mean ... all are tangibles that sweep aside 


sales resistance for your salesmen. Your house and your men will 
ALUNDUM CLOTH 


find the Armour line of abrasive products has a well-deserved repu- 
EMERY CLOTH : ‘ : NN ” 
tation among manufacturers for value and fair-dealing . . . a “plus 


cnane rrare that means acceptance for Armour products. As a mill supply dis- 


tributor you are invited to mail the attached coupon for our special 
*Paper, Cloth and 


Combination Backings distributor working agreement. 


SAND PAPER WORKS 
Division of ARMOUR 4"D COMPANY 
GENERAL OFFICES: CHICAGO 


Stocks Distributed from branches in following cities: 
BOSTON © NEW YORK © BUFFALO ¢ PHILADELPHIA * MILWAUKEE 
DETROIT ¢ PITTSBURGH * CLEVELAND ¢ INDIANAPOLIS ¢ SAN FRANCISCO 
ST. LOUIS © LOS ANGELES © SEATTLE ¢ HIGH POINT, N.C. * CINCINNATI 








Address 0 ; 


BD city. 
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Sell 10 Y ears’ Needs... 
in 10 Minntes 


More than a few times in the history of this 40-year-old 
product, the initial sale has resulted in automatic repeat 
orders through ten years and longer. That’s why we say: 
“Make it a point to sell CLING-SURFACE once to each of 
your customers. It almost invariably repeats.” 


Once tried, CLING-SURFACE proves conclusively the 
superiority of a product individually manufactured for the 
purpose. Belts run even completely slack will deliver full 
load—cannot slip—when CLING-SURFACE is used! Be- 
cause its superiority over ordinary belt dressings is so 
great, a ten-minute sales talk can easily result in ten years 
of steady CLING-SURFACE business. 


If you do not stock this unusual belt 
treatment, write for details. 


CLING-SURFACE COMPANY, 1017 Niagara Street, Buffalo, N. Y. 


CLING-SURFACE 





Preserves Power Belts— Prevents Slipping 

















MILFORD 





DISTRIBUTED THROUGH WHOLESALERS AND JOBBERS ONLY 





BAND SAW BLADES 


Flexible Back and Spring Temper. 
Fast Speed ....... . Metal Cutting 


MILFORD 





R S STEEL 
REZISTOR 


SPECIAL ALLOY 
High Speed Steel, Low- 
est Cost per Cut—Heat 


and Wear Resisting e yy tye 12" 
Ox —ALE 18T 








EASY STARTING TEETH 


D wD PLEX Tn mn nm Va 
The Easy Starting The MODERN Hand Frame Blade, marked in color 
Blade with length and pitch for quick identification. 


The only blades you can buy bearing the label of the American Institute of Fair 
Competition, Inc. 


THE HENRY G. THOMPSON & SON CO. 


NEW HAVEN, CONN. 
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Charles Parker Company 
Appoints New Salesman 


@The Charles Parker Company, 
Meriden, Connecticut, announces 
the appointment of Ross D. Samp- 
son as its representative on Parker 





| ROSS D. SAMPSON 


vises in the western territory. This 
territory includes the states of 
Illinois, Wisconsin, Minnesota, 
Iowa, Kansas and Missouri. The 
Chicago office is located at 201 
North Wells Street. 

Mr. Sampson is also western rep- 
resentative of the Lumen Bearing 
Company of Buffalo, and through 


| this connection has a wide ac- 
| quaintance among the _ industrial 





plants in this territory and is well 
fitted for this position. 


Clover Manufacturing 
Constructs Third Addition 


@ Clover Manufacturing Company, 
Norwalk, Connecticut, is construct- 
ing a third addition to its plant, 
which will have a floor area of 
about 16,000 square feet. Two 
additional buildings were built 
during the last few years, and this 
third unit will add considerably 
more space for manufacturing 
facilities. The company also an- 
nounces that George R. McCann 
has been brought in from the 
southern territory and appointed 
assistant sales manager, with 
headquarters in Norwalk. 
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AT THE 
CONVENTION! 


See our display of 
Cooperative Direct 
Mail Advertising at 
the Ambassador 
Hotel. 


MACHINED 


Inside 


DIAMETER 





TEAMWORK 


When we place a stock of Johnson UNIVERSAL Bronze 
on your shelves our job is not complete... . it has 
only begun. To this end we make use of every available 
means to create actual sales. 


Consistent national advertising continually reminds your 
prospects of the advantages of specifying our products. 
Cooperative direct mail advertising directs their pur- 
chases to your door. Complete catalogues give them all 
the necessary information in buying. All this is TEAM- 
WORK—for our mutual advantage. 


Investigate the possibilities of a franchise for your ter- 
ritory. Permit us to show you in detail how this TEAM- 
WORK will provide a pleasant and profitable connection 
for your concern. 


JOHNSON BRONZE CoO. 


NEW CASTLE, PA. 


535 SOUTH MILL ST. 
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Gvery 
VINCENT 


\ Check 
Cutter 


convincing Has 18 
selling Teeth 


: ount 
pomts on C 
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VINCENT 


Grinding Wheel Dresser 


CUTTERS 


1. Economy—Every Vincent Cut- 
ter has 18 teeth for better results. 
These cutters are milled — not 
stamped—very important for long- 
lasting service. 

2. Quality 
CENT PROCESS” of heat treating, 


pering to the exact degree neces- 
sary. Quality workmanship makes 
the most of quality steel. 

3. Satisfied Users Every- 
where—Many great indus- 

trial plants use them be- 

cause of outstanding service 

and low-cost results. 


4. The Vincent Reputation 
—For 26 years our com- 
pany has been one of the 
foremost commercial heat- 
treating organizations in the 
country. 


We make a com 


lete lin E 
Wheel Dressers Lo see 


or shaping, truing, 
dressing, and removing the glaze on 
practically all kinds of grinding wheels. 
Vincent "'AA"’ High eed Tool Bits 
are also profitable to sell. 


The 
VINCENT STEEL 
PROCESS CoO. 
2434 Bellevue Ave. 
DETROIT, MICH. 








HUNTINGTON. 


We control the “VIN- | 


giving uniform hardening and tem- | 





Catalog Number 36, covering Irwin 
and Bluwin auger bits and screw 
drivers issued by The Irwin Auger 
Bit Company, Wilmington, Ohio, is 
shown above. Description of this 
catalog was contained in the April 
issue of MILL SUPPLIES. 











Manufacturers Exhibit in 
Chicago Power Show 


(@Numerous manufacturers well 
|known in the industrial supply 
field presented exhibits at the 
| Seventh Midwest Engineering and 
Power Exposition in the Inter- 
national Amphitheatre, Chicago, 
from April 20 to 24. The exposi- 
tion was held in conjunction with | 
| the sixth annual meeting of the| 
Midwest Power Engineering Con-| 
ference in the Palmer House. 

Among the manufacturers rep- 
resented with exhibits were the| 
|following: Ahlberg Bearing Com-| 
'pany, American Foundry Equip- | 
|ment Company, Beaver Pipe Tools, | 
| Incorporated, Allis - Chalmers 
| Manufacturing Company (Boulder 
Dam Exhibit), Chicago Belting 
Company, Chicago Pulley and 
‘'Shafting Company, Clements 
| Manufacturing Company, Ehret 
Magnesia Manufacturing Com- 
| pany, Greenfield Tap and Die Cor- 
poration, Arthur Harris and Com- 
pany, Johns-Manville, The Linde 
Air Products Company, Lovejoy | 
Tool Works, Ridge Tool Company, | 
Rockwood Manufacturing Com- 
pany, Sarco Company, Incorpo- 
|rated, Skilsaw, Incorporated, and 
The Yale and Towne Manufactur- 
ing Company. 

The Barrett-Christie Company, 
Chicago distributor, also had a dis- 
play, featuring Armstrong traps 


and general power plant specialties 














‘and industrial supplies. 
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Some of the best Starrett Tool 
orders are rush orders from buyers 
who want immediate service. They 
go to the supply houses that carry 
a well balanced stock to meet 
emergency demands. Keep your 
stock of Starrett Tools complete 
and win this profitable business. 
Do you need extra copies of 


Starrett Catalog No. 25 “EG"? 





THE L. S. STARRETT CO. 


World’s Greatest Toolmakers 
Manufacturers of Hacksaws Unexcelled 
Steel Tapes—Standard for Accuracy 


ATHOL, MASS. U. S. A. 
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To capitalize the increasing industrial activity, many distributors are having us build them new 


catalogs at this time. 
* 85% of the catalogs now in preparation are Repeat Orders. 


The above photograph shows a score of recent catalogs compiled by us, for distributors located 
from New York to California. And, as usual, the large majority of them were Repeat Orders. 





How Much Is It Costing Your Business 


If You Don’t Have Up-to-date Catalog Representation Now? 


* Does your present catalog show your 1936 goods? 
* Or does it, possibly, show only the goods of ten or twelve years ago? 
* Do your salesmen have to compete against an obsolete catalog of your own? 


* Can you afford to let the buyers judge your goods by your present catalog? If not, 


Donnelley’s can help you easily to change the whole situation. 


* It will cost you nothing to talk the matter over with a Donnelley supply catalog man. 





write R, R. Donnelley & Sons Company 


350 EAST TWENTY-SECOND STREET — CHICAGO 
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RAWHIDE 


HAMMERS 
MALLETS 
MAULS 


only hammer 
for many jobs 


Visit the largest electric motor manufacturers 
and you will find that they have standardized 
on “Chicago Rawhide” hammers, for only 
coiled rawhide can be safely used in everyday 
production to pound windings . . . will strike 
effective blows without damaging the most 
delicate insulation. 


Visit the great automobile plants, the tool 
rooms and production lines throughout indus- 
try, you will find ‘Chicago Rawhide” ham- 
mers used everywhere for setting-up, and 
taking down; for maintenance; for aligning and 
assembling. Because they will not split, chip, 
crumble or ‘‘smear” they are preferred wher- 
ever powerful non-marring blows are needed. 


Permanent tools 
(weighted malleable 
iron heads that take 
replaceable insert faces 
of tough coiled water 
buffalo hide) they com- 
prise a full line that is 
complete in sizes. 








Write for Circulars 


“Chicago Rawhide’ Hammers 
“Chicago Rawhide’’ Mallets 
“Chicago Rawhide’’ Mauls 


Chicago Rawhide Mfg. Co. 
1290 Elston Avenue 
Chicago 


Branches 
New York Pittsburgh 
Boston Cleveland 
Philadelphie Detroit 
Cincinnati St. Louis 











|any idea or plan. 


| considered 


10 Questions on 
Sales Control Answered 
(Continued from page 37) 


cases, calls are made every other 
month. In some, twice each week.” 

A Texas distributor (2,000 ac- 
counts) states. that frequency of 
calls “depends upon ‘season’ and 
circumstances governing each cus- 
tomer.” 





How Many Active Accounts | 

The number of active accounts | 
handled by reporting distributors 
ranged from 130 to 4,000—and the 
average for all reports was 893. In 
other words, if there were any such 
a thing as an “average” supply | 
house, it would handle 893 active | 
accounts. 

This figure is affected by the in- 
dustrial activities of the region, 
the extent of territory covered, the 
number of accounts that can be| 
efficiently and profitably handled, | 
the set-up of the individual house) 
as to lines carried, and by other! 
considerations. 

The question was not asked for! 
the purpose of determining the) 
number of accounts that a house | 
should handle ideally. It is ob-| 
viously impossible to arrive at such 
a figure. The information was de- | 
sired as an important point to be 
considered in the workability of | 


| 

| 

How Many Accounts Per | 
Salesman? 


The answer is 139—hbased on all 
replies to “How Many Accounts Do 
You Figure the Average Salesman 
Can Handle Well?” The figure 
seems fair enough, but again many 
factors must be taken into con- 
sideration. Each salesman must be 
individually with due 
thought to the nature of the ter- 
ritory he covers and the number 
of “large potential” accounts that 
require considerable attention. 

There is one house in Texas 
which has two men devoting all | 
their time to one large oil company | 
—its wells, refineries, gas stations | 
and so forth. A New Orleans dis- | 
tributor states that one of his sales- | 
men contacting only a very few} 
accounts produces more business 
than another man who calls on 
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READ WHY 


““SUPERFLAKE”’ 
GRAPHITE PRODUCTS 


ARE MAKING MONEY 
FOR MILL SUPPLY 
MEN EVERYWHERE 


1 


Because there is a type for 
every need. 


Because they give full sat- 
isfaction and users stand- 
ardize on them, 


Because they are a profit- 
able line. 


Because they make count- 
less opportunities for new 
business. 


m WwW No 





Some of their uses are: 


“Superflake” Graphite (large flake) for 
use on heavy or loose bearings, cylin- 
ders of blowing engines, packings, gas- 
kets, flanges, etc. 


“Superflake’’ Graphite (small flake) for 
use on close fitting bearings such as 
engine cylinders, valves and valve mo- 
tion, packings, gaskets, pipe fittings, etc. 


“Superflake” Graphite No. 590 for use 
on spindles, bobbins and other parts of 
textile machinery, firearms, locks, en- 
gine cylinders, talking machines, etc. 


“Superfiake” Graphite Paint used to 
protect all metal and other surfaces. 
Comes in Natural Graphite, Jet Black, 
Dark Red, and Olive Green. 


“Superfilake” Graphite Pipe Joint Com- 
pound for use on flanges, gaskets, and 
all pipe connections where a waterproof 
compound is necessary. 


“Plumtite” Graphite Paste for use on 
pipe lines carrying oil, gasoline, acid, 
steam, vapor, etc. 


Other “Superflake” 
Products Are: 











Amorphous Graphite Cup 
Graphite rease 
Colloidal Penetrating Oil 
Graphite Railroad 
Rust Solvent Lubricants 
Waterproof 
Automobile Grease 
Lubricants Foundry 
Graphite Oils Facings 
@ Distributors write for our special 
offer and booklet containing complete 
information. 











SUPERIOR FLAKE GRAPHITE CO. 


33 South Clark Street 
Chicago, Ill. 


























TWIST DRILLS ¢ MILLING CUTTERS « TAPS « DIES « REAMERS 
DRILL CHUCKS « WHEEL DRESSERS «© SPECIAL TOOLS 
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MILTON 


FOR 
REPEAT 
BUSINESS 


@ What your customers need in bolts, nuts, and lag 
screws is dependable quality. They want this type 
of product to fit smoothly into production without 
inaccuracies or defects—and without awkward de- 
lays in shipments. 


@ Milton products stand up in service 100 per cent. 
Orders for any requirement are filled promptly 
from a large assorted stock. 


@ You should have complete information on these 
products in your files. 


bolts, nuts, and kindred products 
The MILTON MFG. CO. 


MILTON, PA. 
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200. And there are innumerable 
other examples to prove the point 
that individual territories and the 
type of accounts must be considered 
in arriving at a solution as to the 
number of customers and prospects 
that may be effectively covered by 
one man. 

However, there are “average” 
territories, and there are instances 
where because of the set-up of a 
particular distributor, he must 
determine arbitrarily how many 
accounts each of his men will cover, 
so the opinion of distributors as to 
the average number of accounts one 
man can handle is extremely valu- 
able. 

It is noteworthy that there is a 
considerable difference of opinion 
on this subject among distributors. 
The lowest number suggested is 50, 
while the highest is 500. This 
latter is an unusual figure, how- 
ever, as the next nearest number 
suggested is 300. The majority 
suggest between 100 and 200. 

Some distributors naturally dif- 
ferentiate between city and country 
accounts. 

One distributor, from Alabama, 
states that one of his salesmen han- 
dles only four accounts and has all 
he can do to take care of them. 

A Missouri distributor states his 
belief that one salesman can handle 
200 industrial accounts well, but 
only 20 oil field accounts. 


What About Call Reports? 


A summary of all the replies to 
this question shows that 69% of 
the distributors require call reports 
from their salesmen. Of this num- 
ber, 59% require daily call reports; 
31% require weekly call reports 
and 10% have other requirements 
as to call reports. 

One distributor, who, inciden- 
tally, states he has only 200 ac- 
counts on his books, remarks: “It 
takes up too much time. Have 
tried it twice.” 

An Indiana house (300 accounts) 
does not require its salesmen to 
submit regular sales reports, but 
states its men keep their own 
records and submit written reports 
when they deem it necessary. 

A New York state distributor 
(500 accounts) does not require 
salesmen’s reports “except on spe- 
cial deals or special sales drives.” 
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1\Y) ee supply distributors have 
learned to appreciate the com- 
pleteness of the Jones line. In addition 
CoM ol Bo (-sogtelepole) el: mre} oltame-bele MAA Le) gee) 
Gear Speed Reducers and cut and 
Peete} (o(-to MM (oleh te MMe(-t-ta-Me) Mm: V0 MME O14 01-1 Fam tol: 
Jones line also covers transmission 
appliances. An extensive stock is car- 
ried at the factory. 


These items are profitably handled by 
distributors everywhere and new or: 
ref Voth A-Ui ley elce-ta-Moley etic belthmel-sbelem-Telel-re| 
to the Jones list. Many items of the 
Jones line are stocked by distributors 
so they, in turn, may better serve their 
trade. 


] 


W. A. JONES FOUNDRY & MACHINE CO. 
4411 WEST ROOSEVELT ROAD, CHICAGO, ILLINOIS 


e) gh 


AND MOLDED TOOTH GEARS - V-BELT SHEAVES 
FRICTION CLUTCHES ~- TRANSMISSION APPLIANCES 
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“There's 
a Lot of 
Customer 


Satisfaction in 
the Arro Line” 


That’s true—because the Arro 
Line of Expansion Bolts and Allied 
Products have anticipated every 
feature a customer expects to re- 
ceive from products of this kind. 
The Arro Line is complete—qual- 
ity materials and workmanship 
predominates throughout — de- 
signed to meet modern require- 
ments—and CADMIUM PLATED 


for protection against erosion. 


That is why Arro Expansion Bolts 
are the fastest selling line on the 
market today. Write for jobber’s 
private discount sheet. 


Sold Only Through Jobbers 


ARRO EXPANSION BOLT CO. 
MARION, OHIO 


Originators of Cadmium 
Plated Expansion Bolts 


XARRO 
REG. US. PAT. OFF. 


EXPANSION 
BOLTS 


And Allied Products 
SOLD ONLY THROUGH JOBBERS 


, 
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Says a Rocky Mountain distribu- 
tor (1,000 accounts): “We keep our 
daily call cards covering each ter- 
ritory in the office, and from this 
|we schedule calls.” 

| Some distributors, while ordi- 
narily requiring only weekly call 
reports, demand daily reports in 
connection with certain customers 
or on special matters. 


To Check Sales Work 


To the question: “How do you 
insure that each account is prop- 
erly contacted?” distributors re- 
ply: 54% check from sales re- 
ports, individual account records 
or a combination of both; 22% 
through personal contacts of all 
accounts periodically by executives 
of the supply house; 9% through a 
check of sales volume; 7% through 
personal conferences with sales- 
| men; 2% through direction of all 
calls by executives, and 15% have 
no method at all. 

“We keep a sales record in a 
steel cabinet,” writes an Ohio dis- 
tributor with 2,000 accounts. “This 
record shows the sales to each 
account of the leading lines and of 
all mill supplies. All contacts by 
our general supply men and spe- 
cialty men are recorded on these 
cards. With these cards the sales 
manager can readily determine 
from the number of contacts and 
the amount of business whether the 
salesman is getting results from 
any particular account.” 

This distributor uses salmon 
colored cars as call reports and 
follow-up cards. “Our typists write 
a follow-up card containing the cus- 
tomer’s name, date of the quota- 
tion, and, in a general way, de- 
scribing the merchandise and the 
prices used in the quotation. A 
copy of the quotation is given to 
| our salesman at the time the quota- 
ition is written. However, the 
salmon colored follow-up card is 
placed under the customer’s name 
|in the sales record, which has a 
time file arrangement. 

This follow-up card is taken out 
of the file on the Saturday morning 
following the quotation, and our 
man is expected to check the cus- 
tomer and turn in a report during 
the following week. 

The manager or assistant man- 
i\ager of a house with 500 accounts 
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HERE IS THE 


bolt clipper ser- 
vice through its ability to reach 
in and around obstructions—to 
cut from any position. 


PORTER 


BOLT CLIPPER 


The head swings to any position 
on either side of the axis of the 
tool. Cuts bolts, rods, wire, etc., 
with full power and ease. Gets in 
where no straight clipper could 
be used. Eliminates awkward 
bending, reaching and strain- 
ing. 


Greatly increases : 


RIGID Other Porter models avail- 

MODELS able in rigid types with 
proper jaws for close cutting 
of various metals and for 
special work such as nut- 
splitting, cutting of bar 
stock, wire rope, etc. There 
is a Porter Clipper for every 
cutting job. 


Send for descriptive catalogue of the 
complete Porter line of cutting tools. 


H. K. PORTER, INC. 
EVERETT, MASS. 
The Bolt Clipper People—Est. 50 Years 


CUTS BOLTS AND RODS THIS SIZE 
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@ New stamina, new efficiency, new 


value, new economy —are summed up 
in NU-MOL! For now Disston re- 
search and experimentation give you 
what you have hoped for in hack saws. 

Where carbon or molybdenum blades 
have previously been used, Nu-Mol 
proves tougher, stronger, every way 
superior—taking extreme abuses in 
hand work and withstanding undue 
strains in machine use. 

Made standard lengths, widths, 
thicknesses and teeth. Packed, hand 
blades 12-gross in box; machine blades, 


1 dozen in box. NU-MOL, on orange 


DISSTON U.S.A. 








3 NMa-Mol 


























band, identifies this new blade and 
assures Disston quality and workman- 
ship. Let us give you Nu-Mol demon- 
stration on your own work. Henry 
Disston & Sons, Inc., 523 Tacony, 
Philadelphia, U. S. A. Branches: 
Boston, Chicago, Detroit, Memphis, 
New Orleans, Seattle, Portland, Ore., 
San Francisco, Vancouver, B. C. 
Canadian Factory: Toronto. 


pW BLADES 
ware 


Nu- Mol 6S 


oo 





HACK SAW BLADES 
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CUSTOMER SATISFACTION 
prepares the ground for future sales! 


VALLEY BALL BEARING 
Grinders have long enjoyed a reputa- 
tion for complete satisfaction in 
service. Such performance inevitably 
leads to future sales for the dis- 
tributor. 


Valley Grinders are Valley powered 
—they are driven by Valley motors. 
Thus every unit is built to a single 
high standard of quality, protected 
by the Valley Guarantee. 


We will be glad to give you prices 
and data on the Valley line of 
Grinders. 


Sizes from { hp. Bench to 5 hp. 
Pedestal. 


VALLEY 


ELECTRIC CORPORATION 
4221-27 Forest Park Blvd. 
ST. LOUIS, MO. 














BRASS BRONZE 


EVERDUR—MONEL— 
STAINLESS STEEL 


Bolts : Nuts : Screws 


and Washers 


Thirty-Six Hundred 
Items in Stock 


® Complete stock of standard items, and the ability to produce special 
orders quickly, combine to make H. M. Harper your “‘logical source 
of supply” for bolts, screws, nuts, washers, and similar items in brass, 
bronze, Everdur, Monel, stainless steel, copper, and other non- 
corroding metals. 

® Our special order department is designed for the economical pro- 
duction of short runs. It is laid out with an excess of machinery, and a 
very wide variety of special tools, cutters, dies and fixtures. This set- 
up allows us to make orders of only a few pieces of some unusual 
bolt products without unnecessary delay and excessive cost. 

© Write today for catalog and details. 


The H. M. HARPER CO. 
2622 Fletcher St. Chicago, Ill. 
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checks every charge and prospect 
daily, or never less than twice a 
week. 

A Missouri distributor (400 ac- 
counts) maintains a master list of 
accounts at the home office. “In 
this we post every call. Under 
each account are listed all import- 
ant individuals, such as purchasing 
agent, assistant purchasing agent, 
buyers, master mechanics, super- 
intendents, general managers, chief 
engineers, and so forth. Call re- 
ports list individuals contacted and 
call summary sheets have calls 
posted by individuals.” 

“I personally call on all of our 
trade once a year with each sales- 
man,” says the president of a Penn- 
sylvania house with 500 accounts. 

A Pennsylvania distributor (480 
accounts) states: “One of the of- 
ficials of our company must con- 
tact all accounts each 60 days.” 

Another New England company 
(500 or 600 accounts): “As our 
men have been at the game 30 years 
or more, we do not check them very 
closely. They look after their trade 
very thoroughly.” 

A Texas distributor (2,000 ac- 
counts): “No routine system. 
Tried several and gave them up. 
Someone of our management fre- 
quently travels with the salesmen. 
We believe we can determine 
whether or not a man is properly 
working his trade by the amount 


of business he secures.” 
eo 


MILL SUPPLIES is deeply in- 
debted to all distributors who have 
cooperated so heartily in this survey. 
No general sales management plan 
can be recommended which will fit 
all houses and all conditions. Never- 
theless, many of the ideas contrib- 
uted by distributors will be help- 
ful to others. 

Each man can select from the 
information presented in the pre- 
ceding pages and from what will 
be brought out at the sales man- 
agement clinic at the Triple Con- 
vention those plans or methods 
which will be adaptable to his own 
business. The survey has been 
particularly gratifying to this 
magazine because of the fact that 
it has substantiated what we have 
steadily maintained—that progres- 
sive distributors and salesmen to- 
day are planning their selling, and 
selling according to a plan. 








» HOW ABOUT PROFIT 
It’s good to be in business!...There’s a lot of glory in it!... 
But, after all—-HOW ABOUT PROFIT?...How, about 


making money that pays you for your sales efforts? .... 
If these questions are in your Dallaley the answer ts in the 
Medart Distributor Policy...Read it—carefully—and see for 
yourself that it works for Medart Distributors because it 1s 
based on an understanding and appreciation of the funda- 
mental reason for being in business. 

1, The Medart Policy is definite—it works more than only “once in a while’ 
... 2, It recognizes the economic function of the Distributor... 3, He is given the 
sales rights to a trade area in which to sell Medart Products...44, He can meet 
all customer rciquibtsalls tebe stock orders to engineered jobs — because... 5, 
The Medan Line is Complete... He can extend service to his customers be- 
cause he gets service from Medart...7.He has the benefit of the Engineering Sales 


assistance of a thoroughly qualified Engineering and Sales Organization... 8. 


New Catalogs!... The Medart Company, 3500 De Kalb Street, St. Louis, Mo. 


__MEDART 











PRINCIPAL MARKETS FOR NEW PRODUCTS 


SEE FOLLOWING PAGES FOR DETAILED DESCRIPTION 


2 9 
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SALES POSSIBILITIES IN NEW PRODUCTS 


PAGE 122 FOR PRINCIPAL MARKETS 





Extractor 





Xt ; 
LRP 

The Ridgid LonGriP extractor 

permits a craftsmanlike job of 
quick and positive extracting of 
broken bolt, stud and pipe ends, ac- 
cording to manufacturer. Extractor 
is straight with vertical flutes that 
stand out slightly from tool. When 
driven into drilled-out end of bolt or 
into pipe, flutes groove their way 
firmly down entire length they are 
inserted. Once inserted, they stay 
put and will not return into or out of 
broken end. Because of this prin- 
ciple, broken bolts and screw ends 
can be drilled out to a thin shell. 
All internal pressures and “fight” are 
drilled out of embedded end and it 
responds easily to unscrewing by 
tool. The thinner the shell, the 
easier to turn it out and the larger 
and stronger the extractor that can 
be inserted. Primary buying officials 
to be contacted in introducing this 
product are purchasing agent, main- 
tenance superintendent and master 
mechanic.—The Ridge Tool Company, 
Elyria, Ohio. MILL SUPPLIES, 
May, 1936. 


Portable Electric 
Serew Driver 





electric screw 


2 A portable 

driver, smaller in size, lighter 
in weight and capable of driving all 
sizes of screws from No. 4 to No. 12 
by changing finder and bit, has been 
placed on the market. This Thor U16 
electric screw driver is radically dif- 


ferent in design and construction, 
following design of U14 recently an- 
nounced, and incorporates features 
never before built into an electric 
screw driver, according to manufac- 
turer. All weight is concentrated 


right at operator’s hand making tool 
a one-hand tool. Screw driver is 
104 inches overall, permitting use in 
places ordinarily inaccessible, and has 
motor, tension adjustment, hand 
wound armature and special commu- 
tator construction. Ball bearings and 
accurately machined, heat-treated 
helical gears reduce noise and vibra- 
tion to minimum, and also reduce heat 
generated to lowest point possible. 
Thor patented ventilating system 
provides effective cooling of motor. 
Specifications are: Capacity No. 4 to 
No. 12 screws; free speed 7000 r.p.m.; 
weight complete with screw driving 
attachment 34 pounds; length over- 
all 103 inches; equipped with No. 250 
slip clutch attachment. Primary 
buying officials to be contacted in in- 
troducing this product are plant man- 
ager, superintendent, foreman, chief 
engineer and master mechanic.—In- 
dependent Pneumatic Tool Company, 
600 West Jackson Boulevard, Chi- 
cago. MILL SUPPLIES, May, 1936. 


Vise Jaw Covers 





3 Cadmium-plated jaw covers 

recently placed on the market 
are riveted either to copper or brass 
jaw plates for covering the serrated 
jaw surfaces with a smooth, soft sur- 
face. They will fit any make of vise 
and can be instantly attached or re- 
moved. It is also claimed by manu- 
facturer that new construction makes 
these jaw covers available at con- 
siderably lower cost than solid copper 
or brass covers. They are made in 
sizes from 3 to 5 inches wide inclu- 
sive, in 32-inch steps. Primary buy- 
ing officials to be contacted in intro- 
ducing this product are purchasing 
agent, superintendent, foreman and 
master mechanic. — The Desmond- 
Stephan Manufacturing Company, 
Urbana, Ohio. MILL SUPPLIES, 
May, 1936. 


Automatic Motor Base 


4 Announcement is made of a 
“Straitline” automatic, ball 
bearing motor base, which is de- 
scribed as an important factor in the 
use of the motion control, vari-pitch 
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Texrope sheave recently brought out. 
Motor base provides convenient place 
from which to operate vari-pitch 
sheave, and, according to manufac- 
turer, maintains uniform belt tension 
throughout speed range adjustment. 
Guess work is eliminated by dial in- 
dicator showing tension of V-belts. 
When used in conjunction with mo- 
tion control, vari-pitch drive, motor 
base literally “places motor on 
wheels.” Four totally enclosed ball 
bearings support motor and upper 
half of “Straitline’ motor base. 
Travel of base is in a straight line 
and is securely anchored to founda- 
tion. Speed of vari-pitch sheave is 
controlled by handwheel on base, 
which simultaneously moves motor a 
sufficient amount to compensate for 
change in centers between shafts re- 
sulting from variation in diameter of 
vari-pitch sheave. Primary buying 
officials to be contacted in introducing 
this product are plant manager, pur- 
chasing agent, superintendent, main- 
tenance superintendent, chief engineer 


and master mechanic. — Allis-Chal- 
mers Manufacturing Company, Mil- 
waukee, Wisconsin. MILL SUP- 


PLIES, May, 1936. 


Paint Spray Gun 


5 One of the features of Type 

MM paint spray gun is that 
it is balanced like a pistol, coverage 
and shape controlled by turning two 
knurled nuts. Spray head is made of 
drop forged bronze machined with 
rifle-like precision and alignment. 
Gun handle and body are one piece, 
die cast aluminum alloy. Standard 
air hose connection is at base of han- 
dle. Atomizer head is of one piece, 
concentrically centered on fluid noz- 
zle. Two finger grip trigger works 
against non-corrosive ball bearing in 
end of air valve stem. Fluid nozzle is 
of wear-resisting steel with internal 
and external tapered seats. Knurled 
adjusting nut operates non-corrosive 
needle valve to regulate air flow to 
atomizer head which controls spray 
volume and shape of spray, whether 
flat or round. Another knurled nut 
adjusts fluid flow by means of stain- 
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COFFING “btisicn’? HOISTS 


SPUR GEAR e« RATCHETLEVER e¢-— ELECTRIC 








You'll open NEW MARKETS 
with the ‘“CHALLENGER” 


—the biggest hoist improvement 
twenty-five years ! 









new Coffing ‘‘Challenger’’ opens 
unusual sales possibilities for you. It raises 
and lowers loads more rapidly, and, 
because it saves time in operation, slashes 
hoisting costs. Twin levers, with rope pull; 
raise loads by means of a friction grip; 
gravity does the lowering. Safe operation 
is possible with 100 per cent overload. 
Available from 1% to 2 tons. 





| 

| 

less stee] needle valve, which valve is 
| connected by universal joint for con- 
stant alignment and easy replacement 
of paint needle valve points. Valve is 
closed by tension spring which assures 
perfect seating under high fluid pres- 
sures, according to manufacturer. 
Primary buying officials to be con- 





ee 





Information on the complete Coffing line, 
and on our valuable franchise, should be in 
your files. 


tacted in introducing this product are 
plant manager, purchasing agent, su- 
perintendent, foreman and chief engi- 
neer.—The Alexander Milburn Com- 
pany, Baltimore, Maryland. MILL 
SUPPLIES, May, 1936. 























Coffing Ratchet 
Lever Hoists— 


weet. et | COFFING HOIST COMPANY 


principle; available 


aan oF dae or DANVILLE, ILL. 


pacity. 





Channel Valve 











Pipe Fittings 






A new development in valve 
design for air and gas com- 
pressor users, known as the channel 
valve, has been announced. Moving 
parts are a number of valve channels 
within each of which is a flat spring. 
Spring fits snugly within channels so 
| when valves lift, springs straighten 
and a small quantity of air is trapped 
| between springs and channels, form- 
ing air cushions to decelerate valve 
| channels after opening and bring 


them to a stop softly and quietly with- 

that | out impact, according to manufac- 

| turer. Valve channels are made light 

° in weight, channel form being relied 

save time | upon for strength and rigidity. They 


lift straight off the seat without 


ENNEDY Cast Iron Flanged Fit- Kennedy Valves, to your trade because | flexing returning to same position. 


tings and Kennedy Malleable Iron of the thorough satisfaction which they 


one Bronze Serowed Pittings have acure. Complete lines of all stand- Primary buying officials to be con- 
enabled many a pipe fitter and ma- ard-pressure types and sizes. | ae . . 

chinist to make records in connectin — m ee ee are 
up pipe lines quickly, accurately, a , . . urchasing agent and chief engineer. 
without make-over. You can conscien- The Kennedy Valve Mfg. Co. | P : > f 9 


tiously recommend them, as well as Elmira, N. Y. | —Ingersoll-Rand Company, Phillips- | 
| burg, New Jersey. MILL SUPPLIES, 


| May, 1936. 
VY 
IN N ED | Diamond Dresser 


One of the outstanding fea- 


VALVES~PIPE FITTINGS~FIRE HYDRANTS | tures of the Number 10 


Diamond point’ grinding wheel 
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Patented 
Fig. 300—‘Pioneer,” the 
original Steel Shaft Hanger; 


revolutionized shaft hangers; 
only steel hanger with inte- 
gral feet. Millions in use 
the world over. 





Appl'd For 





‘he ll + te “Hallowell” with 
“Hallowell” “Hallowell” + 
Steel Stool Stcel Stool Swivel Wooden Seat 


and Foot Rest 
The “Hallowell’’ Steel Stools and Chairs have become most popular 
because being welded throughout they never get rickety and wobbly as 
riveted stools and chairs do—Get our bulletin Form 477. 





Patented 
Fig. 100—‘‘Hallowell’’ 
Steel Shaft Collars com- 
bine unbreakability and ma- 
chine finish with low price; 
that’s the secret of their 
world-wide popularity. 





UNBRAKo 





Fig. 232—“Unbrako” 
Hollow Set Screws 


stand up under punish- 
ment that wrecks other 
screws. Made of alloy 
steel, heat treated; 
therefore, tough yet 
hard, so points don’t 
mushroom, hex doesn't 
round. 










Pat'd and Pat's Pend’g 


Fig. 732—*“Hallowell” Steel Work Bench, 
serviceable, outlasts wood; carried in stock 
for immediate shipment; inexpensive, fire- 
proof. 1368 different sizes of ‘‘Hallowell"’ 
Steel work Benches and Tables made. Full 
line of ‘Hallowell’ Steel Bench Drawers— 
fireproof, 





AVAL 


U. 8. & Foreign 

Pats. Pending 
Fig. 1434— Knurled 
“Unbrako” Socket 
Head Cap Screw 


All mechanics use their 
fingers driving screws. 
Knurls gear fingers to 
head; fingers, therefore, 
have better purchase, 
drive faster and further. 
Pliers bite the Knurled 
““Unbrako,”’ but slip on 
Smooth-Heads. 

Ask how we lock the 
Knurled * Unbrako 
when countersunk—it's 
unique, 











Pat. Applied For 


Fig. 752—‘Hallowell” Steel Floor 
Truck. tilting type; chassis a welded 
unit of steel: nothing to work loose and 
and repair, so cost of maintenance 


practically nil. 





Fig. 1041—*Hallowell” Steel Bench Drawer for Steel 
Top Work-Benches and Tables. 
Without a Drawer the Bench is soon littered with tools 
looks a mess and the first thing you know tools 
will be missing, time will be wasted, jobs delayed and 
profits reduced. 


Truck, 


smooth, 





STANDARD PRESSED STEEL CO. 








BRANCHES BRANCHES 
BosTON JENKINTOWN, PENNA. NEWYORK 
DETROIT BOX 519 ST.LOUIS 
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Costs no more. 
Manufactured only 
by us. 





Pat. Applied For 


Fig. 754—*“Hallowell” Steel Floor 


non-tilting type; 


strong. 
one-piece _ top. 


Won't 


splinter; no nail heads or screws to 
tear and scratch, 
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Address Our Nearest Warebouse: 


CHICAGO, 726 W. Washington Blvd. 
PHILADELPHIA . 12th & Olive Sts. 
NEW YORK .. . . 47 Murray Street 
LOS ANGELES . 1015 East 16th St. 


e@ When you stock Cleveland Cap Screws, made 
by the Kaufman Process, patented, you can 
always serve your trade promptly because 
back of your own stock stands ready for immediate 
shipment a complete stock in our factory and ware- 
houses. Cap and Set Screws, in a complete range of 
sizes and kinds from 44"x 42" to 112”’x 36” enable 
you to fill almost any order at once. All Cleveland 
Cap Screw products are of uniform quality, well 
packaged and boxed, and clearly labeled. Ask for 
catalog D, and Discounts. THE CLEVELAND CAP 
SCREW COMPANY, 2931 E. 79th St., Cleveland, Ohio. 
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CLEVELAND CAP SCREWS) 








Distributors from 
Coast to Coast 
are MAKING 
MONEY with 


this line 











DOCKSON 


Feather-Weight 
DOWMETAL GOGGLES 





Every industry needs Dockson Feather- 
weight DOWMETAL GOGGLES. They 
give users a new and almost unbelievable 
degree of comfort — designed to fit all 
faces — simple, positive nose bridge ad- 
justment — lenses for every hazard — made 
of DOWMETAL which is 36% lighter 
than Aluminum, truly Feather-weight. 


Write for information and looseleaf catalog 
sheets covering this fast selling item. 





Cc. H. DOCKSON CO., 2885 E. GRAND BLVD., DETROIT, MICH. 
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dresser is the fact that one man can 
quickly dress a wheel without the 
aid of a second operator to help him 
do it, according to manufacturer. 
The diamond is a .25 carat diamond 
mounted in a steel nib and diamond 
point can be transferred from end 
to side as desired. Another feature 
is that the micrometer-precision of 
the wheel dresser will discover and 
correct inaccuracies impossible to the 
eye or hand and cleans up loaded, 
out-of-true wheels accurately. Pri- 
mary buying officials to be contacted 
in introducing this product are pur- 
chasing agent, superintendent, fore- 
man and master mechanic.—The Du- 
more Company, Racine, Wisconsin. 
MILL SUPPLIES, May, 1936. 


Powerguns 





The 
heavy duty powerguns for in- 


“Rock Crusher” line of 
dustrial and fleet lubrication has 
been augmented with new twin elec- 
tric and air-eperated guns. Guns are 
compact, have capacities of 40 pounds 
and are highly portable. Air-operated 
“Rock Crusher” (RA40) delivers 11 
to 18 ounces of lubricant per minute 
at 150 to 200 pounds air pressure. 
Electric type (RL40) is powered with 
a Universal motor for a.c. or d.c. cur- 
rent. It develops approximately 5000 
pounds of pressure, delivering 9 
ounces of lubricant per minute. Pri- 
mary buying officials to be contacted 
in introducing this product are plant 
manager, purchasing agent, superin- 
tendent, maintenance superintendent, 
chief engineer, master mechanic and 
fleet superintendent. — Alemite Cor- 


poration, 1878 Diversey Parkway, 
Chicago. MILL SUPPLIES, May, 
1936. 
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“OF YOUR WORK 


Cleaner, smoother cuts, whether the job is drilling, 











threading, reaming or milling! Important, in these days 


of closer tolerances and greater precision in all metal 


manufacture. 
To be sure their work will show thesg “a ia 
cuts, quality-minded, cg 4 «4 
and shop_m € sn, it chal- 
oO a agatm chem 
wt Mors¢ gs 00 PEP, “er 
vy with gusttial 3 serene’ : hat © 
his es * e rod 
ars t len’ «Ther M se 
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t as to a difference in leading 
Ptal-removing tools, prove to yourself ‘there 


is a difference” by trying a Morse tool on your next job. 


A conveniently located Morse Distrib- 
utor will give you prompt service 


MORSE 


TWIST DRILL & MACHINE COMPANY 
NEW BEDFORD... MASS., U.S. A. 


NEW YORK STORE ° CHICAGO STORE 
130 LAFAYETTE ST. 570 WEST RANDOLPH ST. 





THE MORSE LINE INCLUDES HIGH SPEED AND CARBON DRILLS - REAMERS - CUTTERS . TAPS and DIES SCREW PLATES - ARBORS - CHUCKS - COUNTERBORES - MANDRELS - TAPER PINS - SOCKETS - SLEEVES 
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Mechanics and executives 
know the distinctive gold- 
colored finish of Victor Hack 
Saw Blades . know, too, 
that the performance of these 
blades is as outstanding as their 
appearance. 


Victor Hack Saw Blades are 
sold only through established 
distributors under a plan that 
protects your market and your 
profits. For complete informa- 
tion write to: 






VICTOR SAW WORKS, inc. 
Middletown, N. Y. 





@ 6997 








ALLIGATOR. 


TRADE MARK REG.US. PAT OFFICE 


STEEL BELT LACING 





GREAT 
STRENGTH 














* 








publications with a 
total circulation of 
4,098,316 per issue 


are carrying the story of Gen- 
uine ALLIGATOR STEEL 
BELT LACING to the user in 
1936. This is part of our 





FLEXIBILITY 











PROTECTION OF 
BELT ENDS 


consistent long-time mer- 
chandising program. 


Sales of ALLIGATOR STEEL 
BELT LACING are profit 
sales for the jobber and the 
stock turnover is rapid. 








Sole Manufacturers 


FLEXIBLE STEEL LACING CO. 


SMOOTH ON 
BOTH SIDES 








4633 Lexington Street 
In England at 135 Finsbury Pavement, London, E. C. 2 


Chicago, Hlinois 








Accept No 


——— a, 2. & 


‘ 


TRADE MARK 
REG. U. BS. PAT. OFF. 
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Improved Grease-Shield 
Bearings 


| 
S| 


1S) Grease-shield ball bearings of 
improved construction are 
now being supplied in an increased 
range of sizes. Bearings are equipped 
with single or double metal side- 
shields to aid retention of lubricant 
and exclude dirt and foreign matter. 
In “Single-Shield” (D type) design 
a steel stamping is fastened securely 
to bearing outer ring on one side, 
protruding into rabbet on end of 
inner ring with but a few thousandths 
of an inch clearance. Shield itself 
is completely within plane of face 
and does not project beyond bearing. 
In single row bearings, shield is in- 
troduced without increasing normal 
bearing width so that they are inter- 
changeable with standard units in all 
respects. “‘Double-Shield” (DD type) 
bearings, particularly recommended 
to retain lubricant in bearing for 
longer periods under difficult service 
conditions, are also being offered in 
wider range of sizes than heretofore. 
Primary buying officials to be con- 
tacted in introducing this product are 
plant manager, purchasing agent and 
chief engineer.—Fafnir Bearing Com- 
pany, New Britain, Connecticut. 
MILL SUPPLIES, May, 1936. 


Electric Hoist 





1 An electric hoist known as 

“Zip-Lift” recently an- 
nounced, has capacity ratings from 
200 to 500 pounds, and is designed 
primarily for “spot handling” work 
in machine shops, welderies, storage 
booths, foundries, and so forth. Unit 
has ball bearing motor designed espe- 
cially for hoisting service and smooth 
operation through a simplified plan- 
etary gear train which is fully en- 
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Right straight through the lean years 
and continuing in the better times 
that all are now enjoying, Upson 
has waged a consistent campaign 
to build up consumer acceptance 
for Upson products. Advertising in 
Mill and Factory, Iron Age, Steel, 
Railway Purchases and Stores, Auto- 
motive Industries and similar publi- 
cations has told users about the 
care exercised in manufacture—how 
they are made—where they are used 
—why they are preferred. Now, when 
your salesman says—“We sell the 
Upson line”—the buyer puts up no 
argument. The sale is made— easy 
and fast—with no chance that the 
goods will be returned because of 
dissatisfaction. 


Send us your request today and 
let us send you information on 


whatever products you may need. 


UPSON NUT DIVISION 


Republic Steel 


CORPORATION 


GENERAL OFFICES CLEVELAND. OHIO 


( 
REPUBLIC 


w 


ee 
sf ow" Ld 


When writing Republic Steel Corp. for further information please address Department MS. 
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PUMP DESIGN 





EQUAL SIZE GEARS OPER 
ATE AT SAME SPEED 





— 





' 
‘ 


ONLY two 


PUMPING GEARS 


Illustration above shows the extreme sim- 
plicity of operation and construction of 
the Roper Pump. Only two moving parts 
—perfectly cut pumping gears—produce 


maximum mechanical and _ volumetric 
efficiency. 

@ Extra long, large bearings. 

@ Accurately hobbed gears keyed and 


pressed onto shafts. 
® Carefully machined case. 
®@ Rugged, cast-iron construction. 
Write today for Bulletin 


MSR-1 and prices on Roper 
Rotary Pumps 


Geo. D. Roper Corp. 
Rockford, Illinois. 
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closed and running in oil. Unit has 
hoisting speed up to 32 feet per 
minute and is controlled either by 
push button or pendant rope. Other | 
features are weight-type limit switch, 
solenoid dry disc motor brake and 
ratchet and roller type mechanical | 
brake. Standard units are furnished 








with or without trolley. Primary buy- 
|ing officials to be contacted in intro- 
| ducing this product are plant manager 
land maintenance superintendent.— 
|Harnischfeger Corporation, Milwau-| 
om Wisconsin. MILL SUPPLIES, 
| May, 1936. | 


| 


Automatic Screw Driver | 


2 DD 


1 1 “Whale” automatic screw 

driver is lighter in weight, | 
but 50 per cent stronger than ordinary | 
screw drivers, according to manufac- | 
turer. It has strong clutch; positive | 
lock for heavy service to drive home | 
screws in hardwoods or to take out 
rusty ones. Driver has mahogany | 
finished handle, and all exposed parts | 
nickel-plated except bits, which are| 
polished. No. W71, length extended, | 
| with bit, 164 inches; closed 103 inches; | 
| No. W81, length extended, with bit, 
21 inches; closed 1334 inches, and No. | 
| W91, length extended, with bit, 24] 
|inches; closed 154 inches. Another | 
feature is that this driver is used | 
| right hand to drive screws and rigid | 
to take out screws. Primary buying | 
officials to be contacted in introducing 
this product are plant manager, pur- 
chasing agent, superintendent and 
|maintenance superintendent. — The 
| Forsberg Manufacturing Company, 








Bridgeport, Connecticut. MILL SUP- | 


| PLIES, May, 1936. 


Direct Reading Dial 





A direct reading length dial 


12 


| sizes of Monarch lathes consists of 


small oil tight gear housing approxi- | 


mately 63 inches high and 5 inches 
wide and 5 inches deep overall. Unit 
attaches to left hand carriage wing 
‘or right hand carriage wing and 
takes the place of carriage gib. A 
hardened pinion meshes with bed 
rack and through gearing in housing 
one foot of length carriage travel 
gives one complete revolution of inner 
dial. One inch of carriage travel 
| gives one revolution of outer dial 
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which can be applied to all| 





ELL 


ROPER PUMPS 


GENERAL USE 


for handling any 
clean liquid in fac- 












tories, cold storage 
plants, chemical 
plants, dyers and 
cleaners, etc. 
(Write for Bulletin 
MSR-3). 
POWER 
TRANSMISSION 


for hydraulic 
’ automobile lifts, 
Mae, elevators, presses, 


cs { . stokers, 


snow 


plows, etc. 
(Write for Bulle- 
tin MSR-5). 


MACHINE TOOLS 


for handling cut- 
ting compounds and 
lubricating liquids 
on metal working 
machines. (Write for 
Bulletin MSR-4). 





GASOLINE 
AND OILS 


especially suited 
for transferring 
petroleum prod- 
ucts sta- 
tions refineries, 
etc. (Write for 
Bulletin MSR-7) 


in 


it 
Dulk 


HAND TRANSFER 


rotary gear vane 
type for handling thin 
or thick liquids. Attach 
to any type container. 
(Write for Bulletin 
MSR-2). 


or 





HEAVY LIQUIDS 


keted for 
asphal- 
creosote, glu- 


tar 


steam jac 
handling 
tum, 
cose 
and viscous 
liquids. (Write for 
Bulletin MSR-9). 


Geo. D. ROPER CORP. 
Rockford, Illinois 


molasses 


other 





| 
| 


| 
1 











Select the j ig thal <= 


Continued bending and unbend- 
ope over housing 


ing of wire © 
heaves eventually 


drams and s' 
causes breaking of the crown 
wires from fatigue When 


Fits Vout Job 


wires. When other destructive 
forces prevent the selection of 


an ideal design to withstand 


bending, larget sheaves should 
be used to render the bending 


service and also furnish tables of 
sheave-rope-ratios W ritetoday 
* a y 


WICKWIRE SPENC ER STEEL 
C OMPANY, General Offices: 41 Fast 
{2nd Street, New York. Sales Offices 
and Warehouses Worcester. 


APPEARING 





ADVERTISEMENT 


IN 





bending 's the primary destruc less acute. We will gladly advise Are, York, Chicege, saitale. 
tive force m 4 particular wire you of the design that will give San Francisco, Los Angeles: 
the longest rope life in your Export Sales Dept’ New York 

WICKWIRE SPENCER 














Power 
West Coast Lumberman 
Construction Methods 
Mill & Factory 


rope service, a design should 

SALES CORPORA 
TION, New York, 
Chattanooga, Tulsa, 
Portiaod, Seattle 










be selected that has the 
strands made up of a large 
ber of small wires 
than a few heavy 


num 
rathet 


Fe on 
| covecnconscnsonnsonesees" A %, s Oil and Gas Journal 
ty ; = sG 7 Petroleum World 
er Rock Products 


} chat cells how to ma 


National Engineer 
Oil Weekly 
Buildings & Building 
Management 


Srate 


iti WICKWIRE 

petitive pr : 3 SPENCE ; 

Wire Ranede Gi me . o both the user and distributor aade fair com- 

Meads profit making merchandise. Write for the Wi wire Spencer 
ors’ and cooperative advertising plans e Wickwire Spencer 


WICKWIRE SPEN 
STEEL compan 


“ General Offices: 41 East 42nd St., New York Cit 
orcest . | | ‘ 
er + Chicago - Buffalo - San Francisco 
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a which is graduated in 64ths of an 
7 inch of carriage travel. Both dials 


‘a - can be quickly reset to zero so that 
we E fF FE | Cl bE N T— Ec onomi ca | gr successive length measurements in 
—_ 





turning or boring can quickly be 
made and directly read on dials. 
i a Y Case is oil tight and gears and 
Check These j ¥ ‘ | operating parts operate in a bath 
| of oil which is supplied through open- 
| ing in top of case. Primary buying 
Continuous cutting ‘7 . - officials to be contacted in introduc- 
° | ing this product are plant manager, 
Cutting time re- | purchasing agent, superintendent, 
duced 30 to 50% maintenance superintendent, foreman 
e 4 and chief engineer. — The Monarch 
No excessive heating ii ai il kK Machine Tool Company, Sidney, Ohio. 
of blade Sule” cepecition | MILL SUPPLIES, May, 1936. 
° 3” x7'2” or 4” 
i ~aui round capacities Bs 
ne rae He | | Automatic Stock Reel 
Cuts rounds, angles, | 
tubing, strip 


Pas Mew! BAND SAW 


« 

Long blade life— No coolant required with this low-cost, continuous cutting 
low blade cost saw that can be used for production, tool room or maintenance 
e work. Versatility of cutting at any angle, any shape, or any 
See Your Lecal thickness of metal up to the generous capacity of the machines, 
gives high efficiency of operation. Simple to operate. Portable 
—no special installation required. Sturdy construction. Learn 
more about its time-saving, cost-reducing advantages. Send 

for descriptive folder today. 


Advantages 


Dealer 


MJ WELLS MANUFACTURING CORPORATION 
315 Seventh Ave. Three Rivers, Mich. a 











1 A motor-driven automatic 


stock reel recently announced 
employs a simple mechanism which 
automatically maintains a loop of 
stock, according to manufacturer. It 
is made in vertical and horizontal 
quick-loading types and in different 
sizes and capacities. Primary buying 
officials to be contacted are plant man- 
ager, purchasing agent and superin- 
tendent.—U. S. Tool Company, Incor- 
porated, Ampere, New Jersey. MILL 


TO CLINCH BB . SUPPLIES, May, 1936. 


ICE PLANT ORDERS | Coil Winder Drive 


@ Plans are going ahead strong 
now in the Ice-Plant business 
for installation of new systems, 
replacements, and  improve- 
ments. Get into your stride on 
this profitable source of hoist 
and crane business. The all- 


utility hoist pictured here pro- 1 — of waned ay —— 

. : enables operator to adjus 
vides an ideal system where output speed to fit his requirements 
heavy-duty lifting must be while machine is running is one of 
flexible over large floor spaces. @ You get the inquiry—we'll help you close it. the features of coil winder drive. 


- ‘ Write for our new ‘‘Bulletin 6161."" It’s full of | i. 3 s * se 
It’s the ideal equipment for hoist information and model illustrations. This is accomplished without chang 


: Sold Through Mill Supply Houses Everywhere ing gears, through foot lever control 
ice plants. which has four functions—starting, 
stopping, varying speed and auto- 
matic braking. Drive winds many 

c 0 “ E | N S & M Y * R § | types of coils of different sizes and 
| shapes when equipped with universal 


| type coil winding head. Unit is com- 
HOIST AND CRANE DIVISION ® SPRINGFIELD, OHIO ‘pact and operates as to maintain con- 
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lor HIGH PRESSURE 
OIL: GAS: * STEAM 
AND HYDRAULIC 


The increasing demand for Watson-Stillman Forged Steel F 
tings for high pressure oil, gas, steam and hydraulic servic 


provides an exceptional selling opportunity for aggressi 
distributors. 


Watson-Stillman Forged Steel Fittings are a profitable line f 
distributors to handle. They are sold under a liberal poli¢ 
which provides protection, sales assistance, and a good pro 
margin. 


Complete detailed information will be furnished upon requ 
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LONG 
LIFE 





Trade Ma 


SKINNER CHUCKS 


fine precision tools since 1887, are 


playing important 











STRONG 
GRIP 


roles in 


the 


in- 


creased tempo of industry. 


To our distributors and their salesmen we 
express our appreciation for much of the in- 
creased business we have already received, 
indicating that 1936 will be a bigger and better 


year than 1935. 


THE SKINNER CHUCK COMPANY 


New Britain, Conn., U. 


S. A. 








Another Fast Selling 
GRINDERS 


Cesco Product 


Patented 





CESCO No. 220 
WIDE -VISION GOGGLE with 
SUPER-SAFETY LENSES 


The lenses in this wide-vision goggle are 


hardened by a special process that makes 
them tough, giving wearer the greatest 
protection from severe blows and impacts. 
Optical properties are such that there 
no deviation in the line of sight, assuring 
maximum wearing comfort without eye 
strain. 


is 


Industrial Distributors can build business 
on this No. 220 Goggle and hold their 
business with the complete CESCO LINE 
of Goggles, Dust Masks, Respirators, 
Welding Shields, Sandblast Masks, Hand 
Shields and other Cesco Industrial Safety 
Equipment. Ask for the Cesco Distributor 
Plan, Catalog Sheets, Prices and Dis- 
counts. 


CHICAGO EYE SHIELDCOMPANY 


2329 Warren Bivd. 





16 inch by 1 


| 
| 


| 
| 
| 
| 





MADE BY BALDOR 


Ruggedly Built 
For Heavy Duty 





ADD HANDY TO YOUR PRESENT LINE 


6” BENCH GRINDER. Heavy duty, ball bear- 

ing, Y¥. H.P. Baldor capacitor motor—3450 R.P.M. 

Protected against burn out. Dust sealed ball bear- 

Cast iron guards and adjustable tool rests. 
inch wheels. 


One year guarantee......... $ 3 5 7 00 


DISTRIBUTORS—Our sales policy protects you. Write for 
Bulletins and Liberal Discounts on complete tine of Handy 
Bench and Pedestal Grinders and Buffers. 
BALDOR ELECTRIC COMPANY 
4364 Duncan Ave. St. Louis, Mo. 


ings. 


| Ftandy, crmpers 


Chicago, Il. | 


PARRA RRR OE CC 
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stant tension on wire being wound, 
Asbestos lined brake holds wire under 
tension and brings winding head to 
complete stop when foot lever is re- 
leased. Drive pulley and brake are 
mounted on shaft running in bab- 
bitted, adjustable, self-aligning bear- 
ings and shaft is connected through 
flexible coupling to high-speed shaft 
of speed reducer. Drive can be driven 
from either line shaft or by separate 
motor. Unit has crackle-baked enamel 
finish, weighs approximately 108 
pounds net and has input and out- 
put speed of 1,100 nd 200 r.p.m. 
respectively. Primary buying officials 
to be contacted in introducing this 
product are purchasing agent, main- 
tenance superintendent, chief en- 
gineer and master mechanic.—Ideal 
Commutator Dresser Company, Syca- 
more, Illinois. MILL SUPPLIES, 
May, 1936. 


Plunger Pump 




















l Miniature triplex plunger re- 

ciprocating pump to handle 
fluids at a relatively high pressure 
and at same time in small quantities 
is announced. It is stated by manufac- 
turer that a ? hp. electric motor will 
operate pump at 60 gallons per hour 
cepacity and 200 pound pressure. It 
is single acting plunger type with 3 
| eylinders of j-inch bore and §-inch 
stroke with plungers attached to 
cross-head guides driven by connect- 
ing rods from crank shaft. Monel 
metal inlet valves are of poppet type, 
positively acting through cam and 
tappet mechanism and outlet check 
valves are of ball type with adjust- 
able limited lift for high-speed opera- 
tion. Gears, crank shaft, connecting 
rods and cross-heads are entirely 
enclosed in semi-steel crank case with 
splash lubrication. Cylinder head is 
made of corrosion-resisting iron alloy 
and is removable from crank case. 
Primary buying officials to be con- 
tacted in introducing this product 
are plant manager, purchasing agent, 
superintendent, chief engineer and 
master mechanic.—Homestead Valve 
Manufacturing Company, Coraopolis, 
Pennsylvania. MILL SUPPLIES, 
May, 1936. 


Pyrometer 


l A totally self-contained, di- 

rect reading instrument 
known as Pyro Optical pyrometer has 
been placed on the market. Unit is 
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DIXON'S GRAPHITE 
PRODUCTIONS 


KNOWN, used and recognized for over 50 years 
as the world’s standard for service, purity and uni- 
formity, used in almost every industry, Dixon's 
Graphite Productions are a source of profit, year in 
and year out, for Industrial Suppliers, everywhere. 


The line is broad to meet every application, well ad- 
vertised to stimulate demand, universally accepted on 
its name without question because of conceded 
quality. Suppliers who stock and sell Dixon's Graph- 
ite Productions have a distinct advantage over those 
who don't. You are probably now handling this 
famous old line. If not, write for the Dixon Proposi- 
tion. You'll like it. 


A. Ticonderoga Flake Lubricating Graphite. H. Lubricating and Penetrating Graphited 
Wo. 1—tLarge lustrous flakes. No. 2— Oil. For all around general lubrication 
Powdered flakes. and loosening rust 

. Graphite No. 635 (lubricating). (Minute . Cup aad Pressure Gun Graphited Greases. 
flake) smaller than No. 2 For gears, bearings, ete. 

. Ploneer Boiler Graphite. Prevents seale 
from burning fast to shell and tubes 

. Graph-Air-Gun. New clean way of ap- 
plying dry graphite for lubricating and . Auto-Marine Packing and Cup Graphited 
other uses—in locks, motors, bearings, ete. Grease. For industrial water pumps, 
Meret Flake Graphit , at stuffing boxes, etc. 

" jerofyne Flake Graphite. rocessed to ; 
microscopic fineness for lubrication and - Solid Belt Dressing (Does not contain 
other uses Graphite) 

. Pipe Joint Graphite Compound. (Not . Paste Belt Dressing (Does not contain 
soluble in water) Graphite) 


. Graphite Seal. Also for pipe joints and - Graphite Motor and Generator Brushes ni 
gaskets. (Not soluble in oil) all types and sizes. 


. Waterproof Graphited Grease. For un- 
housed gears, ropes and chains 


Stocked by leading 7 » Write for new 1936 
supply houses. catalog KP-71 


JOSEPH DIXON CRUCIBLE CO. 
Jersey City, N. J. 


GRAPHITE 
PRODUCTIONS 
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Wherever 


ment, 





A BIG SENSATION! Lansing Concrete Barrow’ 
with pneumatic tires——eases jolts, time-saver, effi- 
cient Tray capacity 4 cu.ft. wet concrete 
WRITE for full details 





18 Standard Sizes Pneumatic-Tired 
REYNOLDS IMPROVED TRUCK 


MATERIALS are HANDLED 


The outstanding achievement of many of the mammoth industries 
are due in part to their careful selection of materials handling equip- 
The diversified Lansing Line has long been a leading factor 


with both large and small industries. 


LANSING PNEUMATIC-TIRED 
BARROW F-25 


This extensive Line is designed and built 
for modern 
always dependable. 


miliar with the Lansing Line—write or 
wire nearest factory branch for catalog 
and complete data. 





Established 1881 


BRANCH OFFICES—Warehouses: Chicago, IIl., 
New York City, Philadelphia, Pa., Boston, Mass., 
Minneapolis, Min 
cisco. 


LANCO 
PRESSED 
STEEL 
TRUCK 
No. 861 


Here is but one of many 
Lanco Pressed Steel trucks. 
Designed for barrel and box 
handling. Pressed steel 8” 
wheels, heavy duty tires. 
Hyatt Bearings. No. 861— 
45” high, 20” wide, weighs 
only 55 Ibs. 


industrial use — sturdy and 
If you are not fa- 


LANSING, MICHIGAN 


n., Kansas City, Mo., San Fran- 














MORESaXor 


from handling the Miller Electric Welder— 
five sizes, 125 to 400 amperes, to supply 
various requirements. Economical and safe 
to operate. No moving parts. Operates 
on 220 volts, 60 cycle single phase. In 
demand by plants, garages, repair shops, 
etc. Write for complete details and dis- 
tributor’s discounts. 


MILLER ELECTRIC MFG. CO., INC. 


1134 W. Wisconsin Ave., Appleton, Wisconsin, U. S. A. 


MILER SonderARC ELDER 
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PRODUCTS 


Solid Woven White Cotton Belt- 
ing 

Solid Woven Waterproof Treated 
Belting 

Endless Woven Belts 

Harvester Webbing 

Sifter Brush Webbing 

Shoe Machine Webbing 

Bolting Cloth Webbing 

Apron Webbing 

Spindle Banding 

Linen Webbing 

Other webbing and belting spe- 
cialties 

* @ @ 


Globe Woven Products are 
sold thru Mill Supply distribu- 
tors. Write us for samples 
and prices. 


Globe Woven Belting Colne 





NEW YORK 
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equipped with small ordinary battery 
and with ammeter and adjusting rheo- 
stat, these being in circuit with small 
calibrated lamp to illuminate small 
comparison test mark and maintain 
constant intensity. The new prin- 
ciple enables rapid temperature deter- 
minations of minute spots, fast mov- 
ing objects or smallest streams at 
comparative long distances and point 
by point. This is done by rotating a 
graduated optical absorption wedge to 
change apparent brightness of hot 
object under measurement, until a 
small luminous test mark, which ap- 
pears in field of vision, disappears. 
All operations of instrument are so 
arranged that they conform to nat- 
ural position of hands, according to 
manufacturer. Other features are 
ocular lens, circular smoked glass, 
temperature scale, ammeter scale, 
objective lens, ammeter zero ad- 
juster, switch, lamp, test mark and 
slide. Primary buying officials to be 
contacted in introducing this product 
are plant manager and superinten- 
dent. — The Pyrometer Instrument 
Company, 103 Lafayette Street, New 
York City. MILL SUPPLIES, May, 
1936. 


Material Handling Truck 


— : - 





A fibre material handling 
truck called “The Continen- 
tal” is of veneered steel construction, 
which manufacturer states provides 
economical material handling com- 
bined with light weight, strength and 


17 


durability. Top center and bottom 
bands are metal covered. Unless 
otherwise specified, Diamond self-oil- 
ing casters are furnished on truck. 





Sides and ends are strong, smooth 














Tank-mounted Air Compressor... Motor-belt-drive 
Air Compressor Also Steam Driven 





Centrifugal Pump... Split Casing 





Vertical Compressor... Duplex Steam Pump 
Centrifugal Pump... End-suction Type Water-cooled Type 


& ww 


Monobloc Centrifugal Pump Base-mounted Air Compressor 
Vertical Compressor 


Air-cooled Type 





Triplex Power Pump 





and BUILD PROFITS 
with a COMPLETE LINE 


THE Worthington Dealer can offer complete 
coverage for every pump and compressor job. 





He has behind him the unsurpassed prestige 
and consumer acceptance of Worthington prod- 
ucts and the full support of the Worthington or- 
ganization in prompt service and cooperation. 





Feedwater Heater 


on @ Ask about the Worthington Dealer Plan 


Deep Well 


Pump 
WORTHINGTON PUMP AND MACHINERY CORPORATION 


General Offices: HARRISON, NEW JERSEY - Branch Offices and Representatives in Principal Cities throughout the World 


ORTHINGTON 


ATLANTA CINCINNATI LOS ANGELES PITTSBURGH SEATTLE 

cren oi Hy pond —— are or tn ping TULSA 
——— u 

CHICAGO DENVER KANSAS CITY = MALATE ° PHILADELPHIA SAN FRANCISCO WASHINGTON 

A-36300 ZL 4), 
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The 
LUBRIPLATE FILM 





MONTHLY HIGH SPOTS 





PITTSBURGH, PA. — Our 
Toledo Office reports that ma- 
chines of ———— Co., were under 
16 feet of water during the 
recent flood. When water re- 
ceded and machines started, 
all developed bearing trouble 
except those lubricated with 
LUBRIPLATE No. 130-A. 
(Name of this and other com- 
panies mentioned in the follow- 
ing together with details fur- 
nished upon request.) 

t 

BRIDGEPORT, CONN. 
- - Hardware Mfg. Co., says 
“LUBRIPLATE pays for itself.” 
On ways of drop hammers, 


LUBRIPLATE No. 25 lasts five 


times as long as any. previous 
lubricant. 


oa 
CHICAGO, ILL.—Our Chi- 


cago representative gets credit 
for this one. - Filter Co., 
selects LUBRIPLATE No. 
130-A from eight prominent 
greases tested on tough job. No. 
130-A found to be 300% more 
efficient than second best grease. 
a 

HARRISON, N. J.— —— 
Steel Co., now 
LUBRIPLATE No. 10 in all 
their electric motors—over four 
hundred—6 H.P., to 800 H.P., 
range. All ring oiled. Motors 
run much cooler and use only a 


using 


fraction of previous oil con- 
sumption. 
= 
Sta the Fila is truly the 







Pervenrs was 
Coasonon 


Modern lubri- 
cant and rep- 
resents the 
most outstand- 
ing develop- 
ment in lubrication for many years. 
The ingredients used in its patented 
formulas positively make it a safe, 
clean and sure lubricant. Its very 
long life and ability to resist wear 
and corrosion is definitely established. 








DISTRIBUTORS—We are extend- 
ing distribution of LUBRIPLATE 
in certain sections of the country. 
Write for our attractive propo- 
sition 











LUBRIPLATE DIVISION 
FISKE BROTHERS 
REFINING CO. 


Established 1870 


24 State Street New York, N. Y. 
Plants: WEWAR* 4. J. and TOLEDO, OHIO 
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and warp-proof and bottom construc- 
tion is strong yet light. Primary 
buying officials to be contacted in in- 
troducing this product are plant man- 
ager, purchasing agent and foreman. 
—Continental-Diamond Fibre Com- 
pany, Newark, Delaware. MILL 
SUPPLIES, May, 1936. 





Redesigned and Improved 
Sander 








l A redesigned and improved 

speed-bloc sander for both 
wet and dry sanding, applicable to 
curved and all-flat metal, fabric, wood, | 


| composition or marble, has “floating” | 





principle applied to block and pad, 
resulting in no restriction of move- 
ment of pad proper. Manufacturer 
states that the use of flexible tubular 
rollers of rubber composition between 
pad and air motor, replacing former 
bridge construction, increases contact 
of abrasive surface to approximately 
90%. Unit has leather piston cups, 
one-piece “alloy” steel cross head and 
driving shaft, double-shielded ball- 
bearings and motor exhaust equipped 
with a silencer. Weight of complete | 
sander is 7% pounds, overall! dimen- 
sions being 7 inches long, 4% inches 
high and 3% inches wide. Primary 
buying officials to be contacted in in- 
troducing this product are plant man- 
ager, purchasing agent, superinten- 
dent, maintenance superintendent and 
foreman. — Sterling Products Com- 
pany, Detroit, Michigan. MILL SUP- 
PLIES, May, 1936. 








Sell Your Customers 
DAGGETT 


BALL BEARING 
LOOSE PULLEYS 


for machines, centers, mules, 
idlers and clutches 

and save them— 

Time in Daily Oiling 
Cost of Lubricant 

Cost of Replacements 


Power Loss by Friction 
Time Loss When Trouble Appears 





Daggett Ball Bearing Loose Pulleys are sim- 
ple in construction and accurately machined, 
and will carry a belt at any working load or 
speed without heating. Bearings are dust- 
proof and require no attention except renewal 
of lubricant 4 to 6 times a year according to 
speed conditions. 

Quick service given on all orders from dis- 
tributors. Ask for our price list and liberal 
distributor terms. Our engineers are ready to 
assist you in your sales problems. 


CHICAGO PULLEY & SHAFTING CO. 
19 No. Desplaines St. CHICAGO, ILL. 











Steel Mechanical Rivet 





l A mechanical rivet designed 
to rivet metal together where | 
it is impossible to work from both 
sides has been announced. Rivet is 
inserted and operated from only one | 
side of job, forming steel rivet head | 
on inside. It incorporates hardened 
steel bolt with steel expansion ferrule 


‘ under head and resting on steel body 
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SAYLOR-BEALL 
Spray 
Guns with 


Both Internal 
and External 
Atomizing .. . 
Nozzles .... 





As carefully designed as a watch 
—sturdy as a monkey-wrench— 
these spray guns are easily cleaned, 
deliver long, trouble-free service. 
Priced at a figure that makes 
them sell fast. 


Write for catalog of spray guns, 
compressors, nozzles and fittings. 


Saylor-Beall Manufacturing Co. 
1519 East Philadelphia Ave., Detroit, Michigan 
New York Philadelphia Chicago 




















..... that thrive on punishment! 


It may not be visible to the naked eye but 
that inherent ability to stand up under the 
severest pressures and temperatures is built 
right into each fitting and flange beginning 
with the selection of the billets from which 
they are forged. 


lt has taken us twenty-five years to learn 


how. You can buy them in a minute or less. 


HENRY VOGT MACHINE CO. 


INCORPORATED 


LOUISVILLE KENTUCKY 


Manufacturers of: Drop Forged Steel Valves and Fittings, Ice Making and Refrigerating 
Machinery, Oil Refinery Equipment, Water Tube Boilers, Heat Exchangers 


NEW YORK PHILADELPHIA CLEVELAND CHICAGO CINCINNATI KANSAS CITY DALLAS 
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NO TROUBLE AT ALL 


in selling the 


BASA 
HAMMER 


as soon as you demonstrate how easy 
it is to change faces in the handle. 
Simply loosen nut. 






\ a oe 





eassirT 


eaeeiry 


A Hammer 
that will 
Strike blows 
of varying 
hardness 
without 
marring 
the surface. 


The Rawhide, 
Copper and 
Babbitt Faces 
make it pos- 
sibie to adapt 
this Hammer 
to any class 
of work. 


Especially made for 
AUTOMOBILISTS 
ENGINEERS 
ELECTRICAL WORKERS 
FOUNDRY WORKERS 
GARAGES 
METAL WORKERS 
MACHINISTS 
PLUMBERS 
JEWELERS 


The clamping 
prevent 


jaws 
faces from 
rattling or falling out 
of head. 


Hammers and Faces 
Made in U. S. A. 
Made in Five Sizes. 


Send for full particulars. 





GREENE, TWEED & CO. 


Sole Manufacturers 


109 Duane St., New York 
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; or shank which has square head on 


| one end. Nut locks assembly in place. 
| When 


inserted through hole, bolt 
head foremost, square steel body is 


| pressed to work and nut turned down, 
| expansion ferrule expands over steel 


| body and compresses to work, draw- 


| ing square head on 


outside tight. 
Manufacturer states that mechanical 
rivet will withstand shear strains to 
one hundred thousand pounds and 
practically any tensile strain desired. 
It comes in all sizes. Primary buying 


| officials to be contacted in introduc- 
| ing this product are purchasing agent 


| Jefferson 


bearings, 
| axle of 13-inch round steel. 


and chief engineer—The Multi-Seal 
Manufacturing Company, 123 N. 
Street, Chicago. MILL 
SUPPLIES, May, 1936. 


General Utility Cart 





20 This general utility cart, 
known as K4, is equipped 
with 30 by 34-inch pneumatic rubber 
tires and tubes and Timken roller 
and has an_ underslung 
Round- 


| bottom bowl is of 14 gage steel, re- 
| inforced with angle iron around top 





and is so hung that cart dumps 
easily. Capacity is 6 cubic feet, dry 
material. Overall width is 34% 
inches, height, 34 inches and weight, 
200 pounds. Primary buying officials 
to be contacted in introducing this 
product are plant manager, purchas- 
ing agent, superintendent, mainte- 
nance superintendent and foreman. 
—Lansing Company, Lansing, Michi- 
gan. MILL SUPPLIES, May, 1936. 


Remote Valve Control 


2 A feature of this remote valve 

control is the extreme preci- 
sion of valve setting, according to 
manufacturer. It is easy to make a 
change in pressure on the diaphragm 
motor of the controlled valve as small 
as ji-inch of water or less. This 
means that the valve opening can be 
altered by as little as a few 
thousandths of an inch to produce the 
exact desired flow of controlled 
medium. It is further stated by 
manufacturer that due to its original 
unique design, there is no pumping 
or vibrating; air pressure on dia- 
phragm being held exactly at de- 
sired setting. It is finished in lac- 
quered cast bronze trimmed with buff 
nickel. Primary buying officials to 
be contacted in introducing this prod- 
uct are plant manager, purchasing 
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REMOTE VALVE 
CONTROL 
-_ 





agent, superintendent and chief en- 
gineer —The Foxboro Company, Fox- 
boro, Massachusetts. MILL SUP- 
PLIES, May, 1936. 


Motordrive 





Vari-speed motordrive, re- 
cently announced, available 


22 


in horizontal and vertical design, is 
built in four sizes which take motors 
from 3 to 74 hp. capacities, and cover 
speed ratios from 2:1 through 6:1. 
Unit combines features of this manu- 
facturer’s variable speed transmission 


and vari-speed motor pulley. It util- 
izes the principle of V-belt running 
between two sets of cone-faced discs 
which are adjustable in diameter and 
mounted on parallel shafts. One shaft 
receives power at constant speed from 
motor, and the other shaft transmits 
power at infinitely adjustable speeds 
to any driven machine. Any make of 
foot type, constant speed motor, within 
standard dimensions may be used. 
Another feature is that variable speed 
shaft may be extended on either side 
of unit as required. Units may, within 
certain limitations, be mounted on 
wall, floor or ceiling or may be 
mounted directly on driven machine. 
Primary buying officials to be con- 
tacted in introducing this product are 
plant manager, superintendent and 
maintenance superintendent.—Reeves 
Pulley Company, Columbus, Indiana. 
MILL SUPPLIES, May, 1936. 
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QUICK HANDLING, assuring that in case 
of emergency orders will be loaded and sent on their 
way to user or jobber promptly, is one of the ad- 
vantages of Bethlehem service on bolts and nuts 
and related products. 

Bethlehem’s Lebanon, Pa., Plant is a large 
self-contained unit, specializing in the manu- 
facture of headed and threaded products, with 
a warehouse stock of over 3500 standard items 
and many more “specials,” maintained in 
generous quantities to meet emergency 
demands. 


you require will soon be on their way 
to you. 
Prompt service is only one of the 
reasons why users of bolts and nuts and 
allied products find Bethlehem so com- 
pletely satisfactory as a source of supply 
Lebanon Plant products are made 
under the supervision of men who are 
specialists in bolt-and-nut manufacture, and 
reflect the accumulated experience of many 
years. 


Whatever types of fastenings you may re- 
quire, from standard machine bolts to studs 
for service at high temperatures, the facilities 

of Lebanon Plant are assurance of prompt ser- 
vice and quality products. 


When you need bolts, nuts, spikes, or 
other headed and threaded products 
quickly to meet some emergency that 
has arisen, call on Bethlehem. The items 


BETHLEHEM STEEL COMPANY 


GENERAL OFFICES: BETHLEHEM, PA. 
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USE These A-S-E 
Products for Better 


Plant Service 
and 


Lower Costs 


yy 


A-S-E 
STACK 
UNITS 


Save time and 
money on small 
parts handling and 
storage. Cut floor or 
bench space by as 
much as 50%. Pro- 
gressive industrial 
plants use A-S-E 
Stack Units on as- 
sembly lines, stock 
rooms— everywhere 
that parts are 
stored or handled. 


W rite today for free sample unit—no obligation. 


NEW VALUE 
in Steel Bench 
Legs 


Here is rigid strength that pro- 
vides long, economical service. 
All joints are electrically 
welded, making one compact, 
integral unit. Cross braces, sci- 
entifically placed, provide great- 
est amount of additional strength 
and maximum convenience in 
mounting shelves or stringers. 
Priced to offer unusual value. 
Send for new bulletin and 
prices. 





EASIER, HANDIER 
Tool Service 


A-S-E “Handy 
Man” tool holder 
cuts down trips 
to the tool crib 
—saves count- 


less hours of 
wasted time 
Secure locking 


for tools when 
not in use. Rig- 
idly built of 
heavy steel to 
stand long years 
of hard 
Modernized han 
dling and stor 


age 


use 


of small tools with this and other A-S-E 


industrial products is obtained by hundreds of 
plants. Write for bulletin and prices 


ASK ABOUT A-S-E: 


Tool Boxes, Taper Pans, Bench Drawers, Shop 
Boxes, Lockers, Cabinets, Files 


All-Steel-Equip Company 


607 John Street, Aurora, Illinois 
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| yx-inch to 


| is removable, is enclosed in cast alu- | 


| designed that 


Heavy Duty Tapper 





Number 4 heavy duty tapper 
for handling taps 
Z-inch in brass and from 
fs-inch to §-inch in steel has been 
added to this manufacturer’s line of 
tappers. Tap head is driven by 1-h.p. 
motor operating at 1,725 r.p.m. Re- 
verse speed is double that of tapping 
speed. Tap head mechanism, which 


2 


| 
| 
minum shell, sealing the gears, bear- 
ings and spindle shafts. Tap head is | 
stationary and work is presented to 
tap by raising table, which is operated | 
by means of rack and_ segment, 
through forward movement of foot | 
pedal. Positive lubrication is afforded | 
by a rotary pump, amount of flow 
being controlled by hand operated 
valve. Oil sump has a capacity of 34 
gallons tap lubricant. Tap spindle is 
standard “Acorn” die 


| and holder may be installed instead of 


collet chuck to permit external thread- 
ing. 
contacted in introducing this product 
are plant manager, purchasing agent, 
superintendent, foreman, chief engi- 
neer and master mechanic.—R. G. 
Haskins Company, 4636 West Fulton 
Street, Chicago. MILL SUPPLIES, 
May, 1936. 


Stock Cabinet 


24 A fitted steel stock display 
cabinet for hardware dealers 


| or coping saw. 


and industrial distributors shows | 
blades of different types with indica- 
tion and description of each for use 
on wood, metal or plastics. Space is | 
provided for balanced stock of blades | 
in plainly labeled sections of box 
proper. Cabinet is so designed that | 
any dealer or customer can select 








| correct type blades for any make jig 
Entire cabinet with|H. B. SHERMAN MFG. CO. 


BATTLE CREEK + -+ + 


stock occupies 8 by 12 inch counter | 
] 


or shelf space. Blades come in clearly | 
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Primary buying officials to be | 








® You will have better 
luck with our... 


NEVERBREAK Belt Lacing 


—one lace that answers every need 





You can recommend it to your trade re- 


gardless of the conditions under which the 
belt is working. 
for stocking three or four different tannages. 


That eliminates the necessity 


A recent test made with a '%-inch lace 


showed that NEVERBREAK had a tensile 
strength of 400 pounds! 


When subjected to 240 degrees Fahrenheit 


| for 60 consecutive hours, NEVERBREAK re- 


from | 


tained a tensile strength of 325 pounds. That 
shows heat resistance! 


And when NEVER- 


| BREAK Chrome Lace becomes wet, it will dry 
| back to its original soft and pliable state. 


Full length sample laces furnished free to 
any distributor wishing to have an experi- 
ment made with this remarkable new lace. 


| CALIFORNIA TANNING CO. 
| 1905-7-9 Shenandoah Ave., St. Louis, Mo. 














Sell SHERMAN 


Brass Fittings 


for 


QUALITY 


and 


PROMPT 
DELIVERIES 


@ Attractive flat-bead de- 
sign gives all Sherman 
Brass Fittings the mark of 
distinction. Threading is 
accurate, clean, and per- 
fectly aligned. And sat- 
isfaction is assured be- 
cause every Sherman 
Fitting is tested under 
pressure and _ inspected 
before shipment. 


@ Our large stocks insure 
prompt deliveries to your 
customers. The complete- 
ness of the line —Sherman 
Fittings come in all types 
and sizes—-meet all re- 
quirements. 

@Sherman Quality and 
Service cost no more. 
Our complete fittings cat- 
alog and attractive dis- 
tributor terms should be 
in your files. 


MICHIGAN 

















4A splendid profit opportunity 


is open to mill supply wholesalers in those 
markets where distribution of Bunting products 
is now being reorganized and expanded. The 
line includes: Over 600 stock sizes of com- 
pletely machined and finished Standardized 
Bronze Bearings and Bushings. Machined and 
centered Cored and Solid 13” Bronze Bars in 
121 stock sizes. A new and sensationally 


superior industrial anti-friction Babbitt. The 
Bunting wholesaler is powerfully supported by 
consistent heavy advertising and a protective 
sales policy of limited distribution, assuring 
ample volume to all outlets. No other line is so 
well or widely known. Write at once for data 
on the Bunting franchise. The Bunting Brass 
& Bronze Company, Toledo, Ohio. Branches 
and Warehouses in All Principal Cities. 


BUNTING 


BRONZE BUSHINGS - 


MACHINED AND CENTERED BRONZE BARS 
ANTI-FRICTION METAL 











MILL SUPPLIES @® MAY 1936 





143 








a file. 


for the hammer and cold chisel. 


You’ve seen 


but the sturdiest tools, it’s just too bad. 


more profitable to sell. 


STANLEY TOOLS 


New Britain, Conn. 





| NAIL HAMMERS 


| FARRIERS HAMMERS 

| MACHINISTS HAMMERS 

| BLACKSMITHS TOOLS 

| COOPERS HAMMERS 

| TINNERS HAMMERS 

| BRICKLAYERS HAMMERS 
SOFT FACE HAMMERS 

| Steoaes : 


144 





‘WEDGES 





RIPPING BARS 

RIPPING CHISELS LEVELS 
COLD CHISELS PLA 23 
PUNCHES ———s« WOOD CHISELS 
‘BITBRACES BOXES 
SCREW DRIVERS HAND DRILLS 
STEEL SQUARES — BREAST DRILLS 
RULES ANVIL T 


MILL SUPPLIES © MAY 1936 


*Let’s bust it”? — and this hefty citizen reaches 


it 


happen — and you know that if he uses anything 


That’s why we’ve placed Stanley-Atha No. 99 
Cold Chisel within his reach. Tough? It’s drop 
forged from electric furnace chrome-vanadium 
steel, especially hardened and tempered to insure 
a lasting cutting edge. It will stand up under the 


hardest use, yet it’s soft enough to re-sharpen with 


This same advertisement, in industrial maga- 
zines, is urging your customers to call on you for 


Stanley-Atha Tools. You will find this line easier, 


4 





neal 


| announced. 


marked envelopes for easy reorder- 
ing. Primary buying officials to be 


| contacted in introducing this product 
| are plant manager, purchasing agent, 


superintendent and foreman.—Acker- 
mann, Steffan and Company, 4532 
Palmer Street, Chicago. MILL SUP- 
PLIES, May, 1936. 


Portable Electric Sander 





2 Portable electric sander U-58, 

developed for sanding, grind- 
ing, cleaning, preparing automobile 
bodies and fenders for paint jobs, 
smoothing wood surfaces, and for 
every application which might in- 
volve sandpaper or emery has been 
Armature and _ spindle 
run in ball bearings, providing wheel 


with maximum torque, with gears of 


steel, heat-treated, accurately 
Sander is so designed that it 


alloy 
cut. 


| may be taken apart for inspection 
| or cleaning, while motor may be in- 
| spected while sander is running by 





removing two brush covers, Side 
handle can be used on either side of 
machine. Tool is equipped with 7- 
inch flexible rubber pad and box of 
12 assorted abrasive discs. Primary 
buying officials to be contacted in in- 
troducing this product are plant man- 
ager, purchasing agent, superintend- 
ent and maintenance superintendent. 
—Independent Pneumatic Tool Com- 
pany, 600 West Jackson Boulevard, 
Chicago. MILL SUPPLIES, May, 
1936. 

Frank H. Lynn (left), Clover’s rep- 
resentative in Dallas, Texas, with 
George A. Fish, sales manager of 
Clover Manufacturing Company, 





Norwalk, Connecticut. 











































MILL SUPPLIES _ wel- 
comes the delegates to the 
supply industry’s Triple 
Convention at the Ambas- 
sador Hotel, Atlantic City, 
May 11, 12, and 13. 








another Holo-Krome 


hievement— 


exclusive ac 


Everlastingly at it—Achievement 


Holo-Krome conceived the idea of an 
“actual working condition” Precision 
Testing Machine for Socket Screw 
Products. A nationally recognized engi- 
neering laboratory built. this remarkable 
machine—The Holo-Krome TEN-TOR 
(Tensile-Torque). And distributors and 
users derive the benefits. 





Socket Se 


Socket Cc. Screws 


P cre 
Of the He, oar 
oS Hood, trgrt f tecmien, 
+ Seve 
(ences bor tomy 







FIBRO FORGED SCREWS are TEN-TOR TESTED 


HOLO-KROME SCREW CORP. 


Have you a copy? 


Standards for Hexagonal 
Type Socket Set and Cap 
Screws approved by 
American Standards Asso- 
ciation. Write Dept. “S.” 
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Anticipating tomorrow’s needs 


Chrome nickel alloy steel—FIBRO 
FORGED Screws—continuous fibres— 
perfectly formed sockets—atmospheri- 
cally controlled heat treatment—con- 
trolled grain size—and now TEN-TOR 
Tested. 

Some of the reasons distributors of 
Holo-Krome Products are making 
Progress, too! 


























a few of the many steps in 
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ORGED Screws 
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: 
| What is IR? 
° 
| The Holo-Krome TEN-TOR is a specially built, precision Testing 
, | Machine for accurately dete rmining the various physical properties 
: i (Tensile-Torque-Y ield Point-E longation-Reduction of Area etc.) 
; | of Holo-Krome Socket Screws under the identical conditions in 
which they are used in industry —TEN-TOR is positive in its check 
of every batch of Holo-Krome atmospherically controlled heat 
treated screws.—TEN-TOR actually breaks the tested Screws to 
determine the maximum ultimate strengths. Proven Quality.— 
TEN-TOR Testing results in furnishing Holo-Krome FIBRO 
FORGED Screws in the proper proportions of every necessary 
Physical Property. 
Distributors of Holo-Krome Products stock TEN-TOR Tested 
FIBRO FORGED Screws 





SET and CAP Socket Screws STRIPPER BOLTS - PIPE PLUGS 


BRISTOL, CONN., U.S. A. 
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WHEREAS 


WHEREAS 


WHEREAS 


WHEREAS 


WHEREAS 


BE IT RESOLVED 


The United States Electrical Tool Company have 
been engaged in the manufacture and sale of the 
most complete line of quality electrical tools for 
thirty-nine years, and 


The United States Electrical Tool Company have 
always recognized the economic value of reach- 
ing their markets through bonafide distributors, 
and 


The United States Electrical Tool Company was 
the first in this industry to adopt a definite sales 
policy providing for selective distribution of their 
product through recognized resale channels, and 


The United States Electrical Tool Company have 
always extended to their distributors resale dis- 
counts sufficient to assure their distributors a just 
margin of profit, and 


The United States Electrical Tool Company 
firmly believes it is most essential that their dis- 
tributors maintain a fair margin of profit, now, 
therefore 


BE IT RESOLVED 


The United States Electrical Tool Company will 
not compel their distributors to sell electric tools 
at prices which will return to their distributors a 
gross margin actually less than the cost of such 
tools plus the distributors’ normal operating 
expense incident to the sale of said tools, and 


BE IT FURTHER RESOLVED 


We, The United States Electrical Tool Company 
will continue our policy of complete co-operation 
with our distributors to the end that they may 
realize their just margin of profit on the sale of 
our product. 


vvvvv 


THE UNITED! STATES ELECTRICAL TOOL COMPANY 


CINCINNATI, OHIO, U. 5S. A. 
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A Few th 
1,0o00M01 


Industrial | bes for 


PERMITE 
Ready-Mixed 


ALUMINUM PAINT 


Canneries Bakeries 
Candy Mfrs. Dairies 
ce Cream Plants 
Meat Packing Plants 


Dye Houses 
Weaving Rooms 
Loom and Spindle Rooms 
Company Towns 
Fences Dryers 


Oil Tanks Tank Cars Pipe Lines 
Refi 


nery Equipment 


Storage Tanks Pipe Lines 
aes Transformers 
Central Stations 


Transmission Line Towers 
Sub-stations 


Power House Equipment 


eee Heat-Treating Furnaces 


iler Room Equipment 
Steam Pipes 


Interiors Exteriors 
Machinery 
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Paint for walls, ceilings, pipes, stacks, boilers, motors, machinery, 
products —a lot of it— will be bought in your territory this 
spring. Much of it will be aluminum paint, for resistance to mois- 
ture, corrosion, heat, fumes — for better lighting. 


You can sell these buyers Permite Ready-Mixed Aluminum Paint 
because it costs less “by the foot”; has so many extra advantages. 

Ready Mixed... Ready to use No mixing on the job—No waste 
Stays in suspension Gives 50% greater coverage 
Does not discolor Moderately priced 


Lasts longer 


The special synthetic vehicle used in Permite and the exclusive 
Permite process of exploding the powder pigment to extreme fine 
ness, give it qualities possessed by no ordinary aluminum paint. Its 
lasting brilliance, smoother finish, longer life and economy help 
you secure the order against “cut price” competition. 


Whatever your customer’s painting requirements for interior or ex- 
terior, for resistance to heat, acids, fumes, oxidation, the proper 
grade of Permite Ready-Mixed Aluminum Paint will save him money. 


ALUMINUM INDUSTRIES, INC., Cincinnati, Ohio 
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ie HE fast, steady climb in industrial plant 
production is a sign of increased busi- 
ness for Keystone Distributors. 


They stand to profit in two ways... 


The industrial field has learned the lesson of produetion 
economies so well, during the last few years, that the guar- 
anteed economies of Keystone Specialized Lubricants are 
more heartily welcomed than ever before. 


And once these economies show up in actual service, 
repeat business from an enlarged circle of customers is 
assured. That is the way it has worked in the past, and 
the way it is working today. 


Throughout the country, Keystone Distributors make 
available to industry Specialized Lubricants of the highest 
quality ...aline that anticipates every mechanical advance 
and industrial requirement ...a line that has constantly 
broadened its acceptance, covering every lubrication need. 


THE KEYSTONE LUBRICATING COMPANY 
21st, Clearfield and Lippincott Streets, Philadelphia, Pa. 
Makers of Specialized Lubricants Since 1884 


KEYSTONE 


SPECIALIZED LUBRICANTS 





SPECIALIZED 
LUBRICANTS 
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KEYSTONE DISTRIBUTORS 


Ala., Birmingham, Moore-Handley Hdwe. Co. 
Mobile, Marine Specialty Co. 

Calif., Fresno, Pacific Mill & Mine Supply Co., Inc. 
Los Angeles, Union Hdwe. & Metal Co. 
San Francisco, Marshall-Newell Supply Co. 
Stockton, Austin Bros. 

Colo., Denver, M. L. Foss, Inc. 

Conn., New Haven, The C. S. Mersick & Co. 

Fia., Jacksonville, Georgia Supply Co. 

: Tampa, The Cameron & Barkley Co. 

Ga., om. F- M. Tull Metal & Sup. Co. 

a 
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Macon, ylor Iron Works & Supply Co. 7 
Savannah, Georgia Supply Co. = 

i, Chicago, Samuel Harris & Co. & 
Great Lakes Supply Corporation b 

Peoria, Hagerty Bros. Co. % 

Ind., Evansville, Evansville Supply Co. “ 
Fort Wayne, Fort Wayne Pipe & Seapty Co. © 
Indianapolis, Indianapolis Belting & ~— Co. & 

lowa, Des Moines, Globe Machinery & Sup. Co. * 
Kans., Pittsburg, United Iron Works Co. y 
Ky., Louisville, Neill-LaVielle Supply Co.. Inc. © 
La., New Orleans, C. T. Patterson Co., Inc. & 
Me., Portland, W. L. Blake & Co., Inc. $ 
Md., Baltimore, Carey Machinery & Sup. Co. 5 
Mass., Cambridge, Cutter, Wood & Sanderson Co. © 
Holyoke, Chase & Cooledge Co. & 
Lawrence, Treat Hardware Company ex 


Lowell, C. B. Coburn Co. is 
New Bedford, Russell, Milhench&HarrisonCo.,Inc,~ 
Pittsfield, Berkshire Mill Supply Co. ¢ 
Springfield, W. J. Foss Co. 
aunton, Pierce Hardware Co. 
Worcester, Brierly-Lombard Co. 

Mich., Detroit, The Charles A. Strelinger Co. 
Grand Rapids, Manufacturers Supply Co. 
Iron Mountain, Service & Supply Co. 
Kalamazoo, Kendall Hdwe.-Mill Supply Co. 
Muskegon, Factory Supply Co. 

Minn» Duluth, Kelley-How-Thomson Co. 
St. Paul, R. B. Whitacre & Co., Inc. 


EIS 


Mo., Kansas City, Richards & Conover Hdwe. Co. 
St. Louis, Geller, Ward & Hasner Hdwe. Co. 

Neb., Omaha, Interstate Mach. & Sup. Co. 

Ner., Reno, Reno Motor Supply Co. 


N. J., Elizabeth, Hand Hardware Co. 
Newark, Johnson-Mandeville Co. 
Passaic & Paterson, H. W. Mills & Co., Inc. 
Perth Amboy, Perth Amboy Hdwe. Co. 
Elizabeth Hardware Co. 

N. Y., Brooklyn, Thos. W. Kiley & Co., Inc. 

Buffalo, Weed & Co. 

Kingston, Ulster Foundry a. 

Long Island City, The Long Island Hdwe. Co. 
Newburgh, W. L. Smith 

New York City, A. P. Dienst Co., Inc. 

Hansen & Yorke Co., Inc. 

Frank Tracy, Inc. 

The Williams & Wells Co. 
Rochester, Haverstick & Co., Inc. 
Syracuse, Syracuse Supply Co. 

roy, Troy Belting & Supply Co. 
Yonkers, Joseph C. Ryan & Sons, Inc. 

N. C., Charlotte, Textile Mill Supply Co. 
Durham & Raleigh, Dillon Supply Co. 

Obio, Cincinnati, Doermann-Roehrer Company 
Cleveland, The W. Bingham Co. 

Columbus, The Ross-Willoughby Co. 

Dayton, The Klinger-Dills Co. 

New Bremen, New Bremen Hdwe. & Sup. Co. 
Portsmouth, Standard Su ply Co. 

he field, The Ross- Wi oughby Co. 

oledo, Kirkby Machinery & a Co. 

Okla., Oklahoma City, Mideke Supply Co. 

Tulsa, Machine Tool & Supply Co. 

Ore., Portland, Woodbury & Co. 

Penna., Allentown, Wm. H. Taylor & Co., Inc. 
Harrisburg, soar Bros. & Whittaker Co. 
Hazleton, Jere Woodring & Co. 

Lancaster, Reilly Bros. & Raub 

Philadel phia, Charles Bond Co. 
Pittsburgh, Somers, Fitler & Todd Co. 
Reading, Brown Engineering Co. 
Scranton, The Bittenbender Co., Inc. 
Wilkes-Barre, Eastern Penna. Supply Co. 
Williamsport, E. Keeler Co. 

York, York Machinery & Supply Co 

R. 1., Providence, Belcher & Loomis Hdwe. Co. 
Woonsocket, Woonsocket Supply Co. 

S. C., Clinton, Industrial Supply Co., Inc. 

Tenn.. Chattanooga, James Supply Co. 

Knoxville, Tennessee Mill and Mine Sup. Co. 
Memphis, Riechman-Crosby Co. 
Nashville, Nashville Machine & Supply Co. 

Texas, Dallas, Briggs-Weaver Machinery Co 
The Murray Co. 

El Paso, Ammex Equipment Co., Inc 
Houston, Peden Iron & Steel Co. 
Marshall, E. B. Hayes Machinery Co 
San Antonio, Alamo Iron Works 

Utah, Salt Lake City, Galigher Co. 

Va., Novjoth, Empire Machinery & Supply Corp. 
Richmond, Smith-Courtney Co. 

Roanoke, Noland Co., Inc. 

Vi., Barre, Casellini-Venable Corp. 

Wash., Seattle, Industrial Products Co. 
Spokane, Jensen-Byrd Co. 

Wis., Milwaukee, Shadbolt & Boyd Co. 

B. C., Vancouver, Gordon & Belyea, Ltd. 

Man., hs and branches 

J. H. Ashdown Hdwe. Co., Ltd. 

Ontario, Hamilton, H. C. Burton & Co., Ltd. 

- fs Manila, Atkins, Kroll & Co. 

Mexico, Northern Central Section, 

Ammex Equip. Co., Inc., El Paso, Texas 
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Ne OFFER YOU A 
ohh LINE OF 











Send tor descriptive literature and ask for Distributor’s 
proposition on our complete line of steam traps, both 
bucket and float types—air relief traps—strainers— 
steam, oil and gas separators—air purifiers—air 
coolers—exhaust heads—alarm water columns—water 
gauges—try-cocks—safety protectors for gauge glasses 
—automatic feed water regulators—boiler feeders— 
gauge glass illuminators—pump governors—and simi- 
lar products. Highest quality, dependable service, 
moderate prices—write today to: 








WRIGHT & ‘oS ~ AUSTIN 


315 WEST Stew any ST. 
DETROIT, MICHICAN 
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@ WHEN Fil cal ibaa conde dah sill eeoessortes, 
everywhere you hear words of praise for those that 
bear WILLIAMS? brands, | 


This high regard was ? ¢ to the maker’s skill and 
the basis for their 
No recent attainment is this position of leadership. 


For more than 50 years the mame WILLIAMS has 
been synonymous with the finest forging quality. 


| Small wonder, then, that dealer and user unite in their 
,  acelaim of Williams’ tools, A source of profits to both 
—a line they all look up to. 


J. HW. WILLIAMS & CO., 75 Spring St, NEW YORK 


Headquarters for: Drop-Forged Wrenches (Carbon and Alloy), 
Detachable Socket Wrenches, “C” Clamps, Lathe Dogs, Tool 
Holders, Eye Bolts, Hoist Hooks, Thumb Nuts and Screws, 
Chain Pipe Tongs and Vises, etc., etc. 






MILL SUPPLIES @® MAY 1936 


BELMONT COOPERATION 





IN HELPING DISTRIBUTORS SELL 


The Belmont Plan of distributor co- orders whenever you talk with buyers of 
operation is built upon thorough under- packings. 

standing of the sales problems confront- The BELMONT SALES PLAN actu- 
ing distributors and salesmen on their 


ally enables distributors’ salesmen to 
everyday calls. \ 


achieve maximum results selling the 
The Belmont Plan helps to open the door Belmont Line because of the following 
for you—and it helps to turn calls into special features it includes. 


1... BELMONT SAMPLE KIT—small enough to fit into the coat pocket but large in 
helping every salesman to convince the buyer of the QUALITY of the Belmont 
line. 


tw 


.. BELMONT ADVERTISING—appears in leading trade magazines, telling the 
readers the story of Belmont quality and why they should buy Belmont from 
their distributors. 


3... BELMONT FOLDERS—similar to these illustrated—are effective sales helps for 
distributors to use as mail inserts. 





The Belmont Folders il- 4... BELMONT CATALOGS. The No. 33 catalog above is invaluable to packing 
lustrating the major types users because it carries recommendation charts on every service . . . it helps 
of packings for each in- you to recommend the right packings for all requirements. 


dividual requirement. 


“THERE IS A BELMONT PACKING FOR EVERY SERVICE” 
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| COMMMBIAN VISES 


are Profitable to Distributors 


REPLACEABLE TOOL STEEL 
JAW FACES 














——_» 
STEEL BALL 
ENDS 
FORGED FROM 
HANDLE STOCK 
ITSELF 


UNBREAKABLE 
MALLEABLE 
IRON CASTINGS 


COLO 
ROLLEO 
STEEL 
SCREW 






HARDENED 


STEEL BEARING GEAREO 
WASHER POSITIVE 
LOCKING 


SWIVEL 
BENCH PLATE 


Columbian’s long established Sales Policy gives full protection 
and increases the value of the Columbian Line to Distributors. 


Columbian Malleable Iron, Unbreakable, Machinists’ Vises are 
leaders in the one complete line which includes vises for all 
industrial uses. 
fT Simplify your Vise Purchasing by combining shipments from 7 
ll the Outstanding Vise Source—concentrate on Columbian | 





For details about Columbian’s Complete Line and Distributor proposition, write to 
The Columbian Vise and Mfg. Co., Cleveland, Ohio 


Geom. ( ee ie, 
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We are Still Serving 
the Distributor 


P after more than 
Sn, oe 


thirty years of 
GUARANTEE: The Atlas is fully guar- 


anteed against tlt, Manufacturing L £ A D E od S H | Pp 


Distributor cooperation has been the keynote of 
all ATLAS policies since the start of our business. 
It has been the basis of every move we have made 
in the manufacture, sale and servicing of the 
Famous ATLAS. The whole-hearted response 
of the distributor has been so encouraging at all 
times that we shall certainly continue to be guided 
by the same policy in the future. 































COMPOUND 
LEVERAGE AND 
HOW IT IS OBTAINED 


We take this opportunity to renew our 
pledge to continue manufacturing the 
best car mover and to market it on a 
plan which will give the dis- 
tributor every possible incen- 
tive to handle ATLAS and 
to push its sale. Sold £5) 
through responsible dis- ’ 4 


tributors. y 


From a fixed pivotal 

point at the back 
of the shoe the initial 
energy is transmitted to 
the arch lever by linking 
together of three parts, 
THE ONLY WAY OF OBTAIN- 
ING COMPOUND LEVERAGE 
The arch lever is so pivoted that 
the smallest movement can only be 
forward, thus using all the power 
on a forward thrust. No power 
is wasted in lifting. 


UG: Rein) 2M 
SPUR FACTS 


Spurs are the HEART of the car mover and should _ treatment to withstand the tremendous strain placed 
patemed December 3 be treated accordingly. We provide the best steel uponthem. Forlonger service they should be tumed 
ISES. He. Ot7a8 spurs obtainable and give them very careful heat when necessary, thereby making use of all four edges. 


pOVERS 





‘omg 
Trade Mark Reg. Manufactured only by 


APPLETON-ATLAS CAR MOVER CORP. 


(FORMERLY APPLETON CAR MOVER CO., APPLETON, WIS.) 
2947 NO. 30TH ST. MILWAUKEE, WIS. 
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DIETZ RED 























“HY-LO” 


RELIABLE 


NO. 96 TORCH 


AND TORCHES FOR CONTRACTORS 


LANTERNS 


Distriputors know that Dietz Red Lanterns have 
been tested for generations in the worst storms on the 
planet. These lanterns dot the highways of the world— 
known everywhere — sold everywhere. 

The preference for Dietz Lanterns among road and other 
contractors and engineers is born of confidence that they 
can be depended upon to do their job right, giving unfail- 
ing protection to everyone concerned. 

To say that Dietz Lanterns are, from every standpoint, 
the most desirable lanterns to handle, is simply to put into 
words what practically every distributor knows. 

With Dietz Lanterns you can profitably sell Dietz Road 
Torches, with equal confidence that they are without a 
peer in this type of equipment. 


GD 


R.E.DIETZ COMPANY 
NEW YORK 


MAKERS OF LANTERNS FOR THE WORLD 
Founded 1840 
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A New “hance 


If you sell electric tools, you’ll find many strong new selling 
points in the improved Millers Falls line. 

This big line has been completely revamped to meet 1936 
needs. The new models deliver more power at lower operating 
expense. Improvement in motors, switches, bearings and insulation 
contribute remarkable freedom from annoying service requirements. 
Their smooth operation is a daily source of satisfaction to operators 
and profit to management. 

Distributors are backed up by expert field service men, actual 
shop demonstrations and liberal advertising support. A few desira- 
ble franchises are still open. Send for new catalog and details of 
our money-making distributors’ proposition. 


— on be My 
=a 
a = Mi 


NEW No. 707 
DISC SANDER 


‘ 


4, P 
NE : 
NEW No. OB % Pa clies iggg 


~ ELECTRIC 
REW DRIVER ) 
sc HAND GRINDER 


NEW No. 312B soeregenerey 3 NEW No. 406B 
ONE-HALF INCH TOOLS @& GRINDER 
DRILL al 


MILLERS FALLS 


“7 MILLERS FALLS CO. 
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Blu-Mol Molybdenum hack saws are bringing distributors worth 
while new customers, increased profit and extra good will. 


Users of Blu-Mol blades report lower costs, increased output - 


and longer life. They are enthusiastic. 

As with Millers Falls Electric Tools, Blu-Mol hack saw blades 
more than earn their keep. They carry a profit and bring increasing 
repeat business. 

If your customers are interested in lower costs, faster cutting 
and longer life write us today. Field experts are ready to demon- 
strate every Blu-Mol claim on actual work in your customer’s shop. 

This is the biggest hack saw opportunity in years—a chance 
for a few more good distributors to cash in big. Write for details 
of our liberal franchise proposition. 


NEW 
LOW COST 
FASTER CUTTING 
LONGER 
LIFE 


MILLERS FALLS 


GREENFIELD - MASS.“ 
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OTTEMILLER 


STEADY CUSTOMERS! 


» The OTTEMILLER line of cap screws, set screws, coupling bolts, studs, 





and milled screw machine parts is complete for all purposes. It provides such 
dependable quality that many plants have standardized on this one source. 





» Why not turn this steady flow of business to your 


. e Cap Screws 
house? It pays to concentrate on Ottemiller because P 


e Set Screws 


® Milled Studs 


satisfied users are steady customers. 


in oo 








» For over 25 years Ottemiller has given distributors also 

100 per cent protection. Let us send you complete e Dardalet 

details. e Thread 
Screws 
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COMPANY — YORK, PA. 


THE WM. H. 
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FIRST 
SIX TIMES... 


and each time 
YOU WON 


in Saw Selling Advantages 





OHLEN-BISHOP 
1 FIRST in establishing a strict | 


aoa D 


5 FIRST to give DISTRIBUTORS a NEW 

plan for selling circular saws—the 
“Chromsaw Plan” for Standard Sizes—insur- 
_ ing no loss from “dead” stock and GIVING 
A GREATLY INCREASED PROFIT OF 35%. 





6 FIRST: te present sw. prices om sll cell-_ 


‘ FIRST in establishing a completely CEN- ing literature and price lists in a cleer, 


TRALIZED MANUFACTURE. No branch easily read form showing the DISTRIBUTOR 
facterlo—we branch sew: shops competing his cost and profit on every item. 

with you. 

2 eS — pe % OU can’t afford not to stock 
a LARGER MARGIN OF PROFIT. } 


and sell the line which gives 
you and your customers the 


4 FIRST to stick to a clear cut sales policy > . 

throughout the depression—a time when benefit of the NEW develop- 
you had enough difficulties without confusion : . 
in selling policies of manufacturers. ments in saw manufacture and 


distribution! 


THE OHLEN-BISHOP CO. 
INGLESIDE AVE., COLUMBUS, OHIO 





IT TAKES FIRSTS TO MAKE PROGRESS FOR EIGHTY-FOUR YEARS 
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CUMBERLAND 


MIRROR FINISH 
GROUND SHAFTS 


Market Opportunities, Selling Ad- 





vantages, and prompt delivery 


service combine to make Cumber- 






land a profitable lime . . . . 


Cumberland Mirror-Finish Shafts are especially adapted for fans, centrifugal pumps, deep 
well pumps, texfile machines, looms, printing presses, paper processing machinery, agri- 
cultural, mining, locomotive, automotive equipment, and many other types of high speed 
machines. They are widely used by manufacturers of all sorts of machinery. 



















These shafts are made from selected hot- Ma ea SS SEAL ASG 
rolled bars, and are ground and reground i < ; 

to absolute accuracy. They are free from 
surface strains, and are super-smooth, per- 
fectly straight, and absolutely accurate in 
diameter and concentricity. Tolerances 
are extremely close. 


Let us send you complete data. 


















We always have a variety of stock sizes on hand. 
Special sizes can be obtained on short notice. 
Conveniently located stock points are indicated 
at the right. 


CUMBERLAND STEEL CO. 
Cumberland, Md. 


SALES AGENTS 


Cannon-Stein Steel Corp., Marcellus & 
Wyoming Sts., Syracuse, N. Y. 

C. A. Fischer, 2400 W. 7th St., Fort 
Worth, Texas. 

F.H. Turner, Room 206, 919 Baltimore 
Ave., Kansas City, Mo. 

F. A. Seeger, 338 Luckie St., N. W., 

Atlanta, Ga. 
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sues Has been a Profit- 
Maker for Distributors for 
Almost Half a Century 


RED CAP 







CORN OR CORN 


ALL 
AND BAMBOO 









MILL 
BROOM 

















& For almost fifty years, Indianapolis has been selling 
its line of Capital Red Cap Brushes and Brooms through 
distributors. 





FLOOR BRUSH 


It is significant that during all these years—through 
good times and bad—the Indianapolis distributor policy 
has remained steadfast, and the turnover of Capital dis- 
tributors has been extremely low. 





BENCH DUSTER 


Capital Red Cap Brushes and Brooms give distributors 
a complete, well-rounded line—a line that has proven 
itself a consistent profit maker year in and year out. 








B. B. PUSH 
BROOM 

If you want greater returns from brushes and brooms, we 
cordially invite you to write for the facts about the Red 
Cap Line. 


BASS PUSH 
BROOM 





ch N 
Y FROM 
DISTRIBUTORS 
kh ECONOMY 
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OSTER 


THREADING EQUIPMENT 


WILLIAMS 


TOM THUMB...No. 512... 


PORTABLE PIPE-THREADER 


...for threading and cutting pipe 
from ';’’to 2”. Some plants can use 
half-a-dozen, once they have tried it. 


When you sell Oster-Williams Pipe and Bol 
Threading Equipment you meet your cus: 
tomers’ requirements with modern, accurate, 
durable tools that protect your reputation 


and your profits. From the extensive Oster- 


Williams line you can select just the right kind 


and price of equipment to satisfy practically 


any inquiry. Write for complete information 


THE OSTER MFG. COMPANY! 


Sales Office: 2041 EAST 61ST STREET » CLEVELAND, OHIO 
Factories: ERIE, PA., AND CLEVELAND, OHIO 





ACK of every Goulds Pump is a reputation for 
dependable reliability — the result of pro- 
gressive improvement in design and construction. 
Back of every Goulds Distributor is a policy that 
assures full cooperation at all times. 
Goulds centrifugal pumps, rotary pumps and pis- 


‘ee 
+ 
be 
+) 
| 
| 


ton pumps are manufactured in sizes to meet every 
capacity and pressure requirement. Unequalled 
quality assures long service and maintained effi- 
ciency. Investigate the profit possibilities of this 
complete line. Write today for complete in- 
formation. 


GOULDS PUMPS 


TON, CHICAGO, HOUSTON, NEW YORK, PHILADELPHIA, PITTSBURGH. TULSA, Representatives in all Principal Cities 
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ARISTOCRAT 








“The Aristocrat of Bearings” 


Used as original equipment by Dodge Manufacturing Corporation 
in the D. H. Line of Pillow Blocks and Unit Mounts 











BALL AND BEARING COMPANY 
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MILWAUKEE INDUSTRIAL BRUSHES 





“DURO-BILT" 
WIRE WHEEL. BRUSH ee — 
ALL-METAL CENTER BRUSH 


MILWAUKEE CURVED BACK 
SOLID BLOCK WIRE BRUSH 








MILWAUKEE 


ANS 
BRUSH MENCELL ENCE 














PLAIN CASTING BRUSH 





ROUND STEEL WIRE HAND BRUSH 





GENERAL PURPOSE SWEEPING BRUSH 


For Production and 
Maintenance Requirements 


Opportunity knocks every day 
in the year for 


MILWAUKEE 


DISTRIBUTORS! 


Milwaukee Industrial Brushes are steady sales producers. 
Every plant in every territory is a logical prospect for 
new and repeat orders. And the completeness of the 
Milwaukee Line—bristle, wire, and fibre hand and 
power brushes, standard and special types—makes it 
possible to sell these brushes day in, day out, for every 
conceivable industrial requirement. 


Long brush life and good service make Milwaukee 
customers come back to the distributor for repeat business. 


The Milwaukee profit margin is a real sales incentive, 
enabling distributors to concentrate on this high-volume 
line. The Milwaukee sales policy stands squarely be- 
hind the distributor. Let us send you complete in- 
formation. 


“SALES eee 
BUILDER” BRUSHES 







Our new cat- 


alog has been designed to build 
sales for you. Itis the most com- 
prehensive book available on in- 
dustrial brushes and brooms. 
Grouping of items by specific 
industry will save your time. 
Write for your copy now—Cat- 
alog No. 36 was printed for you. 


BROOMS | 


WIRE + BRISTLE > FIBRE 
ee 7 ta 


CATALOG NO 36 





THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-2236 NORTH 30th ST. 
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What Tillage 


SHOVELS 


As the world’s largest manufacturers of 
Discs for Plows, Harrows and Grain Drills, 
we have developed a special steel of un- 
matched efficiency in handling soil. Note 
the requirements it meets: 

It must be keen-cutting and scour freely. 
It must neither split nor curl. It must hold 
its cutting edge and have just the right 
amount of springiness. We call this steel 
YOULL FIND THEM that has revolutionized tillage tools— 
On the Job - 


"TEM, CROSS: 


INGERSOLL PROCESS STEEL 















It has an interlocking mesh-grain structure, making splitting 
INGERSOLL SHOVELS almost impossible. It is surprisingly tough and light in weight. 
are available in all types We use it exclusively in the production of Ingersoll Shovels. 


That’s why we say they bring you an unseen extra value. That’s 


and grades for every pur- why it will pay you to specify Ingersoll Shovels on every order. 


pose, and in a price range 
to meet all competition. Send for new Ingersoll Shovel Catalog. Distributors are find- 


Round or square point ing the Ingersoll Sales Franchise is increasingly valuable. 


black or polished finishes. Write for further information. Address Dept. MS 
(The Alloy, A and B 
grades, heat-treated.) Ingersoll Steel & Disc Division 
Borg-Warner Corporation 
NEW CASTLE, INDIANA 


Pigs taal Shovels 
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Again “Greenfield” seeks re-election as manufacturer of 
the most popular line of small tools in America. What 
better time and place to present our “platform,” proven 
by over 50 years, than now, when the members of the 
National, Southern and American Associations are 
meeting in the Annual Mill Supply Convention? 


THE “GREENFIELD” PLATFORM 


First, last and all the time—a square deal distributor 
policy with these major “planks.” 

Tools of the highest quality. 

Adequate price protection for distributors. 

Comprehensive National Advertising. 

Catalog, Circular and Display assistance. 

Missionary and technical sales assistance. 

Warehouse stocks at strategic points. 
This is the 50 year old policy which has resulted in 
more distributors handling “Greenfield” small tools 
than all other competing lines combined. It’s our plat- 
form today, the same as always. 





Do we get your vote? 
“Maxi” High Speed Taps, Twist 


Drills and Reamers are sweeping GREENFIELD TAP & DIE CORPORATION 


Se lo ee Greenfield, Massachusetts 
sellers themselves, and open the ; 
way to increased volume on other New York Office: Chicago Office: 
“Creenfield” tools. “Maxi” tool 15 Warren Street 611 W. Washington Blvd. 
distributors have a real selling ad- Detroit Office: 228 Congress St. W. 

vantage. In Carada: Greenfield Tap & Die Corporation of Canada, Ltd., Galt, Ont. 


mos @ oe GREENFIELD 
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WIRE ROPE 





All grades and constructions—standard 
hoisting ropes; extra flexible ropes; haulage 
ropes, elevator cables, tiller ropes, and sash 
cords. 


TURNBUCKLES 
and FITTINGS 


OnE EES-O 
SS 


“U-W" Drop Forged Hexagonal Pattern 
Turnbuckles and complete line of fittings for 
Wire, Chain, and Manila Rope. 


MANILA ROPE 


. Pure Manila and Sisal Cordage: transmission, 

bolt, drilling, fisherman's, yacht, lariat, drop 
hammer, grain shovel, sisal yarns, ratline, 
marline. 











CHECK these 


“U-W” sales 
opportunities— 


® Wherever Wire Rope, Chain, or 
Manila Rope are used, some one or 
more of our products are in demand. 
In addition, there are numerous other 
uses, such as Turnbuckles with Truss 
Rods and Anchor Rods or Stay Rods. 
Wire Rope Clips are used to join 
reinforcing bars in concrete work. 
Eye Bolts are used for many purposes, 
as are hooks and shackles. 


A few classes of trade interested in 
our products are: 


Railroads 


Dry Docks 
Locomotive Works 
Steel Fabricators 
Bridge Builders 
Boiler Manufacturers 
Factories 

Mills 

Steamship Lines 
Mines 


Utilities 
Machinery Manufacturers 
rs 


Snow Plow Manufacturers 

Elevator Manufacturers 

Every Type of Contractor 

Agricultural Machinery Manufacturers 

Contractors uipment and 
Building Machinery Manufacturers 

Dock, Cofferdam, Subway and Foun- 
dation Contractors 

Crane, Derrick and Shovel Manufac- 
turers and Operators 


The above will give you an idea of 
the wide range of industries to whom 
you can sell our products and you can 
readily appreciate the sales possi- 
bilities. 

e Complete information on the 
Upson-Walton line should be 
in your files. Let us send you 
our catalog. 








TACKLE BLOCKS 
and SHEAVES 


o 


“U-W" Tackle Blocks and Sheaves are 
built for dependable and continuous 
service—a quality product thru-out. The 
line is complete in all types and sizes for 
Wire and Manila Rope. 


MISCELLANEOUS 
STEEL PRODUCTS 


Dependability is ——_ * in on ruggedly 
designed products: Wire Rope tli lips, 
Thimbles, and Sockets; Rod Ends and Eye 
Bolts; Hooks; Connecting Links; Shackles 
and Tenslbucides | in a complete range of sizes 
and types. 


BRATTICE CLOTH 


Non-inflammable, Airtight, and 
Waterproof 





The heavy jute yarns, closely woven, com- 

bined with our special peenine process 

assure jobbers of “ U-W" brattice cloth of a 

line equal to any on the market. The air- 

tight and waterproof Brattice Cloths are 

Eanes with either a jute or cotton duck 
se. 
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TRIMO’S 
POLICY- 


TO DESERVE REPEAT SALES 





@ The policy of the makers of TRIMO products 
is identical with the policy of the successful Mill 
Supply salesman .. to deserve the repeat busi- 
ness of industrial buyers everywhere. 

To this end, TRIMO always makes the highest 
quality products; makes it possible for you to 
sell them at fair prices — and makes it easier 
for you to sell with advertising that reaches the 
men you call on. 

Sell TRIMO because TRIMO deserves your 
confidence and that of the customers you sell. 


a 


PIPE WRENCH 





YOUR CUSTOMERS KNOW 
THIS RED TAG 


Always attached to Trimo Wrenches 
and featured in Trimo Advertising, 
it is the mark of quality Wrenches 


Made for 50 years by Trimont Mfg. Co., Inc. 
Roxbury (Boston), Mass. 
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PROPERLY DESIGNED = a et 





Smooth operation — parts extra strong 
Built for long, hard service 


\ 
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UNISHEARS 
HAMMERS 
SCREW DRIVERS 
FLEXIBLE SHAFT 

GRINDER 
DRILLS 


BENCH AND PEDESTAL 
GRINDERS 


PORTABLE GRINDERS 
SAWS 

pgolo) Si Tole) Bei:i), 12) 4:) 
ACCESSORIES 


The completeness of the Stanley line makes it possible for you 
to secure the business for all regular electric tools. In addi- 
tion, several unusual and exclusive Stanley Electric Tools bring 
profitable business to you which you would otherwise have to 
pass up. 

High quality tools, every one of them, backed by an 80 year 
reputation for making the finest tools. 

Advertising Support in leading magazines. 

Sales and Merchandising Assistance through The STANLEY 
CURRENT — a constructive sales guide issued monthly for the 
salesmen of Stanley Distributors. 


Selective Distribution makes Stanley Electric Tools a major 
profit line with leading industrial distributors. 


STANLEY ELECTRIC TOOL DIVISION 
The Stanley Works 
New Britain, Conn. 
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When considering 


a refractories line 


check these questions 


Is there a wide market for the products 
among our regular industrial customers? 


Are they sold to the same plant operat- 
ing officials as our other major lines? 


Is the margin of profit and possible vol- 
ume as large as on other major lines? 


Will a modest investment secure an 
adequate stock and will that stock turn 
over with reasonable rapidity? 


5 Are our warehouse facilities adequate? 


Is the stock free from loss due to obso- 
lescence and depreciation? 


Can our salesmen learn to sell this line 
without undue study or special training? 


Does the manufacturer provide adver- 
tising matter, sales helps and personal 
calls with our salesmen? 


Are the territorial arrangements definite 
and exclusive? 


Is the line complete including all prod- 
ucts in the nature of refractories which 


may be called for by our trade? 


“Volume Doubled 
First Year 
with a complete 
refractories 

service’ 


' & 


This statement made by George C. Ruby, Vice 
President in charge of Sales of The George 
F. Motter’s Sons Supply Co., York, Penna. 


\/ Mr. Ruby checks Number 10 on the list of ques- 


tm 


tions at the left, by saying: 


“Our firm had been handling refractories for a number 
of years prior to taking on the General Refractories 
Company line. Our first year’s business with the G. R. 
Co.’s Complete Refractories Service was more than 
double that of our best previous year. 


“We attribute this to the consistently high quality of 
General Refractories products and the good service we 
are able to give our customers under the G. R. Co. Dis- 
tributor plan.” 


The G.R.Co. Distributors’ Plan offers exclusive territory with- 
out competition from the source of supply. It is supported 
by a Field Staff with headquarters in twelve principal cities, 
available for direct distributor cooperation. 


There are available also attractive product and industry 
bulletins, a sales manual, direct mail literature and other 
promotional helps. 


Our Dealer Department will gladly send full information 
upon request. 


GENERAL REFRACTORIES COMPANY 


PHILADELPHIA, PENNA. 


A COMPLETE Ty S SERVICE 


6724 
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The New 
| STARRETT 


"“S-M” 
MOLYBDENUM 
HACKSAWS 





















Starrett “*S-M’’ Molybdenum blades stand 
out for their ability to slice through the 
toughest kinds of metal and to keep on making 
cut after cut at high speed. They are the result 
of new heat treating methods applied to hard, 
long-wearing Molybdenum. Recommend them 
as the most economical blades to use for almost 


every class of work. 


STOCK STARRETT 
“S-M” HACKSAWS 


Starrett ‘“‘S-M”’ Blades are made in 
hand and power sizes for every kind of 
metal cutting work. A complete stock 
of these new, fast-cutting blades will 
help you serve your customers better. 
Starrett ““S-M”’ Hacksaw Folder “‘EG”’ 
gives complete information. Write 
for it. 


THE L. S. STARRETT CO. 
World’s Greatest Toolmakers 
Manufacturers of Hacksaws Unexceiled 
Steel Tapes—Standard for Accuracy 


Athol, Mass., U.S. A. 
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The Pipe Wrench with the UNBREAKABLE HOUSING 








STAPLE TOOLS 
WITH THE SALES 
PUNCH OF 
SPECIALTIES 


Rit@aiD> PIPE CUTTER 


Patented thin blade cutter wheel 
cuts pipe easily, practically no 
burr because this blade is of finest 
tool steel, heat-treated and cast 
in solid hub. 


Riteatto THREADERS 


This No. 65R threads 4 sizes of 
pipe with one set of chasers, per- 
fect threads under all conditions. 
New type workholder that tight- 
oudian screw... RIQRIiD 
No. 1 Poster has full-floating posts, 
the new workholder and many 
other exclusive features. 


RI@eaib> “LonGriP” 
EXTRACTORS 


The only screw and pipe extrac- 
tors that take the ‘‘fight’’ out of a 
broken threaded end. You drill 
the broken screw to a thin shell, 
drive in the “LonGriP,” the 
straight flutes gripping it full 
length—and tum the broken 
threaded end out easily. 


Ri@aib VISES 


Yoke and chain vises 
in bench, post, kit 
and stand pattems. 
have pipe ben- 
ders and rests. No- 
Mar jaws in 2” and 214” capa- 
cities. Other features. 











Housing and handle are made of a remarkable new alloy 
that more than doubles the old strength on which RIZAID 
built its reputation. 


Jaws are of chrome molybdenum alloy, entire jaws oil hardened. 


RIGe(D Wrenches more than meet 
Government requirements, pass Navy 


test No. 1-GGG-W-651. 


End Pattern, 6” to 
36”. Same features 
as regular RimnID. 


BUT THAT’S 
NOT ALL 


These wrenches are easy to 

sell. Strength that equals any. 
Replaceable heel jaws. Can't be 

locked on a pipe. Adjusting nut 

that spins freely in open housing in all 
sizes. FRIZAID is made in End pattern 
for pipes against walls and other tight places. 


Millions of FRITZAQDD Tools in use all over the 
world. Vitalize your, pipe tool sales with 
RIEAID:s. 


i oe 
THE RIDGE TOOL COMPANY, Elyria, Ohio, U. S. A. 


mm ep Py 


| i CE 7s: >) HH f= 


PT eee ae) et na 
Pipe Wrenches, cme Threaders, Vises, Extractors 
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VERY industry, every shop, every garage can profit 
by using Electrocoated Aloxite Brand Cloth for 
finishing all metals. It is guaranteed to add worthwhile 


figures to your sales sheets because it’s a sure repeat item. 
It is a clean cutting abrasive cloth—durable, flexible, 


uniformly coated with uniformly graded grains of 
Aloxite Brand Aluminum Oxide. And now it’s Elec- 
trocoated. The grains stand on end giving a sharper, 
faster cutting cloth. It assures a more uniform finish. 
Sell it in Economy Rolls or 9” x 11” sheets. 


Product of 
THE CARBORUNDUM COMPANY 
Niagara Falls, N. Y. 





Sales Offices and Warehouses in New York, Chicago, Boston, Philadelphia, Cleveland, Detroit, Cincinnati, Pittsburgh, Grand Rapids 
(Carborundum and Aloxite are registered trade-marks of The Carborundum Company) 
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Add this Protitable 
PROLLY 


Valve Line 


4 * { 
Cc 


3 


To sell Fairbanks Renewable Valves is just like adding an- 
other highly profitable line to your business. It opens up a 
new field of money making. 


Fairbanks Renewable Valves are easier to sell for several 
reasons. 


Shrewd buyers know that these valves will reduce mainte- 
nance cost for the reason that all parts subject to excessive 
wear can be renewed quickly at small cost without removing 
the valve from the pipe line. Because of the renewable fea- 
tures and the rugged construction, they will outwear the 
pipe line. 

We have created a demand for Fairbanks Valves through our 
extensive advertising and our missionary work for distribu- 
tors. The many thousands of these valves sold during the 


past half century are also constantly bringing in repeat 
orders. 


They are made in bronze and iron types for practically every 
purpose. So you can give customers what they want, instead 
of wasting time trying to sell something else. 


Everything is in your favor when you become a Fairbanks 
distributor—liberal profits—easy sales—good will on every 
sale—repeat orders—and new sales through old customers. 


Write for Catalog No. 21 and our special proposition to 
distributors. 


THE FAIRBANKS COMPANY 


Manufacturers of Valves, Hand Trucks and Wheelbarrows 


19 East 4th St., New York, N. Y. 


Boston, Pittsburgh—Distributors in Principal Cities 
Factories: Binghamton, N. Y.; Rome, Ga. 


Fairbanks.ni1..valve 
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. 
FLEXIBLE HAND 


An _ excellent blade for 
general use. Individually 
file tested. 


METAL CUTTING 
BAND SAWS 


Made in hard-edged flex- 
ible back type for cutting 
hard metals and spring- 
tempered type for soft 
metals. 


**600°" 


Made for and _ recom- 
mended ONLY for cutting 
thin section material. 


Quality and 


Co-operation 


—that’s the “partnership” which creates 
profits for the distributor. Here’s how 
Barnes brings it about: 


® QUALITY — Satisfied Barnes Blade users 
create repeat business for distributors every- 
where. Barnes Blades cut swiftly and smooth- 
ly. They retain their cutting edges over a 
long period, and give more cutting per dollar. 
The completeness of the Barnes line means 
that your customers will get exactly the right 
blade for every job. 


° CO-OPERATION — The Barnes or- 
ganization gives distributors the maximum in 
co-operation and service. Aijid is given the 
distributor in the selection of proper types to 
assure fast turnover. Specially trained factory 
representatives guarantee proper blade ap- 
plication by solving problems of speeds, 
feeds, lubrication, and the like. Such service, 
carried on year in, year out, builds an ever- 
increasing volume of blade business for dis- 
tributors. 


® PROFITS— Add to the above ‘‘partner- 
ship” the profitable Barnes sales policy, and 
you have a winning combination. And re- 
member — well-served customers for blades 
will come back to you for purchases on other 
lines. 


® SELL the best — sell Barnes! 


W. O. BARNES CO., INC. 


iZ7/ Terminal Ave DETROIT, MICH. 
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RED ARROW 


Hand and power types. 
Made of all high speed 
steel. Cutting tools without 
a peer. 


SPECIAL 
UNBREAKABLE 
HAND 
Offer all the advantages of 
both all-hard and flexible 
blades. Will not break in 


use. 


ALL-HARD 
TUNGSTEN 
HAND & POWER 
Have no superior for cut- 


ting qualities because of 
their unusual heat treatment. 
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@ Your rope customers will stay customers 
only if the product you sell them meets every 
requirement of safety and service. Since 1804 
FIT LER has been making rope for every ap- 
plication. Users everywhere now recognize 
the Fitler diamond trademark as the symbol 
of rope quality. 


@ Fitler rope is not only safe—it is easy to handle and economical in service. 


@ Fitler trade-marked rope thus means profitable business for the distribu- 
tor because the wide name recognition wins new customers and the quality 
of the product keeps old customers. 


@ Full details on the Fitler product and attractive distributor proposition 
will be gladly supplied without obligation. 


THE EDWIN H. FITLER CoO. 
PHILADELPHIA CORDAGE WORKS 


Established 1804 
PHILADELPHIA, PA. 





GUARANTEED QUALITY 


MARK 


New York Chicago New Orleans Houston ps 


ESTABLISHED 1804 
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a ee Throughout 80 years in the design and manufacture of power transmission equipment, WOOD'S 
Seeitin tene tt have held firmly to the ideals upon which the business was founded, believing that strict adher- 
lars, | Pulleys, gitiction ence to the highest standards of Quality and Service would bring its own reward. At no time 
Flexible Couplings, Rope have those standards been lowered to meet so-called “‘price markets’’; rather, every effort always 
op Nl cg ag has been expended to improve as advances in engineering science permit. 


Vv” Belt Sheaves and 
complete “V"” Belt Drives. As a result, WOOD'S Products today, have won an acceptance and preference soundly based 


upon proven Quality, unvarying and dependable. 


WOOD'S are always on the alert for wide-awake Distributors who want to 
increase their volume and profits. 





S0 CHURCH STREET, | fy ‘s87-391 ATLANTIC AVE., 
NEWYORK CITY —§ © © f . BOSTON 


MEMBER: THE MECHANICAL ENGINEERING ASSOCIATES 
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WHITON 
CHUCKS 


‘“\, WHAT THEY OFFER 


\ DISTRIBUTORS 


on A complete line of Lathe Chucks in all 
4 sizes and styles in both steel and iron body 





y 





LUCIUS E. WHITON, President 


The man whose inventive ability has 
been an outstanding factor in the 
progress of the Lathe Chuck industry. 
His 52 years experience are back of 
every WHITON CHUCK. 


aa 
¢ 
wes 
iad 
at 


oh type of construction that will supply the 
ye requirements of industry. 













fe « Complete foundry and factory equip- 
% ment allow Whiton to make the complete 
chuck in their own plant and assure the 
“FAMOUS WHITON QUALITY” which 
is capable of service that should be reason- 
ably expected. 








A price basis inducing and making pos- 
* sible aggressive competition with reason- 
“\ able profit for WHITON distributors. 


XY THE WHITON 





3 
~~ SALES POLICY 
~ Whiton Chucks are sold through Dis- 
‘\_‘tributors with full protection for the dis- 
» tributors who carry the Whiton Line and 
 ' full sales co-operation is given these dis- 
a tributors. 
% * Lucius E. Whiton and “BOB” Skinner 
know the answers to your chuck problems 
\ and those of your customers. Tie up with 
ea the WHITON LATHE CHUCK LINE 
. 7 for profits plus repeat business from satis- 
* fied customers. B. 
‘\ SELL WHITONCHUCKS 1“ 
e Sa 
R. B. “BOB” SKINNER, ee e pe 
General Manager 
Has spent his entire life making and 
selling Chucks. Thus he has come 
into contact with all the phases of 
the manufacturing and distributing 
ends of the chuck business. 











THE D. E. WHITON MACHINE CO., NEW LONDON, CONN,., U.S.A. 
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The DEMAND 
IS HERE... 


cash in on it! 
















Increased production activity is reported every- 
where! That means more cars are being moved on 
plant sidings in every industrial center — creating 
an increased demand for car movers and safety 
car wrenches. Increase your sales by offering the 


ADVANCE line of car siding tools for this 


service. 


ADVANCE distributors combine the best pos- 
sible service for their customers with the best 
profit opportunities for themselves. Our distribu- 
tor policy offers complete protection and at- 


tractive margins. 


THE POWER KING e THE POWER BOY e 
BADGER CAR MOVERS e NEW BADGER 
CAR MOVERS e ADVANCE SAFETY CAR 
WRENCHES 
0 


Sales can be made wherever plants 

have railroad sidings and are interested 

in cutting costs. Let us send you 
complete information 


& 


ADVANCE CAR MOVER CO. 
APPLETON, WISCONSIN 


Canadian Factory 


Canadian Advance Car Mover Co., 
Welland, Ontario, Canada 
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WINTERTAPS»° DIES 
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Jtamdarding on 


The one comyatote sownce of 





* Don't be a “tonsorial tramp” 
when it comes to buying parts. You wouldn't get a 
haircut at one barbershop and go across the street to 
another one for a shave. Then why spend valuable 
time shopping around when a complete line of Jeffrey 


Products is easily available ? 


With Jeffrey Parts you eliminate the risks of possible 


misfits . . . frequent replacements . . . costly break- 
downs. With a Jeffrey Part comes the assurance that it 
possesses the same high standard of quality as the origi- 
nal . . . that it will fit perfectly and will give the same 
long, dependable service characteristic of Jeffrey 


Equipment as a whole, and vital to profitable operation. 


Our modern manufacturing facilities make it possible to 
furnish highest quality parts at reasonable prices. Ade- 
quate factory stock, supplemented by emergency 
Service Stations and Distributors in strategic localities, 
assure prompt service at all times. 


Send for Catalog No. 417-H dealing with the 
component parts of material handling equip- 
ment such as Chains, Sprockets, Transmission \ 





machinery, Belt Conveyors, and the like. Do It 
Today. 





930-99 N. Fourth St, Columbus, Ohio 
JEFFREY MANUFACTURING COMPANY, LTD. OF CANADA 


New York Scranton, Pa. St. Louis 
Buffalo Cincinnati Denver 
Cleveland — Detroit Salt Lake City 
Philadelphia Chicago Birmingham 
Pittsburgh Huntington, W. Va. Terre Haute 
Boston Milwaukee 
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Head Office & Works: Montreal. Branch Offices: Toronto-Calgary-Vancouver-London. 


JEFFREY Qalcement far 


Chain 
Belt Idlers 
Elevator Buckets 
Elevator Boots 
Belt Conveyors 
Spiral Conveyors 
Sprocket Wheels 
Sheave Wheels 
Pulleys 
Valves 
Pillow Blocks 
Hub Boxes 
Take-ups 
Valves 
Transmission 
Machinery 
Couplings 
Feeders 
Screens, 
etc. 


eT MPRA L act a | | | — Sie aa 


THE JEFFREY MANUFACTURING COMPANY 
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The Day of 


the Specialist 
Is Here / 


When you are dangerously sick your regular 
doctor will advise consultation with a spe- 
cialist. Someone who knows about your 
particular ailment because he has made a 


study of that and prescribes for nothing 
else. 


It has been found logical to apply the same 
reasoning to business. When you need taps 
and dies, yo to the tap and die maker. When 
you need drills, go to the drill maker. Con- 
sult the concern that specializes in that par- 


ticular line and get quick and sure results. 
It works! 


Card has been a specialist in tap and die 
making for 63 years. Does not make any- 
thing else. Has a world-wide reputation for 
good quality and excellent service. 


The sales policy behind the 8. W. Card Line 
gives full protection to their distributors and 
assures them 100% sales co-operation plus 
satisfied users. 





SELL THE CARD LINE FOR PROFITS AND REPEAT 
BUSINESS 


S. W. CARD MFG, CO. 


Mansfield, Mass., U. S. A. 


DIVISION OF UNION TWIST DRILL CO. 


TAPS! 
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SALES and PROFITS 


of record size reward the 
energetic supply dealers 
selling the outstanding 
group of Industrial Prod- 
ucts made by— 











Hack Saws 

Rep TANG FILES 
METAL Saws 
Too. Bits 

FLAT STOCK 
Cross-CUTS 
CIRCULARS 

Banp SAws 
MAcHINE KNIVES 


Simonds Saw and Steel Co. 
Established 1832 Fitchburg, Mass. 
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° GOING LIKE A HOUSE ON FIRE 
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New Jobbers in March 
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PLUS bigegcst Volume SINCE 1929 
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. incontestable proof that the Quaker policy is 
fundamentally sound and the quality and prices of 


QUAKER PRODUCTS | Quaker products right. 
’ For fifty-one years Quaker has marketed its merchandise 
BELTING through the Jobber and has always stood squarely 


behind him. Some Quaker Jobbers have been with us 


Conveyor, Elevator, Trans- 


mission, Spindle, Agricul- | for five decades. 
tural, etc. | 
This policy of Jobber co-operation from which we will 
HOSE | not deviate has resulted in a tremendous increase in 
| Fire, Garden, Spray, Steam, | business during the past few years. It will pay you to 
yam, Air Drill, Suction, | investigate the Quaker Franchise. You owe that much 
urb Air, Gasoline, etc. 


to your business. 


PACKINGS | 


Daniels PPP Ehentte || A complete line of Mechanical Rubber Goods plus 
oa. 4 Flax, Metallic y ~ fifty-one years’ experience—each year showing a steady 
bestos, etc. ‘ growth—are placed at your disposal. 

M ——” | In the name of “PROGRESS” . . . better join up! 


_Clowrencieter’ _| QUAKER CITY RUBBER CO. 


ne FRANKFORD P. O. 


PHILADELPHIA, PA. 
NEW YORK - CHICAGO - SAN 
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There's a Big Demand for the ‘Safety Service’ Line 
of Accident-Prevention Equipment 





Get Your Share Of This Business 


TOES A i Be ns At in i LR 


AEE DL RIES FAIRS RR RN LETT Ser naman 


The high quality “Safety-Service” line of accident- 
prevention age manufactured for 25 years 
covers — need for personal protection such as 

Goggles and Spectacles of every description. Helmets, 
Hoods, Coats, Trousers, Aprons, Sleevelets, Gloves, 
Mittens, Leggings, pm Hand and Knee Pads, 
Respirators, etc. as well as a large line of mechanical 
items and guards, ALL MADE IN OUR OWN 
PLANT, in which are incorporated the latest inven- 
tions and improvements to insure the greatest safety 
to workmen. We illustrate here just a few of the 
many items we sell. 



















Our Super-Drednaut Goggles are the only 
goggles on the market that embody all three of 
the ee special features: — Self-Adjust- 
ing Nose Bridge, which automatically adjusts 
itself pro tes to any size or width of nose; 
Non-Rubber Headbands, which contain no 
rubber yet maintain the necessary tension in- 
sensagae and Super-Drednaut deep curve 
lenses, which give greater strength, greater resist- 
ance to hard b 4 than any other form of lenses. 





With such outstanding features, backed by Na- 
tional Trade Paper and Direct-by-Mail advertis- 
ing the complete line of “Safety-Service”’ acci- 
dent-prevention equipment is easy to sell. No 
competitive line shows such modern design, 
fine workmanship, highly protective qualities 
— as great a profit as does the ‘Safety-Service”’ 
ine. 


We have a  gpanes proposition to offer dis- 
tributors. We support our distributors with 
National Trade nt and Direct-by-Mail 
advertising and supply them with fine catalogs 
and pte, nine to further the sale of our line. 


Write us for full details of the plan. 


Send for your 
Copy of this 
Valuable 
Catalog 
TODAY. 








THE SAFETY EQUIPMENT SERVICE CO. 


Buell W. Nutt, President 1228 St. Clair Avenue, Cleveland, O. 


Manufacturers of a Complete Line of Accident-Prevention Equipment 
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Whale Blades are different. They have a seven-degree undercut tooth 
that cuts under and lifts out the steel. They give long service. They 
satisfy the user. Therefore, they are profitable for the distributor. 


@ In the final analysis it is how blades stand up in actual use 
that counts. Here are two of many statements from users who 
have put Whale Blades to the acid test: 








Hack Saw 


POS FOS RAR ES a EINE OTN TY IRS Dea Se STE OT RAT 
z 2 2 ae Pe 84 m = 8 a BA ee i; ONES ey 4 Mage We 


Blades 


Molybdenum High Speed Steel 


Lowest cost-cutting. Saves at least 30 per cent in cutting cost to users 
of power blades. 


aes 
Tungsten High Speed Steel. 


For continuous cutting of high speed, stainless and high chrome 
high carbon steels, etc. 


Spring temper. 


Tungsten alloy steel—unbreakable in a frame—all the good 
features of an all hard blade—yet flexible. 


All Hard and Flexible. 
Quality recognized throughout the world. 








Band Saws 


Flexible and Spring Temper Metal Cutting—a companion line to Whale Hack Saw 
Blades—the same sterling quality. 


An exclusive franchise open to live distributors. See David A. Utiger, Vice Presi- 
dent, at the Ambassador Hotel during the convention or write us. 


Te FORSBERG MANUFACTURING COMPANY srivcerort, conn., u.s.A. 





190 


MILL SUPPLIES @® MAY 1936 





We ea 





UMI 





THE Imperial Brass Manufacturing Company offers exceptional profit oppor- 
tunities to distributors, because all Imperial products are sold under one strong 





distributor set up. Let us send you complete information. 


SPRAY GUNS 


can be used for all 
classes of painting. 
They produce a 
uniform flow of ma- 
terial, perfectly 
atomized and free 
from streaks. They 
are simple in con- 
struction, light 
weight, perfectly 
balanced, and easy 
to clean. 





All Imperial Paint Spray Guns are easy to 
operate and easy to adjust. Prices: Junior, 
$18.35; Hi-Duty, $28.85. 


COPPER TUBING 


cA 


Users everywhere are enthusiastic about Im- 
perial Seamless Soft Copper Tubing. It is 
double-annealed and cold-drawn to size 
from the best quality copper, and is of uni- 
form temper, with smooth exterior and in- 
terior surfaces. No finishing defects. Fur- 
nished in 25-ft. coils in attractive cartons. 





By ene 


BRASS FITTINGS 


will loom large in your sales 
and profits. Markets for them 
exist wherever oil, gas, air, 
and chemical lines call for tub- 
ing. All types are made— 
Compression, SAE, Hi-Duty, 
Brass Pipe Size, Aluminum, 
and Solder. The Imperial line 
will enable you to serve every 
customer's requirements, in- 
volving gas, oil or air lines on 
automobiles, trucks, oil burn- = 
ers, refrigerators, or air-condi- (Ait 

tioning equipment 














WELDING 
OUTFITS 
Imperial Weld- 
ing and Cutting 
Outfits are avail- 
able in various 
types to meet 
all require- 
ments. 








The high efficiency and low cost of upkeep 
are reasons why Imperial Equipment is so 
widely known and easier to sell. 


Prices, $45.00 to $120.50. 





Na i 


@ OTHER IMPERIAL PRODUCTS: Complete tube-working tools . . . 


TUBE CUTTER 


This Tube Cutter sells because 
its superiority is easily dem- 
onstrated — it makes quick, 
clean, right-angle cuts 
through copper, brass, block 
tin, and aluminum tubing, 
leaving no burrs or chips to 
clog the line, and not dis- 
torting the tube. 





PRICES: 
94-F for 3/16" to %" O.D., 
$2.25 List. No. 104-F for 


3/16”to1”O.D.,$3.50List. 


AIR NOZZLE 





This Imperial Button Control Air Valve is 
highly popular for blowing dirt and metal 
chips, and for cleaning compressed air, gaso- 
line, and oil lines. Special composition 
washers prevent leakage. Simple design 
makes the nozzle fit comfortably into the 
palm of the hand. Bring this specialty into 
your conversations with customers. It pays. 
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refrigeration products .. . 


complete welding and cutting outfits . . . ® 





IMPERIAL BRASS MANUFACTURING CO. 


Sil S. RACINE AVE. 


CHICAGO, ILL. 
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KEYSTONE CANVAS STITCHED BELTING is VEELOS BALATA BELTING—Made of 34-ounce duck with a 
made of 32-ounce duck. Impregnation with high tensile strength of 620 pounds per ply per inch in width. 
grade oil and wax compound makes it waterproof, Saturated and coated with tough tropical balata, the plies are 
hard-gripping and durable. No belt, at any compar- thoroughly welded together. Wear cannot separate them, 
able price, can beat its sturdy performance in heavy moisture cannot work in. Tension, thickness and balance are 
conveying, elevation and transmission work. Sell it uniform. Where strength and durability are primary specifica- 
as the economy belting. tions, you can sell no better belt than Veelos Balata. 


Manheim’s reputation assures rapid turnover of Sell Veelos Balata Valves 
They are made in ALL thick- 


Manheim products. Tie in with these products 
and you cannot fail to profit. Write today for dis- Sk teth water pemee ont 
counts and other information. pliant 


MANUFACTURING AND BELTING COMPANY 
‘eu MANHEIM, PENNA. wt a tenet 
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Now you can talk file durability to your 
customers from an entirely different angle. 
You can not only claim durability for the 
New Nicholson, Black Diamond and 
McCaffrey Files but you can point out that 
reserve cutting edges go to work as old ones 
wear down, giving these Files a longer life 
and greater economy for the purchaser. 
Your statements are supported by a 
strong campaign now appearing in the 
Industrial Press. Never before has any file 
manufacturer advertised so heavily to help 
Mill Supply Salesmen increase their volume 
of file sales. Nicholson File Company, Prov- 
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MADE IN THESE BRANDS 


NICHOLSON “35 
BLACK <> DIAMOND 
cCAFFREY (@&) 
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PATENTS PENDING 
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The Best Known 


name in PACKINGS 


ws EHRET 


ce in manutacture ol power plant specialtic 








In addition . . 


to Valley Forge Packings, Ehret 
makes a complete line of heat and 
cold i i 


insulations and_ refractory 
cements. 





KHRETS 


Insulations 
This Trademark Means Greater Sales for Distributors 
® For utmost in efficiency on all 
“Valley Forge” has long been a symbol of American freedom. I[t is one heated equipment . . . 85% 
ay : a ‘ MAGNESIA. 
of the best known names in American History. 
® For low pressure steam, hot air, 
Valley Forge Packings are made by the Ehret Magnesia Manufacturing and hot water systems, AIR 
. 7 , a . “ae ; CELL meets the need. 
Company, Valley Forge, Pa. Ehret has a background of forty years in 
. . 7 NJ = . . r 
the manufacture of power plant products and insulations. ah tw water piping WOOL 
Valley Forge Packings are sold through recognized industrial supply 
° of 7 ° ° ° ° . ‘i ; j i R i ow 
distributors. These distributors are cashing in on the widely known ' 
Valley Forge name and on Ehret’s reputation for the best in quality and Refractory Cements 


service. Ehret’s staff of packing engineers stands ready at all times to ; ne 

A a Metal Sew dt anlar Uheet's cities and « @For Brick Settings or Wash- 
work with distributors. 1ey all enjoy Ehret’s confidence and co- Coatings—No. 300—EMMCO. 
operation. 


® For special shapes and oil burn- 
We shall be glad to send you our complete set of data books and catalogs ore—EEARIN. 








on packings and insulations if these are not now in your files. 





SHRET MAGNESIA MANUFACTURING CO. 


VALLEY FORGE, PA. 
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-and sell them easier, 


because users know their superb craftsman- 
lower production and replace- 


quicker, better results. 


Mahon 
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legitimate distributors, with full protection 
and sales cooperation for distributors’ stock- 


When you sell LENOX BLADES you'll 
LENOX BLADES are sold only through 


sell more of them 


ship insures 


ment costs-— 
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Factory READERS BUY AND SPECIFY SUPPLIES.. 


Rackliffe Brothers Co. MILL SUPPLY DIVISION, Man- 
aged by A. N. Klebes & R. J. Smith, is an important dis- 
tributor in the large manufacturing city of New Britain, 
Conn. and surrounding area adequately handling the 
daily requirements of the many different types of plants, 
both large and small, with all kinds of industrial supplies 
that these plants may require. 


Quality and Service is their motto and they work very 
closely with the manufacturers whom they represent. 
They rely upon the sales and advertising co-operation 
from the manufacturers in selling and building prefer- 
ence for their lines. They believe that advertising helps 
the distributor to do just that. 


In checking over recent copies of FACTORY, Mr. Klebes 
pointed out some interesting facts which tell how the 
job FACTORY is doing is paralleling that of the leading 


mill supply houses throughout the country. 









A McGRAW-HILL 


A. N. KLEBES 
Co-partner 
RACKLIFFE BROTHERS 
COMPANY ... INC. 
MILL SUPPLY DIV. 
R. J. SMITH 
A. N. KLEBES 








Here is what Mr. Klebes said: 


“The kind of editorial material appearing in FACTORY is obviously | 
designed to help plant operating executives in the manufacturing | 
field to do these things: (1) To get out better, more salable products; 
(2) To keep plants in shape, so as to get maximum efficiency from | 
men and machines; (3) To keep costs for production and mainte- 
nance down by making intelligent use of the best tools, materials 
and methods. 


“There is a marked similarity between the editorial job being done 
by FACTORY and the sales job which is being done by Mill F 


Supply Houses and their salesmen. 


TT 


“FACTORY is selling the need for constant improvement and the } 
Ad 





value of izing methods to the proper men in the plants. Mill 
Supply Houses are selling the material, equipment and supplies 


which are needed to put the newest and best methods to work by 





their constant contact with the proper men in the plants. 





‘We are glad to see that many well-known”manufacturers are a¢ | 
vertising in FACTORY. This advertising, going to the men we have 
to sell, is bound to help us in our sales efforts.” 
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COMPLETENESS 


The “Western” line is complete, covering cap and set 

screws, studs, taper pins, semi-finished nuts, also socket 

set and cap screws and stripper bolts, giving you one ‘ 
source for all your requirements. ° 


Complete stocks on all listed sizes ready for immediate 
shipment. 


Standard Products Illustrated Below: 





Hexagon Head Cap Screw Hexagon Castle Nut 
Fillister Head Cap Screw Socket Products of 
Flathead Cap Screw Alloy Steel Heat Treated 


Square Head Set Screw Socket Set SGerew . 
Headless Set Screw Soe Sele Sap Saree 


Socket Screw Wrench 
Milled Steel Stud Socket Head Stripper Bolt 
Milled Taper Pin Square Head Dog Point Set 
Hexagon 8. F. Nut Screw 


@ WESTERN has always cooperated with us 100% through- 
out the many years we have handled their profitable line. 


@WESTERN’S discounts are always uniform—a _ positive 
protection against costly inventory losses. 


® WESTERN’S complete and modern manufacturing facili- 
ties enable them to supply us with uniformly high quality 
products year after year. 


®©WESTERN’S representatives gladly go into the territory 
with our salesmen when requested to do so. 


® WESTERN’S extensive stocks on hand at all times assure 
us of being able to supply our customers’ demands. 


® WESTERN’S friendly, helpful service has made their line 
easier for us to sell. It has always been a profitable line to 
sell. 


LUSSDE ERD SOMME Dh beer 


Was 


© Western line is complete and they sell only through rec- 
ognized distributors on a selective basis—It will pay you to 
sell the “Western” line. Why don’t you write them today? 
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The American Swiss File & Tool Co. was formed 36 
years ago for the specific purpose of manufacturing 
and selling the highest quality Swiss Pattern Files. 


At the very start two definite decisions were made. 
First—That only the highest quality would be consid- 
ered as satisfactory. Second—that the line would be 
sold to American industry only through legitimate 
high grade distributors. Throughout the years these 
policies have been carried out. They will be continued. 


We always consider our distributors as a part of our 
own organization and can expect, and do receive, their 
hearty co-operation. We have always believed in and 
practiced a fair and just distributor sales policy, be- 
cause we know that distributors can and do serve in- 
dustry economically and promptly. 


Industrial distributors who are not acquainted with 
our product and policies might do well to do so. 
They will find it both profitable and beneficial. 


American Swiss File & Tool Co., Elizabeth, N. J. 
ALSO MANUFACTURERS OF MECHANICS HAND TOOLS AND KNURLS 
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The following 
magazines carry 
the Yale message 

to industry: 


Business Week 

Factory Management & 
Maintenance 

Mill & Factory 

Food Industries 

Steel Magazine 

lron Age 

Modern Machine Shop 

Railway -Purchases & 
Stores 

Pacific Factory 

Engineering & Mining JI. 

Coal Age 

Marine News 

Oil & Gas Journal 

Oil Weekly 

Cotton Magazine 

Textile World 

Telephony 

Telephone Engineer 

National Provisioner 

Ceramic Industry 

American Machinist 

Electrical Contracting 

Electrical World 





HE YALE & TOWNE MANUFACTURING COMPAN™ 
HILADELPHIA DIVISION, PHILADELPHIA, PA.; U.S. 








Substantial Units of Sale 
—Steady Repeat Business 
—Good Turn-over—Gen- 
erous Margin of Profit. 


ON TO BIGGER 
REFRACTORIES 
BUSINESS WITH 





are some of 
the reasons 
why leading * 
distributors 
consider 
QUIGLEY 
their ‘Blue 
Ribbon Line.’ ~ 
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QUIGLEY 


Pioneers in Refractory Sales Through Distributors 


UIGLEY introduced refractory selling to distributors. 
Today, it is a major line in sales and profits for many fore- 
most supply houses. Dozens of Quigley Distributors who have 
handled the line for 10, 15, and 20 years, testify to the broad 


strides Quigley has made in opening up this profitable field 
to them. 


A Proven and Acceptable Policy 


of EXCLUSIVE DISTRIBUTION 

Quigley leadership in distributor selling is the result of a 
basic and consistent policy of exclusive distribution—with 
complete, unqualified protection of the distributor on all sales— 
direct CARLOAD shipments included—under ‘a definite, per- 


fected plan that leaves no question or doubt as to where the 
distributor stands. 


Constant Expansion of Distributors’ Opportunities 


Quigley products enjoy a world-wide reputation for quality, 
dependability, economy. A progressive policy of research has 
resulted in a constantly expanded and improved line—one of the 
most complete available through any single manufacturer of 
refractories. Other industrial specialty products in wide demand 
have been added to the line. Each step has brought expansion 
of distributors’ opportunities. 


Real Cooperation and Service 


Quigley Distributors will do well to push vigorously their 
sales activities on the Quigley line at all times, because—under 
Quigley Policy—investment in sales effort is fully protected. 
Quigley is right behind all efforts with quality products to serve 
practically every need—plus service and cooperation . . . sales 
aids, advertising, and the specialized personal assistance of 
Quigley Service Engineers. Plan now to make the coming months 
yield a maximum of refractory profits for you. 


QUIGLEY COMPANYac. 


Manufacturers of Refractories and Industrial Specialties 
S6 West 45th Street, New York 


1% CANADA, QUIGLEY COMPANY OF CANADA, LIMITED — MAIN OFFICE AND FACTORY. L aCHINE. FP. @. 


DISTRIBUTORS WITH STOCKS AND SERVICE THROUGHOUT U. 8S. A., 
CANADA, AND 32 OTHER COUNTRIES 





—_ a — 


QUIGLEY REFRACTORY 
CEMENTS and PLASTICS 


HYTEMPITE—“The world’s Standard 
High Temperature Cement.’’ 
FYRE-MORTAR—a dry air-setting re- 
fractory cement. 
Q-CHROME — neutral-base 
cement. 
Q-CHROMASTIC—super-refractory sur- 
facing mortar. 

CAST-REFRACT — refractory concrete. 
HEARTH-CRETE—patented chrome- 
base castable refractory. 

——— Quigley plastic fire 
rick. 


QUIGLEY SPECIFICATION 
FIRE BRICK 


Over 20 different types and brands of 
high grade Missouri, Pennsylvania and 
New Jersey fire brick—also high alumina 
brick—and heavy duty super-refractories. 


QUIGLEY INSULATING 
REFRACTORY PRODUCTS 
INSULBRIX—represent an important ad- 
vancement in light weight insulating fire 
brick for direct exposure to flame and 

furnace gases. 
INSULCRETE—improved light weight 
cellular insulating refractory concrete. 


QUIGLEY REFRACTORY GUN 


For furnace construction and mainte- 
nance—shoots seasoned pre-mixed plas- 
tic refractory mixtures of the proper 
consistency for the job—to any place in 
the walls or arches of furnaces. 


QUIGLEY TRIPLE-A 
PROTECTIVE COATINGS 


Acid and alkali-resisting, anti-corrosive 
coatings for protecting steel, concrete, 
wood, and other surfaces. 


Q-SEAL and DAMIT 


Joint sealing compounds—for pipe-lines 
and equipment handling steam, oil, brine, 
acids, chemicals, air and water. 


ANNITE 
Industrial Cleaning Materials—for every 
general cleaning, production, or process 
cleaning operation. 
QUIGLEY ACID PROOF 
CEMENTS AND BRICK 


refractory 
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@ ALUMINUM OXIDE 


Aluminum Oxide cloths, papers 
and combination in all forms for 
both metal and wood sanding 
operations. These products, 
manufactured for the discrimi- 
nating purchaser, make their 
own friends. 





@ ALUMINUM OXIDE 


Research and development work 
in the past few years have made 
the use of this grain most prac- 
tical for woodworking purposes. 
Its features have made it su- 
perior to other abrasives and 
its use has rapidly increased. 

























@ GARNET 
The standby of the wood worker, 
in a modern form, assuring that 
characteristics so highly desir- 
able— “consumer acceptance.” 
Repeat business, so necessary 
for successful distributor opera- 
tion naturally follows. 


® FLINT AND EMERY 


for general sanding pur- 
poses. 





@ SILICON CARBIDE 


in all standard forms that set a stand- 
ard for production. There is the coarse 
grain combination for the floor sander, 
and the extremely fine grain “WATER- 
SAND” for the final sanding of highly 
finished surfaces as well as all inter- 
mediate grades. 
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PRODUCTS MAKE 
MONEY FOR YOU 


wherever Coated Abrasives are used 


Our proven distributor policy works to your advantage — it 
stands back of a line that was developed not only by long 
research but also by extensive experience with the performance 
of abrasives under all conditions. 


We know that conditions today demand that coated abrasives 
must be of the highest quality — also this quality must be uni- 
form so that users realize the utmost in service even for very spe- 
cial and unusual purposes. Wolverine products are manufac- 
tured in keeping with such standards. A highly trained per- 
sonnel controls each step of the manufacture and the finished 
products are rigidly inspected. 


You can, therefore, make Mid-West Wolverine products do a 
real profit job for you. You can sell (1) the longest possible 
abrasive service, (2) increased efficiency, (3) highest quality 
results, (4) lowest abrasive costs. There is a Mid-West Wolver- 
ine Abrasive to meet every need. Users like the service Mid- 
West Coated Abrasive products give them, and it will be easy 
for you to increase your Coated Abrasive sales and build 
satisfied users with these modern, highly-developed Coated 
Abrasives. 


MID-WEST ABRASIVE CO. 


2189 BEAUFAIT STREET 
DETROIT, MICHIGAN 
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AHOMET had to go to the MOUNTAIN 


@®@ MILL SUPPLIES regularly 
reaches more than 5,000 mill 
supply salesmen and executives 
in the 1,200 mill supply houses 
doing more than 90 per cent of 
the industry’s total business. 


Alert salesmen everywhere find 
MILL SUPPLIES an indispens- 
able textbook on creative selling. 
Make sure you are receiving 
your copy regularly. 


but: 


MILL SUPPLIES each year brings the “Triple Con- 
vention” to its readers in its June Report-of-the 
Convention Issue. 


Mill supply salesmen and executives who are unable 
to attend this yearly meeting of their industry will find 
the Convention Issue to be the next best thing. For 
those who do attend, this Issue will be a convenient 
“notebook” on what is discussed from the Conven- 
tion floor. 


Keep the June MILL SUPPLIES in a handy place! 
You will refer to it time and again. 


MILL SUPPLIES 


330 West 42nd Street New York, N. Y. 
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JUMBO 
Red Friction 
Surface 


An all-around Belt 
for Heavy Servicel 


RADIO 
High Speed 


A Giant in Strength built 
for High Speed! 


“A PROFITABLE 
LINE TO SELL” 


204 


OME 


RUBBER 
COMPANY 


NEW JERSEY 


Distributors for the Home line of rubber 


goods make telling sales points with ‘E's’ — 


Efficiency and Economy. 


Over fifty-three years actual performance 
records in industrial plants everywhere have 
shown Home products to be money savers. 
Sales thus inevitably lead to resales—and 
profit opportunities are numerous because 
the line is so broad. 


And most important of all—Home distrib- 


utors have the assurance of full cooperation 


and service. 

q MA} | 

BELTING HOSE PACKING 

Transmission Fire Hose Sheet and Rod 

Conveyor Steam Air eam 

Elevator Suction Chemical Hot and Cold Water 
Water Garden Air and Acids 
Brewers Gasoline 
Spray Sandblast 


PUMP VALVES, CUT GASKETS, and many other molded and 


cut rubber specialties. 





~ Al 
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FULL COOPERATION 
WITH DISTRIBUTORS 
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Behind the Johns-Manville Line 
of Packings and Refractories 


j 






































In 11 leading magazines, carrying 
98 ads, Johns-Manville is reaching 
nearly 200,000 operating men in in- 
dustries where packings and refrac- 
tories are used. And to 25,000 addi- 
tional prospects—the ‘‘Power 
Specialist,’’ well-known J-M publica- 
tion, carries packing and refractory 
stories throughout the year. 









tant industrial plants. 





Available for mailing to cus- 
tomers, letterhead folders like 
these make effective literature 
to send under your own name to 
customers and prospects. Here 
is a sound, tested promotion 
piece that is selling Johns-Man- 
ville Packings and Refractories 
for J-M distributors. 


S, Letters to selected lists of impor- 

So -2%| tant users in various industries; 
<4 mailing pieces that build a ready 
acceptance for the J-M line of 
Packings and Refractories. Let- 
ters that sell your service to them. 
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Stories on the years of research 
behind J-M Packings and Re- 
fractories ... booklets that sell 
the name Johns-Manville to 
thousands of operating men and 
purchasing agents in all impor- 














In Time, Business Week and 
Fortune, Johns-Manville carries 
on with an institutional adver- 
tising campaign that makes every 
product carrying the J-M trade- 
mark that much easier for you 
to sell. 














J-M PACKINGS AND REFRACTORIES 
carry a research and service record that 
goes back three-quarters of a century. 
And, today, behind these quality products 
is an advertising and sales-promotion pro- 
gram that makes the J-M trademark one 
of your most powerful sales tools. 

In addition, J-M distributors receive 
the invaluable aid of more than 300 J-M 
salesmen. Actively engaged in co-operat- 
ing on recommendation and service prob- 
lems, these men are right out in the field, 
helping J-M distributors sell the J-M 
line of Packings and Refractories. 

For further details, write to Johns- 
Manville, 22 E. 40th St., N. Y. C. 








Why 
MILL SUPPLIES 


is the magazine for 


Articles like these are the reason why 
salesmen in 1,200 mill supply houses 
read MILL SUPPLIES every month for in- 
formation to help them do their job bet- 
ter and make more money. 


Such articles give essential technical 
information and successful selling 
methods, and furnish the ammunition for 
creative selling. They are welcomed by 
mill supply salesmen everywhere as a 
necessary part of their equipment. 


Creative selling demands a knowledge 
of products and applications which mill 
supply salesmen find they obtain most 
readily by careful reading of MILL 
SUPPLIES pages every month. 


Make sure you get your copy regularly. 


330 W. 42nd Street, New York, N. Y. 
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Sells c on Sight 


EAGLE 
“Handy Oiler” 


Everybody wants one. To see it is to 
realize its many uses. Just what the 
name implies, the “Handy Oiler” fits 
comfortably into the hand, and with 
positive trigger action discharges a drop 
or a stream of oil a distance of '4 inch 
or 25 feet. More popular every day in 
garages, service stations, machine 
shops, or in the home. Write for in- 
teresting distributors’ proposition. 


EAGLE 
MANUFACTURING CO. 
WELLSBURG WEST VIRGINIA 


& 














A REGULAR MARK-UP 


Because of the reputation for qual- | 





Guess What! 
(Continued from page 48) 





1. This time we fooled you. Nos. 
1, 2 and 3 are all right, the first 
dealing with threading dies, the 
second with punching dies, and the 
third with forming dies. 

2. No. 2 is right. Variations of 
the bucking bar, depending upon 
shape, are the J-bar, L-bar, etc. 
Each is simply a steel bar with a 
depression in the end to fit a given 
rivet head, name being derived 
from the shape to which the bar is 
bent. 


3. No. 2 is the best answer, al- | 


though No. 1 is worth about half. 


| The important thing in a welder’s 


goggle is to avoid transmission of 
the infra-red rays which would 
soon burn the eyeball. Proper 
lenses are almost useless unless 
they are in frames that cut out 


| side or stray light. 


| 4. No. 1 is right, although not com- 


| monly realized. 


Only 10% of the | 


| average bill for lighting is for new 


bulbs. 


| too much current for the light they 


| multiplied nine 


| factory operating cost, 
| other elements may be 


give are bought, the real loss is 
times. Usually, 
lighting costs about 1% of the total 
although 

greatly 


| affected by poor lighting. 


| hardened, 


5. No. Screwnails are 


fast-thread nails that 


5 is right. 


| are driven in and have high grip- 
| ping power. 


MEANS. 


ity that has surrounded the C & L | 


name for years, this company can 
suggest resale prices on mechanics’ 


grade tools that give the distributor | faces, thus leads to corrosion at the | 


True RLS SON Test provess 17. 


a regular mark-up—an assured 
profit on every sale. 
are nationally known. They sell— 
and stay sold—because they give 
dependable service. 

An important model in the C & L | 
line is the 325 heavy-duty torch. 
This popular tool has gained wide 


6. No. 3 is right. Galvanizing it- 
self protects against rust and corro- 


sion, so Nos. 1 and 4 are manifestly | 


wrong, and since galvanizing is 
nc, No: 5 is meaningless. No. 2 
brings out a definitely bad condi- 
tion—overlong threading removes 
the galvanizing on exposed sur- 


| joints. 


C & L torches | 


| 
| 


7. No. 5 or No. 2 is right, although 
No. 4 deserves a little credit. Alu- 
minum paint will hide in one coat, 
because the flakes leaf over to form 
an opaque film which light cannot 


| penetrate. 


popularity in the industrial distri- | 


bution trade. 


Write for descriptive folder to the 


CLAYTON & LAMBERT MFG. CO. 
DETROIT, MICHIGAN 
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8. No. 4 is the right answer for an 
industrial distributor, although 


| some of you undoubtedly picked 
| No. 3. The other answers are for 
ordinary people and naturalists. 

| 9. No. 1 is right—hacksaw blade 


coarseness is a function of the 
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So if cheap bulbs that burn | 








SAVE 


assembling time 


One advantage of the multiple-splined 
socket design, to be found only in 
Bristo Screws, is the snug fit with 
which the wrench grips or holds the 
screw. This makes for easier handling, 
—also faster assembling, particularly 
in the very small sizes which Bristo de- 
sign alone makes possible. The Bristol 
Company, Waterbury, Connecticut. 


BRISTO 


TRADE ame REG. U. S. PAT. OFF, 


SOCKET HEAD SET AND CAP SCREWS 


VICTOR 
the Fans that 


SELL THEMSELVES 


The “ BREEZE - en Does It! 





ORDINARY FAN VICTOR NO-DRAFT 
NO DRAFTS=NO BLASTS 


UT yourself above competition by concentra 

ting on the only fan that is definitely different 
—the only fan with a real, attention getting, con- 
vincing selling feature that is self-demonstrating. 
Everyone dreads a disagreeable summer cold. Only 
Victor, with the patented “Breeze-Spreader”’ gives 
positive, uniform air cooling with perfect safety. Power- 
_ eg oe window displays, sales literature, etc. 
{ free! Complete range of sizes and models. 
— desirable fan feature included—super-quiet 
blades RANTES bearings, etc. and a § YEAR 
GUARANTEE. Act now—¢get set to cash in on oe 
first heat wave. Write for new 1936 Catalog today. 


VICTOR ELECTRIC PRODUCTS, INC. 


724 READING ROAD CINCINNATI, OHIO 





| ASK YOUR JOBBER 
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‘VICTOR’ 


StlELe Melina 4el( 


BELTING 


THE MOST COMPLETE LINE of Textile 
Belts in the country—for transmission, 
conveying, and elevating. 


A RELIABLE SOURCE OF SUPPLY for 
Dealers who would like to build up a 
larger and more profitable belting business. 


GOOD VALUE for you and for your cus- 
tomers. 


BALATA BELTING—‘‘Victor’’ Brand. 


SOLID WOVEN COTTON BELTING— 
“Easton”’ Brand. 


CANVAS STITCHED BELTING— 
“Ampere”’ Brand. 


MANY MORE well-known brands and a 
big linc of profitable specialties. 





VICTOR BALATA AND TEXTILE 
BELTING COMPANY 


53 Park Place - NEW YORK 
345 West Austin Ave. - CHICAGO 


FACTORIES: EASTON, PENNSYLVANIA 








SELL ECONOMY 


SOCKET 
HEAD CAP 
SCREWS 


Tough little 
fellows with 
plenty of — 


HOLDING POWER 


ECONOMY MACHINE PRODUCTS CO. 
5200 LAWRENCE AVE., CHICAGO 








thickness of the material, not of 
its hardness. Hardness is taken 
care of by the feed. This No. 4 is 
exactly backwards—for thin-gage 
metals use a fine-tooth saw. 

10. No. 2 is right, although the 
term has long been an embarrassing 
one to new secretaries. 

11. No. 4 is right for industrial dis- 
tributors, although once a year No. 
1 may be right. 

12. No. 2 is right. Ball bearings 
weren’t invented; they are the re- 
sult of a long process of develop- 
ment. The ancients learned to use 
boulders, cocoanuts or anything 
else somewhat near round to help 
them move heavy objects. The 
Chinese early experimented with 
anti - friction bearings, and 
Leonardo da Vinci did too. Real 
commercial development of anti- 
friction bearings began with the 
development of the steam engine, 
the bicycle, electrical power, and 
the gasoline engine. 

13. No. 4 is right. A gate valve 
has a disk or gate that is lifted to 
permit flow and forced down on the 
seat to stop flow; while a cock has 
a plug which is rotated to start or 
stop flow through a hole through it. 
Gates are freer in operation, but 
cocks are used to handle heavy 
fluids, or those forming deposits, 
or where quick opening and shut- 
ting is required. 

14. No. 3 is right. Normal wear 
thins it and reduces diameter, but 
the whole strength of the wheel is 
based on an intact center. 

15. No. 5 is right, although some- 
times No. 4 would be a good thing. 
A combination pipe-bench vise is 
used for ordinary jobs, while the 
extra pipe jaws take care of pipe 
fitting or work on rounds. 

16. No. 4 is right. The usual shop 
concrete floor leads to early fatigue, 
backache, and colds, hence affects 
efficiency materially. 

17. No. 1 is right. Creep and win- 
dage are the primary factors affect- 
ing belt efficiency. Properly in- 
stalled and at proper tension, a belt 
is about 96 to 98% efficient, not bad 
at all. 

18. No. 3 is right. Non-sparking 
wrenches are the only ones that 
aren’t dangerous in a powder mill, 
or for that matter anywhere else 
where a spark will cause an explo- 
sion. 

19. No. 2 is right. These bolts have 
less than half the standard number 
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Black Diamond 
Belt Dressings 


> 


@ The same standard of 
quality, maintained for a 
period of thirty-five years, 
has enabled us to con- 
tinue to serve the users 
of Black Diamond Solid 
Stick and Liquid Belt 
Dressings through the 
Mill Supply Jobbers, 
whom we thank for their 
continued patronage. 


Black Diamond 


Manufacturing Co. 
1209-1217 Bank Street 


Cincinnati, Ohio 











<Lonergan> 


service and coopera- 
tion are an active 
force, creating sales for 
distributors. The repu- 
tationofLONERGAN 
steam specialties, and 
the prompt, careful at- 
tention given to every 
order win and keep 
customers. 


LONERGAN pro- 
ducts insure satisfied 
users and lead to a 
steady flow offrepeat 
orders. 


Back of the name “LONERGAN" is more 
than @ half a century of manufacturing experi- 
ence in the steam!specialty field. 








Model “‘WT"’ Pop Safety Valve 


300 


Specialties 
for 
Power Plants 


Standard 
since 1872 


@ Have you our latest 
catalogue in your file? 





J. E. LONERGAN CO. 


Phila., Pa. 





213 Race St.. 
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dgemont 


Friction 
CLUTCHES 


EXPANDING “TYPE B” 


The standard clutch for counter-shaft, line- 
shaft and other moderate speed applications. 


DISC “TYPE SF” 


A superior type dise clutch built to stand severe 
service, frequent operation and high speed. 


ns 


Users know “Edgemont Clutches” for stamina 
and long trouble free service. 


It pays to inquire into your customers clutch 
needs. 


Send now for supply of catalogues with simple 
ordering instructions. 


The Edgemont Machine Co. 
DAYTON, 0O. 








Your customers need the 
security provided by 


JACKSON BELT 
FASTENERS... 


@ They positively will not pull 
loose. @ Sell themselves owing to 
their practical simplicity. @ Used by 
your customers wherever a depend- 
able heavy duty fastener is needed. 
@ Recognized as the standard belt 
connection thruout the world. 


ISAAC JACKSON 


descriptive BELT FASTENER CO. 
literature? 18 VESEY ST., NEW YORK 


“BEWARE OF IMITATIONS” 


Do you havea 
full supply of 


|| distribution especially pleased the 
|| Holliday people. 


, of threads per inch, so that nuts 
|can be spun on quickly and taken 
off quickly. They are also called 
“fitting-up” blots. 

20. No. 2 is right again. Metal 
spraying is fairly new commer- 
| cially, and melts and sprays tiny 
| droplets of molten metal onto any 
| sough-surfaced material. It is used 
|industrially for putting on wear- 
| or corrosion - resistant coatings, 
| building up worn shafts, etc. It is 
not a welding process. 


| This Industrial Show Was a 
Birthday Party 
(Continued from page 40) 








agents served as judges and found 
| their task exceedingly difficult be- 
cause of the varied interests of 
people attending the show. They 
rated the Standard Tool Company 
booth as a close second to the 
“Armco” display. 

The show was a success from 
every angle. A considerable num- 
ber of orders for goods were placed 
by visitors to the show and “in- 
quiries galore,” to use the words 
of a company official were received. 
Approximately twenty inquiries on 
an electric welder just taken on for | 


| 
| 
| 
} 
| 





Careful preparation over a 
several weeks’ period was in a 
large measure, responsible for the 
fine attendance at the show and 
for the smooth manner in which 
it was run off. The work of 
planning and staging the industrial 
show and the opening of the new 
cold roll mill was directly under | 











| 


C. W. Bellingrodt relaxes for a min- | 
/ute in the exhibit of the Heller | 
| Brothers Company after some busy | 
‘hours at the Holliday show. 
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LOWER COSTS 


are made ible by the use of 
Gardiner Flux-Filled Solder. Its 
uniform high quality assures 
neater, faster work, saving on both 
labor and material. 

That is why manufacturers every- 
where are 
specifying 

enuine 
ardiner 
Solder. In 
addition, 
due to 
|modern 
production 
| methods 
Gardiner 
older 
costs less 
than even 
ordinary 
kinds. Made in various alloys 
and gauges in both Acid and 
Rosin-Core. 

We manufacture bar, drop, solid 

wire and pellet solders and 


bitts and Monarch Ball Metal. 
72) 
oe Aa 


— 
. a [METAL CO. #7 ay y 


4833 So. Campbell Ave., Chicago, Ill. 


Available in 1, 5 and 
20 Ib. spools. 








& 4) 
— 








What Directory 
Users Say! 


@ “It is put to work every day.” 
“The Directory Issue will be 
used frequently.” 


+ + « expect to refer to it fre- 
quently.” 


“Send us another copy!” 


“Should be on the desk of every 
mill supply purchasing agent.” 


@ The above are only a few of the 
many comments we are receiving 
from mill supply men on the 
MILL SUPPLIES Directory. 


@ More than 300 advertisers are 
featuring product information in 
the Directory issue. 


@ Keep this book within easy reach! 
You will want it hun of 
times during the coming year. 


* MILL SUPPLIES *¢ 


The only magazine published for 
distributors and their salesmen 


330 West 42nd Street 
NEW YORK, N. Y. 
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@ DOUBLE Your Sales 


@ DOUBLE Customer 
Satisfaction with 


DARNELL 


DOUBLE Ball-Bearing 


CASTERS 
AND WHEELS 


FOR INDUSTRIAL USE 


The reputation 
of Darnell 
Casters for 
durability, effi- 
ciency and 
economical op- 
eration assure 
you continued 
repeat business 






Semi-Steel 
or Rubber 
Treads 
Darnell Casters feature the patented Double 
Ball-Bearing Dust-proof swivel with carbon- 
ized hardened, perfectly round balls that 

roll freely in hardened raceways. 


WRITE FOR LITERATURE 


Darnell Corporation, Ltd. 


P. O. Box 4027-M, Station B 
Long Beach, California 


24 E. 22nd St. 36 N. Clinton 
NEW YORK, N. Y. CHICAGO, ILL. 

















GROBET 
FILES AND SAWS 


for all types of filing ma- 
chines are building profit- 
able business for more 
than 200 distributors. 
The name is well known 
wherever precision files 
of high cutting speed 
indispensable for ac- 
curate work — are 
required. Send for 
our catalog BM if 
you do not have 
it now. 















F. L. GROBET 
Leading precision 
file manufacturer. 


GROBET FILE CORP. OF AM. 





3 Park Place, New York City 





















the guidance of President C. H. 
Bradley, who handled the steel end, 
and George L. Stalker, manager of 
the industrial supply department, 
who was in charge of the manufac- 
turers’ exhibits. But the entire 
staff of the Holliday Company— 
officers and other executives, sales- 
men, office force, and shop and 
warehouse men—together with the 
manufacturers’ representatives, co- 
operated heartily to make the most 
of the occasion. 

Typical of the care used in 
planning the show was the number 
of meetings held to prepare for con- 
ducting visitors through the plant. 
Three hundred signs were placed 
at various places to guide and in- 
form guests. 


To insure a large attendance of 
the right people at the affair, the 
Holliday company sent out an in- 
vitation to 5,000 active accounts. 
This invitation included an an- 
nouncement of the features of the 
occasion and listed the names of 
the exhibiting manufacturers. En- 
closed with the invitation were 
small cards to be filled out and 
presented at the door. For two 
months in advance of the celebra- 
tion, Holliday salesmen extended 
personal invitations to purchasing 
agents, superintendents, foremen, 
engineers, mechanics and others 
and distributed these small cards to 
present and prospective customers. 

Blotters, headed “We’re Cele- 
brating—and We Want you to 
Come” were distributed by the 
salesmen. and enclosed with all 
mail. They carried a March 
calendar, with the two days of the 
show in red numerals. 


Each visitor to the Holliday show 
was immediately made to feel “at 
home.” Upon registering he was 
presented with an automatic pencil 
carrying an inscription in keeping 
with the occasion, and a reproduc- 
tion of the first catalog issued by 
W. J. Holliday and Company, in 
1861. This little booklet contained 
only twelve pages, and measured 
54 by 3% inches, a significant con- 
trast to what is required today to 
catalog the Holliday lines. Many 
special prizes were offered by in- 
dividual manufacturers with draw- 
ings for these on Saturday eve- 
ning. Luncheon was served to 
visitors throughout Friday and 
Saturday afternoon and evening by 
the. Holliday Company. 
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EXACTLY 
What the Mechanic Wants! 


THE HUOT 







Drill Stand and Indexed 
Container 


(With tap information 
and decimal equivalents) 
—a small, fast selling 
and profitable specialty 
for distributors. 


NO. 60 
HUOT DRILL 
INDEX OPEN 


The HUOT is 
made in 3 sizes: 
No. 60, %"x 
4%"x1", tor 
wire gauge sizes, 
1 to 60, inclu- 
sive; No. 13, for 


CS, compact and 
definitely a time and money 
saver, the HUOT will crouse 
the enthusiastic attention of 
your customers immediately. 

The HUOT case has man 
sales making features, includ- 
ing a place for every drill, 
marked with size and decimal 
equivalent. Eliminates tedious 
search for the right size of 
jobbers or frac- drill. A flip of the wrist, the 
tional drills, " ease is open—and drill selec- 
to %” inclusive tion is made quick and easy. 
b and . Every mechanic, whe uses 
” ” and, breast, electric and port- 
¥ A able drills will want one. 
Gusive oy 8. Think of the sales opportuni- 
ties in your territory. 


The distributor profit mar- 
gin is good. No heavy invest- 
ment necessary. Your own 
twist drill source can supply 
you. 


HUOT MFG. CO. 


128 E. 10th St. 
St. Paul, Minn. 


(No, 60, illus- 
trated above, 
holding 60 drills, 
can be carried in 
the vest pocket. ) 
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for extra 
strength and 
hump-less 
drives 


Strong enough 
to penetrate any 
belt easily, 
STEELGRIP is 
still self-clinch- 
ing — tightens 
down into the 
belting to make a smooth, “hump-less” 
joint that protects belt ends, prevents 
fraying and cannot pull out. 2-piece 
hinged rocker pins take up wear and 
increase flexibility. 
for Conveyor Belts 


lengths to 72-inches 
always in stock 









for 
Power 
Drives 


8 sizes in attrac- 

tive shelf boxes 
and “handy pack- 
ages.”” 


ARMSTRONG-BRAY & CO. | " 
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